











AN IMPORTANT MESSAGE 
TO WEBSTER DEALERS 


An annual letter from MMR. MALCOLM 


Vice-President of the F. S. WEBSTER COMPANY 


A RELY in the history of the country has there 

been a decade so filled with change. Social legis- 
lation for the benefit of farmers, old people, and the 
unemployed has placed on the shoulders of business a 
vast new burden of taxation. Inventions have opened 
up new horizons for industry, yet have often brought 
with them the challenge of new competition for old, 
established businesses. And in the field of politics, the 
voters have shattered a tradition as old as the country 
itself. Now that our nation is beset with the urgency 
of national defense, it should be obvious to any man 
that the period of change is not past, indeed that the 
tempo of change may increase during the years which 


lie ahead. 


In times like these, each business must from time to 
time carefully and honestly weigh its ability to meet 
the new scheme of things. During the last ten years, 
the F.S. Webster Company has made its own contribu- 


tions in the field of invention. Its Micrometric Carbon 


Paperis universally accepted by leading business offices. 
In an industry relying heavily on the import of quality 
raw materials, we have taken protective measures in 
case we are cut off from the source of supply. In this, 
as in any period of change, we see an opportunity for 
alertness and ingenuity to win its own rewards. It is 


in this spirit that we face 1941. 


But with all the change which is in the air, there are 
a few things which cannot and will not change. There 
are, for instance, mutual trust, loyalty, and confidence. 
For more than 50 years, the F.S. Webster Company 
has been doing business through dealers. During this 
time, we have come to look upon your problems as 
our own. | believe we have come to understand each 
other pretty well — and through the years our mutual 
trust, loyalty, and friendship have grown. In this time 
of change, your confidence in us is our most priceless 
asset. Come what may, we plan to build for your future 


as well as our own — in 1941 just as we did in 1889. 


_ Brevis F Wrialecbmrs 


vice-president and general mgr. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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Skinner & Kennedy Appoints Beckman Department 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. Ail 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, i940, 
by the Office Appliance 
Company. 
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Sushman & Denison Mfg. Co. 161 


D 


Daco Card & Index Co 160 
Darnell Corp., Ltd. 163 
Dawn Mfg. Corp., The 101 
Dick, A. B., Co 57 
Dictaphone Corp. 117 
Domore Chair Co., Inc 87 
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Y N rN 1 
AVIA: iS k 
A A. a 4 
These advertisements present the products of the leading manufacturers in each division of the industry. 
for honest differences of opinion, the publishers obviousiy cannot undertake to guarantee transactions between advertisers and 
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customers. They do, however, offer their services im resolving any disagreements which 
through the journal. 
A E L 
Acco Products, Inc. 155 Katon Paper Corp. 141 The Leopold Co 1 
Ace Fastener Corp 79 Efficiency Equipment Co 161 Loose Leaf Metals Co l 
Acme Staple Co. 143 Ehrlich Upholstery Works 138 Lyon Metal Products, Inc 
Acme Visible Records, Inc 141 Elliott-Fisher Back Cover 
Adams, Henry T., Mfg. Co. 158 Esterbrook Pen Co., The 13 M 
Allen & Co. 122 Even-Flow Corp. 161 Macey Co., The 
Allen Calculators, Inc. 115 F Manifold. Supplies Co 65 
Allen-Wales Add. Mach. Corp....162 ™ il Markilo Co. 161 
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Amer. Autmtc. Elec. Sales Co. 139 General Fireproofing Co 68, 69 Meilicke Systems, Inc 1 
American Can Co ad Globe-Wernicke Co. 116 Meilink Steel Safe Co 6 
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Ames Supply Co 16 . Meyer & Wenthe, Inc 
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Autopoint Co. 163 ancy eaten _ Pe Monroe Calculating Machine 
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Bankers Box Co § ; Multipost Co. 
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Bankers & Merchants St. Wks. 158 Murphy Chair Co. 105 
Barker, Ear] M., & Co 161 I Mutschler Bros. Co 157 
Barkley, C. L., & Co 113. Imperial Desk Co 66 
Barrett Adding Machine Div.. Imperial Leather Furn. Corp 151 N 
Lanston Monotype Mach. Co. 4 Imperial Mfg. Co 114 National Blank Book Co 163 
Bassick Company 112 Imperial Methods Co 65 Nat'l Brief Case Mfg. Co 129 
Bentson Mfg. Co 125 Indiana Cash Drawer Co 11 National Business Show Co l 
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Bristow, Stanley R 159 Jasper Chair Co 102 
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Browne-Morse Co 118 ; Pp 
Brush, Punnett, Inc 163 K 
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of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon | 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to | 
the field, it furnishes special reports upon articles of | 
office equipment, supplies names of manufacturers of | 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable | 
agents and dealers in nearly every country, aids for- | 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. | 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- | 
tion of the field have evidence of its proved value. 
| 
| 
| 
| 
| 
| 






Subscribers’ requests for catalogues to bring their files 

up to date, or to replace the file in case of fire or 

other form of destruction, are broadcasted in a bulle- 

tin which is mailed frequently to leading manufac- 
turers, 
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Van Dyke Industries 124 
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‘LASSIFICATIO 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 

are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 

communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 
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i y € 10a olu i ibbon q ‘arh 1 , . . . 
Box Letter Files Royal Metal Mfr. < 164 ne ae & Carbon Mfg Globe-Wernicke Co 116 
a 4 0 if 0. 7 , ‘ . . . 
Art Steel Co ‘ Shaw-Walker Co 77 100 a i. ke . . ve Guide System & Supply Co.... 
Globe-Wernicke (« 114 Sik ‘ * 7 . =< os seth vf Imperial Methods Co...................... 63 
Rockw 1] Sikes ( In The 1 Harding. Milo Co 145 
0c -Bs 2g ; 98 tur bnate ' : . os : - 
c ell-E arnes Co. -- : Sturgis Posture Chair Co. 137 Heyer Corporation, The 165 THE CLASSIFICATIONS 
Weis Mfg. Co ri, 73. ¥8; ¥a Toledo Metal Furn. Co 140 Hileo C 
t co Corp : 156 (Continued on page 6) 








THE CLASSIFICATIONS 
(Continued from page 5) 





Macey Co., The 9 
Metal Office Furn. Co 104 
Oxford Filing Supply C« 9 
Pronto File Corp &8 
Quality Park Eenvelope Co oF 
Rockwell-Barnes Co re 
Shaw-Walker C« "T 100 
Victor Safe & Equip. Co ) 
Wabash Cabinet Co lhe 90 
Warshaw Mfg. Co 149 
Weis Mfg. « 71, 72, 73, 74 
Yawman & ft Mfg. Co 120 
Filing Tables 
Toledo Metal Furr cr 140 
Finger Pads 
Speed Products Ce 1 
Folders (See Filing Suy 
Fountain Pens 
Esterbrook Pen Ce 
Kahn, David, Ir 
Sheaffer, W \ Pen ¢ 9 
Gummed Cloth Rings 
Graff, Geo. B Co 
Warshaw Mfg. Co 14 
Index Card Signals 
Cook, H. ¢ Ce 150 
Graff, Ge B ( 152 
Victor Safe & Equip. ¢ 
Index Tabs 
Barkley, C. I & « 
Globe-Wernicke Co 11 
Guide System & Supply ¢ 132 
Markilo ¢ 161 
Shaw-Walker (¢ "7 «(10 
Sheppard, The €. E., Co a4 
Victor Safe & Equip. Co 7 
inks, Adhesives, Etc 
Continental Ink (« 1é 


Harriman-Welts Prod. ¢ 

Ink Specialties Co 

Melind, Louis, (¢ 

Rivet-O-Mfg. ( 

Sheaffer, W A Pen Co 99 

Union Rubber & Asbestos ( 
Inkstands 

Cushman & Denisor 


Intercommunicating Systems 


Webster-C} cr 
Labels 

Avery Adhesives 

Imperial Methods ( 

Oxford Filing Supy ( 

Warshaw Mfg. Co 19 
Ladders, Library, Store & Vault 


Cottermar . BD 


Leads for Mechanical Pencils 
Autopoint Co t 
Kahn, David, I 
Rite-Rite Mfg. Co l 
Sheaffer, W \ re ( ) 
Leather Goods 
Nat'l Brief ¢ Mf ( ) 
Varat, Murr Co 


Leather Upholstered Furniture 
Bright Chair ¢ i4 
Ehrlich Upholstery Work 
Imperial Leather Furn. Corp 
Jasper Chair Co 10 
New Indiana Chair (¢ 14 


Letter Openers 
Multipost Co I 


Letter Trays (See Desk 1 


Letterheads 
Wiggins, Johr 


Library Equipment 





All-Steel Equip. (« 11 
A Metal Constri n 8 
Art Steel Co 
Corry -Jame t Mfg Corp 12 
General Fireproofing ¢ 8 69 
Globe-Wernicke ¢ 
Macey Co., The 
Peerless Stee Eq ( 
Shaw-Walker ( 
Yawman & Erbe M ‘ 

Lockers and Storage Cabinets 
All-Steel-Eq ‘ 
Anderson- Hick Co 156 
Art Metal ( ruction Co 81 
Art Steel t'o 
Browne-Morse 118 
Corry-Jamestown Mf Cory 
General Fireproofir ( 68 
Globe-Wernicke (< 11 
Invincible Metal Furn. ¢ 
Lyon Metal Products. Ih 
Macey (<¢ The 
Metal Office Furn. Co O14 
Shaw-Walker (< 
Yawman & Erbe Mf i 

Loose Leaf Books & Systems 
Adams, Henry T Mfg. Co 15s 
Master-Craft D Shaw-Walker 
National Blank Book Co lé 
Sheppard, The ( k ‘ N4 


rrussell Mfg. Cx 2 


Loose Leaf Sheet Covers, 


Celluloid 
Markilo Co 161 


Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. ¢ s 
Loose Leaf Metals (< 149 
Sheppard, The ©. E., ¢ S 
Mail Distributors 
Bristow, St RK ’ 
Globe-Wernicke (« 
Victor Safe & Equipment ¢ 
Map Tacks 
Graff, Geors B ( 
Moore Push-Pin ¢ 
Matched Office 
Art Metal ¢ 
General Fireproofing C¢« 
Globe-Wernicke Ce 
Macey Co The 
Royal Metal Mfg. Co 
Shaw-Walker Co 
Sloane, W. & J 


Sunshade (C* 


inley 


Suites 


onstruc n ¢ 


~3 
_ 


100 
Troy 
Memorandum Books 
Master-Craft D Shaw 
National Blank Book Co 
Rockwell- Ba 
Radsell Cc 
Mfs ("¢ 


rnes (¢ 
Prevue 
Trussell 
Memorandum Devices 
Autopoint ¢ 
Bristow, Stanley R 
Finch & MecCul 
Mending Tape 
Warshaw Mf cm 
Moisteners 
Rivet-O-Mfg. Co 158 
Numbering Machines 
Amer. Numbering 
Melind, Louis, Co. 
Roberts Numbering Mach. ¢ 
Office Partitions and Railings 
Globe-Wernicke (« 
Pads, Figuring 
National Blank Book ¢ 
Rockwell-Barnes ‘ 8 


Mach. Co 


Paper 
Brown, L, L 
Eaton Paper 
Rockwell-Barnes Co is 
Paper Clamps 
Acco Products, I 
Cushman & Denisor 
Esterbrook Pen Ce Ir 


Paper ¢ 


Cort 


Paper Clips 
Acco Products, Ir 
Cook, H. C., Co 
Cushman & Den 
Graff, Geo. B., ¢ 
Vail Manufactu 


Paper Fastening Machines 
Ace F 
Acme 
Hotchkiss 
Markwell Mfg. ¢ 
Neva-Cl 


log Products 
Speed Products Co 
Victor 


Safe & Equip. ¢ 
Paste 


Mfg ( 


astener Corp 


Staple Lo 


Sales ¢ 


ks, Adhesives, Et 


See Ir 


Pencil Sharpeners 


Graff, Georg: 


Pencils, Mechanical 
Autopoint Co 
Kahr David, In 
Rite-Rite Mf i 
Sheaffer, W. A Pen ¢ 
Pencils, Paper Wound 
Blaisdell Pencil Ce 


Wood Cased Lead 


lell Per ( 


Pencils, 
Blais 


Pens, Steel 
Esterbrook Pen ¢ 
Picture Hooks 
Moore Push-Pin ( 


and Pin Containers 
Mfg. Co 106 


Pins 
Vail 


Platens, Typewriter 
Amer. Wr zg Machine ¢ 
Ames Supply Co 
Shipman-War Mfg. ¢ 


Postal Scales 
Hanson Scale Co 

War Mfi ( 
Triner Scale & Mfg. ¢ 

Publishers 


British Stat 


Shipmatr 


Exy 


Punches 
Acco Products, Ir 
Globe-Wernicke Co 
Mitchell Binder C 
National Blank Book 
Push Pins 


Moore Push-Pin ¢ 


Ribbons and Carbons 
Allen & Co 
Allied Carbon & 
Amer. Writing 


Ribbon ¢ 
Machine Co 89 


Ames Supply Co 
Buckeye Ribbon & C; 
Mfg. Corp 
( mbia R. & ¢ 


Crown Ribbon & Carbon Mfg 


Imperial Mfg. Co 


Manifold Supplies ¢ 

\ ig & Volger, Ir 

0 Town Ril & Cart ( 

Pacific Car. & Rib. Mfg. ¢ 

P ss Key-lr al Mfg 

PI ps Process (« 

Reming Rrand | 

Roya rypew! { I 

Shipman-Ward Mfg. ¢ 

Smit lL. ¢ & Cor I 

Storr i: ma, * 

I od Elliott I ( 

I S. Typewr. R Mfg. ¢ 

We I S Co 
Rubber Stamps 

Banh & M ur Stamy 

Me Louis, ¢ 

{ & W I 
Safes 

\ Me Constr n ¢ 

B Pr Ir 

G 1 Fireproof ( 

Globe-Wernick Co 

Mace { The 

Me k Ss Safe ¢ I 

M Saf ( I 

Ss Saf ( Mm 

s Walker Ce 

\ r Safe & | ( 

Yaw & Erbe M ‘ 
Scrapbooks 

Globe-Wernicke ¢ 

Wels Mfg. (¢ 7 
Secretary Desks 

Art Metal Construction ¢ 

G al ~Fire we ( 

( Wernicke ¢ 

I s Steel Equ ( 

Ss Walker ¢ 

Wa h Cabinet ¢ The 
Shelving 

All-Steel-Equip. Co 


Ar Meta Construction Co 
B ' Morse (¢ 


Corry -Jamestow Mfg ( 
General Fireproofing Co 
Globe-Wernicke C¢ 

Lyon Metal Prod Ir 
Macey Co.. The 


Sha Walker (¢ 


Smoking Stands, Office 


Royal Metal Mfg. Co 
Sorting Devices 
Bri vy, Stanley R 


Stamp Affixers, Postage 
M ‘ Ir 


Stamp Pads 


Melir I Ce 
Meyer & Wenthe, Ir 
P ps Process ¢ 


Rivet-O-Mfg Co 


Rockwell-Barnes C¢ 

Victor Safe & Equip. 
Stands for Office Machines 

All-Steel-Equit Co 

r Supply ‘ 

\ m- Hick ( 

\ St ( 

( es Mf ( 

( 4 F yfir ( 

G Wer k ( 

H ( p 

M ( 

Pe Ss I p. 

Sherr Ma Mfg ‘ 

Shir Wa M ( 

Stur P ( ( 

M i { 


Staple Extractors 
Ace Fastener ¢ 


Staples and Stapling Machines 

Ace I ner Cory 

\ Staple (« 

H h Ss ( 

Mark Mf ( 

N ( Pro 1 

~ P rT ‘ 

\ Manufa ring ¢ 


Stenographer's Note Books 
National Blank Book ¢ 
Rockwell-Barnes (¢ 


Trussell Mfg. Co 


Storage and Transfer Cases 


Adar Henry T Mt ( 
Steel-Equip (¢ 

\ Me Cor ( 

\ Ste ‘ 

I \ Box ¢ 

Bark ( I «& ( 

I Mfg ¢ 

I ‘ Mor ‘ 

( Steel Equipment Co 


Tf Columbia Steel Equip. Co 107 
i Corry-Jamestown Mfg. Corp 12: 
l Efficiency Equipment Co 161 

78 General Fireproofing (« 8, 69 

( Globe-Wernicke C« 116 
hi? Guide System & Supply Ce 132 
t Imperial Methods Co f 
Invincible Metal Furn. Co 127 
Macey Co., The 92 
8 Metal Office Furn. Co 104 
Peerless Steel Equip. ¢ 13 
5 Pronto File Corp gs 
Rockwell-Barnes ¢ ye 
S Walker Co 77, 100 
We Mfg. Co 71 + A 74 
Yawman & Erbe Mfg. Co 120 
Strong Boxes, Fire Protected 
k ¢ Meilink Steel Safe Co 8 
+ Tables 
\ Metal Construction Co 8! 
Browne-Morse Co 18 
Wks ‘ ( Jamestown Mfg. Corp 123 
14 General Fireproofir ( 68, 69 
Globe-Wernicke (C¢ 11 
Lyon Metal Products, Inc 158 
Macey Co., The 92 
. Mutschler Bros, 157 
Peerless Steel Equip Co 13¢ 
S Shaw-Walker Co 77. 100 
St Johns Table Co 138 
Victor Safe & Equipment Cc »7 
Telephone Accessories 
V Safe & Equipment Co 7 
Telephone Stands 
Art Metal Construction C¢ 81 
Art Steel Co 1 
General Fireproofing ¢ 68, 69 
Globe-Wernicke Co 11¢ 
Peerless Steel Equipment Co sf 
Shaw-Walker Co 77, 100 
Yawman & Erbe Mfg. Co 13 
68 Thumb Tacks 
l Graff, George B., ¢ 152 
| Moore Push-Pin Co 161 
* Ticket Holders 
Vail Manufacturing ¢ 106 
Trimming Boards 
g Amer. Photo Laboratories 1 
S Type, Typewriter 
Amer. Writing Mach. Co 89 
68 Ames Supply 76 
SI an-Ward Mfg. Co 136 
Typewriter Cleaning Material 
100 Amer. Writing Mach. Co go 
Ames Supply Co 76 
Clarotype ‘o 156 
Mittag & Volger, Inc 139 
Rivet-O-Mfg. Co 158 
) Scat, Dr., Chemical Co 161 
Shipman-Ward Mfg. Ce 13¢ 
Webster, F. S Co 2 
Typewriter Cushion Keys 
Amer. Writin Ma Co 89 
1 Ames Supply ¢ Te 
Peerless Key-Imperial Mfg. Co 114 
8 Shipman-Ward Mfg. Co. 136 
8 Speed Key Mfg. Co 160 
Typewriter Cushion Knobs and Bases 
Amer. Writing Mach. Co 89 
Ar Supply Co 7é 
Peerless Key-Imperial Mfg, Co 114 
Tf Shipman-Ward Mfg. Ce 136 
Typewriter Parts and Tools 
Amer. Writing Mach. Co a9 
@ Ames Supply Ce 7f 
Shipman-Ward Mfg. 
Typewriters, Mfrs. of 
( ona Typewriter at) 
R ngton Rand In 08 
R ypewriter ' 
Smith, L. ¢ & ¢ " I'ws 
I od Elliott Fist ( 
Back Cover 
Typewriters, Rebuilt and Used 
Ar Writing Mact ‘ . 
Shipman-Ward Mfg. ¢ ] 
W [Typewriter Co., The 128 
Visible Systems Equipment 
\ Visible Records, In 
Art Metal Construction Co 8] 
= Automatic File & Index C¢ 
G Wernicke Co 
N mal Blank Book Co 
Shaw-Walker Co 77. 100 
Sheppard, ¢ E { S4 
8 \ Saf & Ea ( 
Yawman & Ert Mfg. Co 0 
Waste Baskets 
‘ An Car Cc s 
4 St Co 135 
S Cole Steel Eq r ( gs 
Corry-Jamest Mie Co 2 
Ss G ral Fireproof ( . ’ 
l G Wernicke ( 
2 Metal Office Fur ( j 

S He Steel ipmer Co 1 

58 Shaw-Walker Co 77 0 


























WANTS AND OR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


manufacturer 
employed as department man- 
had present connection four 


CALIFORNIA CONNECTION WANTED with 
by competent salesman now 
ager in stationery store. Has 
vears. Interested in selling some line of merit to stationery 
or gift trade, or both. Well acquainted with principal pro- 
ducts sold by commercial stationers. Thoroughly competent 
to serve as California salesman for some eastern manufac- 
turer who desires to expand his Pacific Coast business. Top 
references. Send particulars to M-170, care Office Appliances, 
Chicago 


SALESMAN WITH ELEVEN YEARS’ experience, mostly 
selling to drug and department stores, seeks a new connec- 
tion enabling him to sell commercial stationers in Chicago 
or to travel out of Chicago covering several middle western 
states. Age thirty-three. Single A good sales producer. 
References. Address M-171, care Office Appliances, Chicago 


MECHANIC seeks connection 
years’ experience Excel- 
References 


ROYAL FACTORY TRAINED 
with progressive Dealer. Sixteen 
lent record as service manager. Sales experience 
Address M-169, care Office Appliances, Chicago 


equipped to manufacture all 
stencils, will manufacture 
distributor, on Cost-plus, 
Address Chemist, Room 425, 


EXPERIENCED CHEMIST, 
kinds of high grade duplicating 
same for responsible concern or 
profit Basis. Samples submitted 
111 W. Jackson, Chicago 


record establishing 
Fully qualified to accord 
furniture or stationery 
Prefers to cover south- 
Atlanta Address M-168, 


EXPERIENCED SALESMAN, successful 
dealers for national corporation 
manufacturer of office equipment, 
items, high type of representation 
eastern territory Headquarters 
care Office Appliances, Chicago 


SALESMEN WANTED 


IF YOU ARE NOW selling to offices, we have a product 
that will prove to be a very profitable sideline. It quickly 
becomes a major line Exclusive territories are available 


30x BY-122, care Office Appliances, Chicago. 


office supply concern 
city. Position in- 


SALESMAN 
located in an 
cludes both city 


WANTED by important 
enterprising Pennsylvania 
and surrounding territory. Payment can be 
arranged on salary, commission or drawing account. Must 
have experience in stationery lines, filing equipment and of- 
fice furniture. A good opportunity for some alert sales pro- 
ducer Address BY-121, care Office Appliances, Chicago. 


IN LARGE NEW ENGLAND CITY by an established finan- 
cially strong Stationer, to sell complete line office stationery, 


furniture and equipment. Must be experienced. Reply in 
detail. Address Box BY-119, care Office Appliances, Chicago 


manu- 


Cases, 


Chicago 


Brief 


OPPORTUNITY—Well known 
facturer of Zipper Portfolios, Ring Binders, 
ete., has an opening for Chicago and vicinity representa- 
tion. A few additional choice territories available. Commis- 
sion basis. Only “top-notchers” need apply. Address BY-118, 


care Office Appliances, Chicago 


SALESMEN’S 


WELL ESTABLISHED OFFICE FURNITURE STORE car- 
rying large stock of merchandise at all times has opening 
for salesman to call upon city trade. Located in Middle West 
Good opportunity for salesman with good record and expe- 
rience in furniture lines including files and filing systems 
Send complete information to BY-125, care Office Appliances, 
Chicago 


SALESMAN WANTED. Experienced in steel office furniture 
lockers, and shelving for export. Give age, education, expe- 
rience, references, religion, and salary desired. Address BY- 
115, care Office Appliances, 100 East 42nd St., New York, N. Y 


TRAINED MIMEOGRAPH COMBINATION salesman, good 
productive city territory, excellent opportunity. Ohio dealer 
Mail record and reference. Mimeograph mechanic also need- 
ed. Address BY-117, care Office Appliances, Chicago. 


MECHANICS WANTED 


MECHANIC WANTED by typewriter dealer in Indiana city. 
One preferred who knows all makes, also adding machines, 
has some knowledge of cash registers and some sales abil- 
ity. A good opportunity for man with necessary qualifica- 
tions. Address BY-120, care Office Appliances, Chicago. 


WANTED—Adding machine mechanic, experienced on Sund- 
strand, Burroughs, Portables with experience on other Add- 
ing machines. Address BY-123, care Office Appliances, Chi- 
cagko 


WANTED—Elliott Fisher or Sundstrand Mechanic or one 
trained on both machines. Permanent position. Write fully; 
all correspondence confidential. S, Harris, Sales Agent, Box 
216, Shreveport, La. 


REPRESENTATIVES WANTED 


FINE OPPORTUNITY to represent one of the largest manu- 
facturers of steel desks, files, and shelving is open in the 
States of Texas, Louisiana, Arkansas, and Oklahoma to a 
young, hard hitting experienced office equipment man. Write, 
giving full details, to Box 444, Avenel, New Jersey 


SALESMEN—Selling Office Equipment Dealers—We have ex- 
cellent side line—Office Machines—State Territories. Ad- 
dress BY-124, care Office Appliances, Chicago. 


RETAIL BUSINESS FOR SALE 


FOR SALE—Office equipment and stationery business. East- 
ern state Wonderful opportunity. Owner wishes to retire. 
Address BY-113, care Office Appliances, Chicago. 


SMALL OFFICE SUPPLY and Equipment Store near Chi- 
cago. Don’t inquire unless you have $2900 and know the 
business. Address BY-114, care Office Appliances, Chicago. 


SALES LETTERS 


LETTERS WILL BUILD SALES—For years I have built let- 
ters that pull You need them more than ever now. 
Send me your data for new letters, or unsuccessful letters 
for reshaping. Particulars on request. Address H. M. Goldth- 
wait, 1659 Broadway, Denver, Colo 


sales 


FOUNTAIN PEN REPAIRING 


ALL MAKES Pens, Pencils, Desk Sets, ete. 


ly 12 to 24 hour service. Standard prices. 
pair Co., 38 So. State St., Chicago 


Repaired—usual- 
Welty Pen & Re- 


DUPLICATOR SUPPLIES 


MULTIGRAPH RIBBONS remanufactured, Duplicator inks 
and typewriter ribbons. Established over ten years. Write 
us, save Lewis Co., 413 W. State St., Milwaukee, Wis. 


money 


ADDING MACHINE PARTS, TYPE, ETC, 


NEW PRICE LIST of Marchant parts now available. New 
low prices on adding machine feed rolls by the dozen. Write 
for prices now I. A. Dehn, Jr., 1643 101st Ave., Oakland, 
Calif 


DICTATING MACHINE PARTS 


COMPLETE AND VARIED STOCK. No order too small 
When you need parts, write Central Dictating Service, 2632 
N. Western Ave., Chicago. Management G. Koep. 


DUPLICATING MACHINE PARTS 


NEW PRICE LIST of parts for the Mimeograph machine 
now available. Special attractive prices on all rubber parts 
for the Mimeograph Write for catalogue and price list. 
Mimeo Repair Co., 395 Broadway, New York City. 


WANTS AND FOR SALE—Continued on page 8 








OFFICE APPLIANCES 


DICTAPHONES, EDIPHONES, SUPPLIES—headquarters— 
* machines bought and sold—Wholesale, Retail—wWrite us 
Chicago Dictating Machine Co., 28 S. Wells St., Chicago. 


FOR SALE & WANTED TO BUY, USED =QUIPMENT 


WANTS AND FOR SALE—Continued f-om page 7 





ELLIOTT-FISHER MACHINES—Burroughs—Moon Hopkins ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, 


-Adding Machines—Calculating Machines—bought and sold Sealers, Folders, Typewriters, Adding Machines. Write for 

Chicago Office Appliance Co., 529 S. Wells St., Chicago FREE Money Making Circular. Pruitt, 527 Pruitt Bldg., 

ae Chicago 

ELLIOTT-FISHER Machines, Adding Machines, Comptome- a 

ters, Burroughs and Monroe Calculators, Typewriters and 

= plead genet pee coe ag Meg Teeter-Warsh Co., 849 SELECTOGRAPH Addressing Machine for sale. A-1 shape 

North srd Street, Milwaukee ‘8. Takes jumbo stencils, 102 selections. Also 25 jumbo stencil 
- cabinets, 35 drawers each. Address BY-116, care Office Ap- 


BURROUGHS, MOON HOPKINS, Elliott Fisher Bookkeeping P!!@nces, Chicago 

Machines, Comptometers, all makes calculators Bought and 

Sold, Dorrell-Markel, 93 S. 11th, Minneapolis, Minn 
KARDEX, ACME, POSTINDEX, etc., visible filing equipment 
of all types bought and sold. We specialize in this field and 


BURROUGHS—Duplexes, Moon Hopkins, ookkeeping Ma offer full cooperation to dealers. Commercial Card System, 


chines, Kardex. All types office machines bought and sold : . mbes 3 
. 4 om x 4 395 Broadway, Ne rk City 
Fort Pitt Typewriter Co., 644 Liberty Avenue, Pittsburgh, Pa Broadway, ew York at] 


BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remingtor . ' “Ww . — : ; . 

Accounting Machines, and everything in the office machinery KARDEX, ACME, all makes used visible filing equipment. 
line. State model, serial number and we will quote highest Phousands of reconditioned cabinets, panels, books, always 
cash prices International Office Appliances, Inc., 326 Broad yn hand Special service and prices to dealers for purchase 
way, New York City or sale. Get our quotations Chas. S. Nathan, Inec., 548 
tina : Broadway, New York. 


ELLIOTT-FISHER machines, calculating machines, adding 


Powe 6, feleen Mie iia wis WANTED TO BUY FOR CASH, adding and calculating ma- 
chines, all makes and models—typewriters, wide carriages 

14” and larger gurros 13-13-02—23-13-02—-Moon Hopkins 

A-71A-78A-50M and higher—Remington Accounting Ma- 

DICTAPHONES—EDIPHONES—established 1923 Largest chines Models 121-123-125—-Elliott Fishers Direct Subtrac 
stock—all model: Write for prices of machines and our ons and cross footers—Hand Addressographs—“B” frames 
Cleartone Cylinders American Dictatinge Machine Co 23 ong clip and late style, also “E” frames Shipman-Ward 

4 Mfz. Co., 325 N. Wells St., Chicago 


Fifth Ave., New York, N. ¥ 





Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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OFFICE APPLIANCES 








NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


Allied Carbon & Ribbon Manufacturing Corporation...Copies of the 
unique service bulletins entitled “Opened By Mistake,’ which were created 
by the Allied Carbon & Ribbon Manufacturing Corporation, are 





still avai 


ible to dealers upon request to the company’s home offices at 165 Duane 
street, New York, N. Y 

Finch & McCullouch.—A six-page folder, done in color and illustrating 
1 number of items suitable for Christmas presents for the office execu 
tive and worker, has been issued to the trade by Finch & McCullouct 
Aurora, Ill, makers of the Memory Masterpieces line of perpetual 


types of calendars 
models designed t 


Copit S 


many kinds and 
being several 
their make-up 


calendars. The folder pictures 
desk and wall, among the former 
clude penholders and even clocks in 


ible to the dealer on request 


ire aval 


The General Fireproofing Company.—Containing forty-eight pages 
featured by unusual color work and a beautiful cover, a new catalk 
has been issued to the trade by The General Fireproofing Company 
Youngstown, Ohio, to cover that firm’s line of aluminum ‘‘GoodForm 
office seating. As a preliminary to the number of illustrations and 
their attendant descriptive matter, the book opens with a highly inter 
esting and informative article on the need for proper chairs for office 
workers under a title of The Story of Correct Seating.”” The mos 





large 





important and impressive excerpts from this article, together with an 
illustration of the catalogue cover, appear elsewhere in this issue rhe 
book's format i unusual and is § arranged that each illustration of a 
chair in the GoodForm line faces a page of text giving the name of the 
individual chair, its dimensions and a clear description of its various 
point At the end, the book presents pictures of the types of covering 
material ivailable a well a close-up illustrations of many f the 
nechanical feature 

] xclusiy wit 


Horder’s, Inc.—A_ thirty-six page italogue dealing «¢ 
hristmas season gifts and cards, and well illustrated with a number 











f pictures, has been i to the trade by Horder’s, Inc., Chicag rhe 
presentation on the gift pages is unusually well done, the various illustra 
tions being arranged down the margi ind across the bottom f 
pages, leaving the center available for descriptive text, prices, et 

Loose Leaf Metals Company.—Dressed in a handsome cover and listes 
is the No. 4, a new and comprehensive catalogue has just been ! le 
ivailable to the trade by the Loose Leaf Metals Company. 681¢ \rse! 
treet, St. Louis, Mo. In addition to describing, the catalogue illustrate 
t complete line of metal parts for loose leaf binders and is equipp 
with an index to facilitate finding the section and item required. Dealer 
desiring a copy of the catalogue should mmunicate with the mpa 
it the address given above 

Toledo Metal Furniture Company.—A new angle in advertising has r 
cently been inaugurated by The Toledo Metal Furniture Compan, (M 
Hastings street, Toledo, Ohio, in the form of a neat mailing piece. M 
in the shape of book, the folder is blue in color and bears on the ver 


Handbook of Ste 


folder revea 


the followin 


‘ 0 
iptior Blue Book of the Year \ 
Office Furniture.’ t ne 


ill extent the 


number f illustrat f tl company’s lines of typewriter s 
posture hairs filing t : ind tables and high desk stools witt 
generous amount of descriptive text It also contains a postal ard 


which the ider ma t 1dditional information, prices, ¢ 


three-page folder of the right size 


dealers 


Vogel-Peterson Company, tInc.—A 
to be a good mailing piece has recently been made available to 
28 a means of increasing sales on the “Office Valet’’ steel wardrobe mar 
actured by the Vogel-Peterson Company, Inc., 1801 North Wolcott avenue 
‘hicago, Ill. Printed in color and containing a number of illustrations 
of the item's uses, the folder has a blank space for the dealer imprint 


Copies are available on request. 





‘ 
! 
{ 
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Current Corporation Reports 
Lanston Monotype Machine Dividend of 25 cents, pavable November 
to stockholders of record November 20 Previous payments were 50 cent 
each on February 29, May 31 and August 31. (New York Herald-Tribune 
October 31, 1940.) 














Directors f Marchant ( iting Machine ¢{ Cc 
have declared a fourt rter dividend of 371 e. p 
extra divide ! f 7 ents per share. on the 2 if 
stock outstanding, both pavable December 20 to f re 
December T} tior f the Mare lire the tot 
dividends paid in 1940 to $1.75 per ind, according to Edgar |} 
Jessup, president pla t} mpany'’s regular dividend payment 

sis $1.50 pe } 1 ' ’ 

Ww A. SI ffe Pen Company I t Madisor Iowa 
red a regular quarterly dividend f fifty cents per 
stock and ur ext d nd of twenty-five ent 
payable November 25 t all stock of record at the close of business 
vember 15. Commenting on the payments President C. R. Sheaffer 
said “Fall bu ¢ has been very xd and reports continue to show 
holiday sales shoul he fa ahead of any previous year 

L. C. Smith & Corona Typewriters, Inc had a net income f §$ 7 

equal to 29 cents a share for the three months ended Septembe 


Hurlbut W. Smith, president and chairman, reported yesterday. The 
pany'’s report for the comparable quarter last vear showed ne 
f 815,70 Main offices f the company are in Svracuse _ Ct 


Tribune, November 16, 194 








An offering of $1,750,000 in tw and three per cent ten-vear debent 
of L. C. Smith & Corona Typewriters, Ir was sold out by early after 
noon, F. S. Meseley & Company. head of the offering group announ 
Proceeds will be used for the re lemptior of $1,050.000 in higher inter 
rate debentures now outstanding. and for the repayment of a _— ‘ 
$600,000 in bank loans C} Te Daily News, November 26, 1 ) 
Wilson-Jones Company Year-end dividend of fiftv cents. payable N 


f record November 7 On Mav 1. 1940. the 


vember 9 to stockholders ’ 
f twenty-five cents a share. (New York 


pany paid an interim dividend 
Herald-Tribune, October 29, 1940.) 


BUSINESS OPPORTUNITIES 


Lines Wanted Abroad 





American Lines Wanted for Bolivia.—Sanchez y Cia., whose address is 
Casilla Correo No. 903, La Paz, desires to make arrangements to represent 
United States manufacturers of off equipment and supplies. The com 
iny is said to be the first or second oldest Bolivian concern in the sta 
tionery field Mr writes that he has agents throughout the 
3 Bolivia in La also 





e 





Sanchez 





untry References include Central Bank of az, 
Sharp Paper and Specialty Company, 220 Fifth avenue, New York; Frank 
4. Weeks Manufacturing Company, 311 Broadway, New York; The Car 
te Ink Company, Boston The suggestion is made to save time manu 
turers send complete information by airmail 


Wanted Here at Home 


Ruys Opens New York Office.—J. A. Ruys of Ruys’ Handelsvereeniging 
Voor Indie, Batavia, Java, Netherlands East Indies, has recently opened 
branch office at 350 Madison avenue, New York City, as a means of 
facilitating correspondence between his organization and American firms 
ind individuals. Mr. Ruys, who is a well-known figure to members of 
the office supply and equipment industry in the United States, is com- 
pleting plans whereby he will represent American manufacturers in the 
sale of their products in the East Indies 
New Store Seeks Manufacturers’ Catalogues.—-Edward Shapiro, owner of 
recently opened stationery and office supply store at 106 North La Salle 
reet, Chicago, desires to receive catalogues from manufacturers of all 
types of office supplies and commercial stationery, with the end in view 

1intaining a complete and up-to-date catalogue file. Literature can 
be sent to Mr. Shapiro at the Esco Stationery Store, 106 North La Salle 
street, Chicago, Til. 


; 


Lines Wanted by New Business...The Ogdin Office Machines Company 
being established at Knoxville, Tenn., for the purpose of merchandising 


fice equipment, machines and supplies Frank Ogdin, manager of the 
enterprise, can be reached at Post Office Box No. 3145. He is organizing 
i sales staff and states that he has had experience in the office equipment 
business in Knoxville and surrounding territory Interested manufacturers 


ire invited to make contact 


Catalogues and Price Information Requested.__The Houston Office Supply 
& Service Company, 108 North First street, Central City, Ky.. has re 
established and is in need of catalogues and price lists from 
uld be addressed to the attention of William 


ently beer 


anufacturers Mailings sh« 


New Dealer Asks for Catalogues.__Franklin O. Saunders, for two years 

the staff of E. S. Howard Company, Oswego, N. Y., has established 
1 business of his own operated from Sodus Point, N. \¥ Mr. Saunders 
gues and price lists from manufacturers of office equip 


nt and stationery lines He plans to cover Wayne County 


f 


r catak 


- ———~.- 


DEFENSE PROGRAM REQUIRES U. S. TAX REVISION 


f the American tax system is urgent and calls for 


Rationalization 


nsideration by the best minds, Henry H. Heimann, executive manager 
f the National Association of Credit Men, declares in the November 
Review of Business released to the association's 20.000 manufacturing 


wholesaling member-firms throughout the country. 
laws, like Tops) jest growed They must, 


scientific basis 


inking and 


“Our taxation instead, 


I Ww he pl aced n 4 
‘The problem can be easily stated,.’’ the credit executive declares 
Under the best of circumstances ur national debt, after the pro- 
ted defense program has been completed. will approach 65 or 70 
of dollars. This necessarily carries with it the problem in future 


besides the implication of a strained 


irs of servicing that debt 
tional credit 


Defense Program Costs 


We must ver a substantial amount of our present expenditures 
exact amount requires a scientific appraisal for there 
§ returns in taxation. Our taxation program must 
be such that the burden falls equally upon all groups in accordance 
abilitv to pay and the benefits secured. The tax burder 
nnot be so high as to undermine the incentive to produce and save 
One policy that should be given consideration in matters of taxa 
I in my opinion, is the trusteeing of tax receipts secured from 
states. It is my view that a scientific tax law would place all deat} 
sinking fund. Irrespective of how small it might be, this 
ially would he applied in its entiretv against the retirement of the 


tional debt Let me illustrate 





taxation The 
i jaw of diminishing 





xes in a 


Trustee Estate Taxes 


4 man of wealth has amassed his fortune. generally. bv reason of 


eral conditions First we wi concede that 1» large part of his 


fortune is due to his individual industry. efficiency and ingenuity in his 





irticular line of work Secondly and perhaps about as important. 
n important part is due to the social gains of which he is the 
heneficiarv 
He mav have had the wisdom to foresee these social trends. His 
wn industry mav have contributed substantially But usually a large 
rt f his wealth has come from the natural growth of the country 
For example, real estate he owns (although other tvpes of property 
ild be used as well) enhances in value The owner has heen shrewd 


however. that the influx 
enters and other factors have 


h to foresee this but the fact remains 
f hueinece 


f nopulation. the shifting 
le this possible 


‘His foresight should. of course. be rewarded during his lifetime and 
1 substantial portion f his ipital should be available for distributior 
he wishes after his deatt If this were not possible there would 
small incentive to either production or thrift 
‘At the same time a portion of it should go back to the national 
mmunitv hv wav f estate taxes. That is recognized now But more 
gical it would he if the estate tax were ear-marked to liquidate some 
* the leht a nart f wt } has been incurred for social 
rp which, in turn, have he amass his fortune.” 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,219,371. Typewriting Machine. Henry L. Pit- 
man, Hartford, Conn., assigner to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 


Delaware. Application May 10, (938, Serial No. 
207,062. Granted October 29, 1940. 
2,219,596. Pencil Holder. Gustav Lundquist and 


Steve H. Krisak, Superior, Wis. Application October 
13, 1938, Serial No. 234,792. Granted October 29, 
i 


2,219,762, Typewriter Desk. John §. Burdick, 
North Muskegon, Mich., and Carl S. Fairbank, Madi- 


son, N. J., assignors to The Shaw-Walker Company, 
Muskegon, Mich., a corporation of Michigan. Appli- 
eation March ti, 1939, Serial No. 261,234. Granted 


October 29, 


2,219,769. Mechanical Pencil. Robert S. Dorfman, 
Brooklyn, N. Y. Application January {0, 1939, Serial 
No. 250,147. Granted October 29, 1940. 

2,220,030. Record Making Machine. Osear J. 
Sundstrand, Hartford, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a cor- 
poration of Delaware. Application June 16, 1938, 


Serial No. 214,008. Granted October 29, 1940. 
2,220,184. Variable Spacing Mechanism for Type- 
i Alden C. Waite, Santa Monica, and Clark 
F. Waite, Beverly Hills, Calif. Application June 8, 
1939, Serial No. 277,994. Granted November 5, 1940. 


2,220,189. Index Stand. Cari F. Wolters, Ken- 
more, ‘ .. assignor to Remington Rand inc., 
Buffalo, N. Y. Application September |, 1939, Serial 


No. 293,016. Granted November 5, . 

2,220,215. Desk Lamp. Paul N. Cloutier, Decatur, 
1ll., assignor to Faries Manufacturing Company, De- 
eatur, Jll., a corporation of Illinois. Application 
February ii, 1939, Serial No. 255,796. Granted 
November 5, 1940. 

2,220,242. Duplicator. Henry Hildebrandt, Chi- 
cago, Ill., Application August 4, 1939, Serial No. 
288,327. Granted November 5, (940. 

2,220,244. Liquid Process Duplicating Machine and 
Blockout Means Therefor. Hubert Jagger, Maywood, 
il., assigner to Ditto, Incorporated, Chicago, Ill., a 
corporation of West Virginia. Application June 3, 
1939, Serial No. 277,149. Granted November 5, 1940. 

2,220,251. Envelope Opening Machine Leon W. 
Lawrence, Rochester, N. Y., assignor te The Bircher 
Co., Ine., Rochester, N. Y., a corporation of New 
York. Application February 10, 1940, Serial No 


318,306. Granted November 5, 1940 
2,220,312. Container and Method of Making the 
Same. Cesare Barbieri, New York, N. Y., assignor 


to Dixie-Vortex Company, Chicago, IIl., a corporation 
of Delaware. Application October 3!, 1935, Serial No 


47.521. Granted November 5, 1940. 
2,220,377. Carbon Paper Holder. John S. Marran, 
Stamford, Conn., assignor to The Miller-Bryant- 


Pierce Company, Aurora, IIl., a corporation of Illinois 
Application July 28, 1938, Serial No. 221,691 
Granted November 5, 1940. 

2,220,475. Typewriter Desk for Use With Dicta- 
phone Transcribing Devices. John S. Burdick, North 
Muskegon, Mich., and Cari S. Fairbank, Madison, 

J., assignor to The Shaw-Walker Company, Muske- 


gon, Mich., a corporation of Michigan. Application 
March 10, 1939, Serial No. 260,946. Granted Novem- 
ber 5, 


1940, 
2,220,562. Filing Device Harry A. Wardy, Los 
Angeles, Calif., assignor to Add-A-Guide, Incorporated, 


Los Angeles, Calif.. a corporation of California. 
Application June 7, 1937, Serial No. (46,885. 
Granted November 5, 1940. 

2.220,708. Typewriter Supply Roll for Typewriting 
Cheek and Cash Book Entries. Wilmot S. Close, 
Mountain Lakes, N. J. Application January 29, 1938, 
Serial No. 187,578. Granted November 5, 1940. 

2,220,992. Pencil and Crayon Rod. Isidor Chesler, 


Oceanport, N. J., assignor to Eagle Pencil Company, 
New York, N. Y., a corporation of Delaware No 
drawing. Original application April 14, 1934, Serial 
No. 720,573. Divided and this application December 
27, 1937, Serial No. 181,999. Granted November 12, 
i 


940. 

2,221,060. Blotter Attachment for Pens. George ! 
Schratz and William H Funk, Pittsburgh, Pa 
Application June 20, 1940 Serial No. 341,472. 
Granted November 12, 1940 

2,221,213. Tape Dispenser John A. Borden. St 
Paul, Minn.. assignor to Minnesota Mining & Manu- 
facturing Company, St. Paul, Minn., a corporation of 
Delaware Application July 31, 1936, Serial No. 
93.661. Granted November 12, (940 

2,221.237. Copyholder. Kenneth V. Goodloe, Hou- 
ston, Tex., assignor to Clarke and Courts, Houston, 
Tex., a corporation of Texas. Application August 6 
1940, Serial No. 351.572. Granted November 12, 1940 

2,221,631. Paper File and Binder. Albert E. Bun- 
nell, St. Albans. N. Y., assignor to Modern Office 
Devices, Inc.. New York. N. Y., a corporation of 
Delaware. Application October {. 1938, Serial No 
232,761. Granted November 12, 1940. 

2,221,686. Calculating Machine. Stanley Wicks. 
Orange, N. J., assignor to Monroe Calculating Ma- 
chine Company. Orange. N. J., a corporation of 
Delaware. Application Arril 30, 1937, Serial No 
140,015. Granted November {2, 1940 

2,221,754. Fountain Pen Attachment Arthur § 
Bradley. Fernwood, Pa Application September 5, 
- Serial No. 293,513 Granted November 19, 


940. 
2.222.164. Calculating Machine. Harold T. Avery. 


Oakland. Calif., assignor to Marchant Calewtatira 
Machine Compary, a corporation of California. Appli- 
eation August 17. 1937, Serial No. 159,523. Granted 


November 19, 1940 


2.222.295. Mechanical Pencil. Samuel Kanner. New 
York, WN. Y., assignor to Sperrerian Pen Company, 
New York, WN. Y., a corporation of New Jersev 
Application January 19. 1939, Serial No. 251,711 
Granted November 19, 1940 

2,222,443. File Folder Charles Rvbins. Kansas 
City. Mo. Aprlication February 2!. 1940. Serial No 
320,041. Granted November 19, 1940 

DESIGN PATENTS 

123,259 Design for a Chair Roy A. Cramer, 

Kansas City, Mo. Application August 2!, 1940, Serial 
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No. 94,540. Granted October 29, 1940. 


123,293. Design for a Fountain Pen and Pencil 
Clip. David Kahn, Englewood Cliffs, N. J., assignor 
to David Kahn, Inc., North Bergen Township, Hud- 
son County, WN. J., a corporation of New Jersey. 
Application February 10, 1940, Serial No. 90,188 
Granted October 29, 1940. 

123,294. Design for a Combination Desk-Calendar 
Unit. William H. Kemp, Westfield, N. J., assignor 
te Ever Ready Calendar Manufacturing Co., Jersey 
City, N. J., a corporation of New Jersey. Application 


Aujust 26, 1940, Serial No. 94,635. Granted October 
29, 1940. 


123,297. Design for a Pencil or Similar Article. 
Sylvester G. Lipic, St. Louis, Mo. Application May 
15, 1940, Serial No. 92,379. Granted October 29, 1940 


123,303. Design for a Reservoir Desk Stand. 
Herman K. Stempel, Fort Madison, lowa, assignor to 
W. A. Sheaffer Pen Company, Fort Madison, lowa, 
a corporation of Delaware. Application September 12, 
1940, Serial No. 94,982. Granted October 29, 1940. 

123,485. Design for a Fountain Pen or Similar 
Article. Ray €. MeKiernan, Fort Madison, tlowa, 
assignor to W. A. Sheaffer Pen Company, Fort Madi- 
son, iowa, a corporation of Delaware. Application 
July 5, 1940, Serial No. 93,445. Granted November 
12, 1940. 

123,565. Design for a Chair. George C. Brainard, 
Youngstown, Ohio, assignor to The General Fire- 
proofing Company, Youngstown, Ohio, a corporation 

. Application March 15, 1940, Serial No... 
Granted November 19, 1940. 











May good will welling up in the hearts of all 

peoples and their national leaders dissolve all 

enmity and thus disclose the way to permanent 

relief of the distress of nations and to enduring 
world-wide peace. 
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GREETINGS 


REETINGS of the season, friends at home and abroad! To all who find 

joy and inspiration in the Christmas tide, and to those of other uplifting 
faiths, we extend in spirit the handclasp of good-will, and the wish to be of 
good cheer. Though the world suffers in convulsing illness and misunderstand- 
ing, the birth anniversary of the Prince of Peace injects a heartening hope 
and assurance that truth, and right, and understanding shall prevail. 


May that spark of the divine in each human breast be kept aglow in the 
year to come. May it light the way to improved perception of the indissoluble 
brotherhood of men, and show the path to grounds of common understanding. 


In the fertile soil of understanding grows the priceless flower of good-will. 
Whose fragrance is peace and freedom—loved by all men and affording the 
only condition under which the happiness of mankind will flourish. 


A LOOK AHEAD 


N following pages are the considered statements of careful observers in 

the United States and eleven other countries as parts of the annual special 
section called, 1941 World Perspective of the Office Equipment Industry.” 
Several are from Latin America, indicating expectation for expansion in busi- 
ness relations with our “Neighbors to the South.” Closing of many European 
markets, a disturbed Orient and other countries directly affected by war re- 
duces the total volume of international commerce in office equipment, but 
partially compensating activity is evident in a number of other market areas. 


Concerning the general export picture, surveys reveal a shift in trade on a 
large scale, but despite the loss of almost the whole of Continental Europe as 
a market, United States exports for the twelve months ending August, 1940, 
showed an increase of thirty-seven per cent over the corresponding period of 
1938-39. Economically, this may not be as important as it would appear 
because a large proportion of the increase is represented by raw materials 
and instruments of war. Business of that kind is necessarily temporary. Mar- 
kets are opening to the United States, however, markets that were barely 
scratched in the past. It is through the establishment of these potentially 
permanent relationships that this country can expect its most significant trade 
developments. 


Within the borders of the United States, the immediate future is bright. The 
chief executives of the three national associations in the office equipment field 
independently arrive at the conclusion that in 1941 and for several years fol- 
lowing demand will exceed immediate supply. To facilitate operation of the 
business offices of industries that will be functioning under the burden of great 
increases in production, additional machines, systems and utilities produced 
by the office equipment industry will be required. Awaiting the calls of in- 
formed salesmen are thousands of concerns and many governmental depart- 
ments and agencies. 
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From prominent office equipment dealers in twelve countries, repre- 
senting markets in practically every part of the world excepting the theatres 
of war in Europe and Asia, come the statements in the following pages of 
this special section. Hampered by war problems, necessary governmental 
decrees, and economic dislocation in general, the purveyors of the tools of 
business in countries abroad continue to function. Almost without exception 
contributors close with an optimistic note even though their preceding com- 
ments may have referred to some unfavorable circumstances. Included are 
suggestions and information of particular value to United States manufac- 
‘turers engaged in export trade. 


To those friends abroad and at home who have participated in this spe- 
cial annual section, we take this opportunity to express appreciation. 


UNITED STATES 


Strong. Domestic. Market. Ofpscts Export. Losses 


HE office equipment industry 

faces 1941 with a currently 
strong domestic market and a 
badly crumbled export market. 
Normally one of our important 
export industries (in percentage 
of output exported), a drastic de- 
cline in foreign sales would be a 
serious blow to manufacturers. 
However, the current demand, 


largely stimulated by government 


By H. B. McCOY 


Chief, Specialties Division, 
U. S. Bureau of Foreign & Domestic 
Commerce, Washington, D. C. 
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purchasing, especially in type- 
writers, and the uplift in general 
business activity due to the de- 


fense program, has currently off- 
set most, if not all, of the decline 
in foreign business. 

Production trends in the busi- 
ness machine industry have had 
a generally upward slant since the 
depression lows of 1932-33. The 
highest level for all branches of 
the industry since 1932-33 was 
reached in 1937 (manufacturers’ 
sales were valued at $183,000,000) , 








DECEMBER, 1940 


but a precipitate decline began in 
the latter half of that year. Type- 
writer production leveled off in 
the first eight months of 1938 to 
approximately forty-five per cent 
below 1937 but started upward 
again toward the end of the year. 
Production of other business ma- 
chines in 1938 declined to about 
twenty-five per cent below 1937, 
but did not turn upward until the 
latter part of 1939. Production in 
1939 was, and in the current year 
is, considerably higher than in 
1938 and may, in the last quarter 
of 1940, equal or exceed the same 
period of 1937. The Department 
of Commerce does not collect cur- 
rent statistics on the office equip- 
ment industry. A good index of 
month-by-month activity is af- 
forded in the employment and pay 
roll indexes published by the Bu- 
reau of Labor Statistics, Depart- 
ment of Labor. The accompany- 
ing charts show these indexes sep- 
arately for typewriters and other 
business machines. Pay roll trends 
are more indicative of actual pro- 
duction than number of workers 
employed. Attention is called to 
the vertical rise of the pay roll 
index for the typewriter industry 
from about the mid-point of 1940. 
It will also be noted that changes 
in employment and pay rolls for 
the typewriter industry are more 
erratic than those of the other 
business machine industry, espe- 
cially during the period from Jan- 
uary 1939 to September 1940. 

Current government orders for 
typewriters for immediate deliv- 
ery are reported to be as large, or 
larger than they have ever been. 
Increased demand for all office 
machines for general commercial 
use is also reported. All factors 
considered, the outlook for the 
immediate future in the domestic 
market is very favorable. 


Export Outlook Uncertain 


The American office equipment 
industry introduced modern office 
machines and systems to the 
world’s business. When foreign 
markets were not subject to arti- 
ficial controls, such as quotas, ex- 
change regulations, and prohibi- 
tive tariffs, the United States in- 
dustry accounted for eighty per 
cent or more of the office equip- 
ment entering into international 
trade. The rise of foreign com- 
petitive production during the 
past decade, largely stimulated by 
the now familiar devices used to 
attain national Self - sufficiency, 
has reduced the industry’s share, 
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TABLE I-— 


UNITED STATES EXPORTS OF OFFICE APPLIANCES 
































| Nine Nine 
ITEM 1938 1939 months months 
| 1939 1940 
ad 
Listing—adding—bookkeeping machines | $1,475,022 | $1,426,210} $970,899 | $ 794, 112 
Typewriter— bookkeeping—billing 
MAChiNCS....ssesceececcecececcecees | 2,099,433 | 1,655,250] 1,290,358] 929, 380 
Listing —adding machines........+++++ | 2,347,293 2,529,393 | 1,945,908 | 1, 234, 883 
Calculating machines.........sssses+ | 1,753,553 | 1,603,488 | 1, 166,698 | 1, 189,878 
Card-punching, sorting, and tabulat - | 
ING MACHINES. .ccesecccececececeeees | 2, 128,860| 1,981,755 | 1,358,471 935, 183 
Others, including used and rebuilt... | 368, 434 418, 397 288, 930 187, 170 
Parts for accounting and calculating | 1,821, 434 1,819,522 1, 337, 558 1, 188, 350 
MACHINES. ..ccccecee ecccccccees eocece | 
Duplicating machines, parts and sup- | 
DINOS. cccvccccccesccccccccescascese | 727, 364 697, 257 495, 550 490, 246 
Cash registers and parts: 
NOW. ccccccccccccccccccccesccececes | 2,233,952 | 2, 199,582 | 1,596, 179 1, 086, 500 
Used and rebuilt. .ccccccccccceccce | 477,471 155, 558 127, 080 107, 145 
POrtS. cocccccesccecccccceccece coes | 803, 459 769, 439 590, 702 303, 553 
Typewriters and parts: 
Standard, nN@Wecccccccccccccccccccs | 6,047,905 | 6,647,179 | 5,077,681 | 3,613,000 
Portable, NOt cccccccccccce eoveeee | 2,374,785 | 2,352,413 | 1,867,641 1,061, 121 
REbUIIt.sscecccscceccerccscesceses |. | 848,114 | 675,205 | 10, 322 
81, 115,002 | 
Other, wsOdicccccccses eoccccccece e jl 327, 442 244, 287 215, 761 
Parts. .ccccocece ecccccccccescccecce 1,081,010 | 1, 355, 519 1,017,916 857, 560 
Addressing machines and parts, equip- | 
ment, accessories, and supplies.... 433, 036 319, 254 230, 246 
Staplers and staples...scsseeeeseeees | 461,973 | 330,003 | 362, 263 
Other office appliances....s.sesseeee | 2,062,837 | 1,484, 187 | 1,148,573 | 881, 602 
Total. ccasccocccocssceccccseses | 28,917,814 29, 165,714 | 21,848, 893 | 16, 178, 275 








®ysed and rebuilt typewriters were combined in 1936 and prior years. 
Dincluded in "Other office appliances*® in 1938 and prior years. 





which it previously enjoyed, of 
the world market. The chief com- 
petitor, Germany, has found office 
machines an effective barter item 
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in several of the principal import- 
ing markets. While domestic pro- 
duction has been climbing up- 
ward since the depression, export 
trade has not kept pace. In 1937, 
when domestic production was 
valued above 1929, the previous 
high period, exports were only 
seventy per cent of 1929 foreign 


sales. While production statistics 


are not available for 1938 and 
1939, I hazard a guess that the ex- 
port ratio during those years has 
declined somewhat from 1937. 


Big Decrease in Exports of Office 
Equipment Recorded 


Exports of office equipment dur- 
ing the first nine months of 1940 
were valued at $16,178,275, a de- 
crease of almost twenty-six per 
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cent from the same period of 1939 
(see Table I). Calculating and 
duplicating machines were the 
only classes maintaining export 
sales this year equivalent to the 
previous period. Declines were par- 
ticularly heavy in typewriters. 
Table II shows the distribution of 
United States exports to world 
areas during 1939 and several 
prior years. Significant trends 
are the increasing importance of 
Western Hemisphere areas as ex- 
port outlets for United States of- 
fice machines and declining sales 
in Europe. A more decided shift 
in these trends undoubtedly will 
be shown for the full year of 1940. 


European Markets Closed 


During the first months of the 
war in Europe, our export sales to 
that area were not materially af- 
fected, either in volume or in 
countries of destination. With the 
spread of military operations to 
an increasing number of areas, 
one important market after an- 
other was closed to office equip- 
ment exporters. A large part of 
our export trade in Continental 
Europe was halted in May, June 
and July. 

Exports of typewriters, adding, 
calculating and accounting ma- 
chines to the principal European 
markets, including the United 
Kingdom, were valued at $3,235,- 
000 during the first nine months 
of 1940, a decrease of fifty-eight 
per cent from the same period of 
1939. Of these exports, forty-one 
per cent were shipped to the 
United Kingdom, although this 
was a reduction of fifty-six per 
cent from the volume of the pre- 
vious period to that country. At 
this writing exports to Europe are 
confined almost entirely to the 
United Kingdom, with the excep- 
tion of some small sales to Spain 
and Portugal. Efforts are being 
made to continue shipments to 
Switzerland, but transportation 
problems are so difficult, and costs 
so high, that it is not likely that 
this business will amount to any 
sizable portion of our former trade 
with Switzerland. 


Prognosticating European Export 
Trade Impossible 


I do not believe that anyone 
could say what the future of our 
export trade in office equipment 
with Europe will be. A large of- 
fice machine industry has been 
built up in Germany during the 
past decade which is in a position 
not only to supply the entire re- 


quirements of European countries 
but also to export to other world 
markets. 

Latin American countries and 
Canada are now and probably 
will continue to be the mainstay 
of our export business in office 
equipment. The current exports 
to all these areas have turned up- 
ward during the past few months. 
It was reported that Latin Ameri- 
can dealers had large stocks of 
German equipment on hand at 
the outbreak of the war. Most of 
these stocks now appear to have 
been liquidated. A number of dis- 
tributors handling European lines 
have made efforts to continue in 
the office equipment business 
through the purchase of used and 
rebuilt office equipment from the 
United States. As long as military 
operations in Europe prevent the 
shipment of office machines from 
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Continental producers to Latin 
America, United States exporters 
will have these markets to them- 
selves. However, any great expan- 
sion from present levels in ex- 
ports of office equipment to Latin 
American countries will depend 
upon the ability of those countries 
to obtain the necessary dollar ex- 
change to increase their buying 
from the United States. 


Time Will Be Required for U. S. 
to Regain Export Supremacy 


It appears to me that the office 
equipment industry will not, for 
some time to come, be able to re- 
gain the place in international 
trade in office equipment which it 
held for over forty years prior to 
the first part of the past decade. 
Whatever the outcome of the pres- 
ent war in Europe and the Orient, 
the countries involved in and af- 
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TABLE II 


WORLD DISTRIBUTION OF UNITED STATES 
EXPORTS OF OFFICE MACHINES* 


[By percentage of total value to each area] 





























To 
y Total To To To Asia To 
= exports Canada Latin Europe and Africa 
America 
Oceania 
Dollars Percent Percent Percent Percent | Percent 
1929 53, 754, 331 Vet 17.7 62.6 10.0 2.0 
1930 42, 218, 308 6.3 14.1 67.9 9.3 2.4 
1932 14,869, 254 10.6 8.5 70.0 8.2 Zat¥ 
1934 | 23,680,926 726 14.8 62.4 11.9 3.3 
1935 27, 038,784 8.0 16.1 60.4 12.0 3.5 
1936 29, 685, 023 10.3 18.4 55.0 12.7 3.6 
1937 37, 523, 422 9.5 21.6 53.3 12.0 3.6 
1938 28,917,814 10.1 21.0 53.8 11.0 4. | 
1939 29, 165,714 256 22.4 50.0 11.3 Sal 





*. 
Includes parts. 
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fected by the war are not likely 
to be important buyers of office 
machines immediately after the 
war ends. Export sales to non- 
producing areas in this Hemi- 
sphere, and certain other countries 
in other parts of the world, may 
increase sufficiently to partially or 
wholly replace the loss of Euro- 
pean markets. This depends 
largely upon the further develop- 
ment of industry and commerce in 
the non-producing countries where 
any semblance of normal competi- 
tive markets will be maintained. 


U. S. Office Equipment Production 
Leads World 


Production of the office equip- 
ment industry in this country is 
the largest of all countries and in 
value equals, if not exceeds, that 
of the combined production of all 
other countries. The industry has 
always led in developing new and 
improving old equipment and sys- 
tems. Given an even chance or 
less in the world’s markets, it 
could gain and hold a prominent 
place. That chance is not now 
visible on the horizon. 


U. S. OFFICE EQUIPMENT INDUSTRY 
Domestic Fise Coming; Exports Uncertain 


HAT office appliances provide 

the most efficient way of ac- 
complishing much of business’ 
routine work has long been an 
established fact. Even during pe- 
riods of extremely low wage 
levels, hand labor cannot com- 
pete successfully with this indus- 
try’s products... . 

Whether the present European 
War will result in a duplication of 
World War history is a matter of 
extreme conjecture. The sharp 
expansion in domestic industrial 
activity which is expected to be 
evident during the next year or 
so undoubtedly will prove ex- 
tremely beneficial to makefs of all 
types of office equipment. In addi- 
tion to this direct benefit to sales, 
the industry stands to receive 
substantial orders for precision 
parts needed for the assembly of 
various types of munitions, and 
for other defense equipment. ... 
Moreover, compilation of records 
in connection with the U. S. se- 
lective service and training pro- 


By POOR’S PUBLISHING 
COMPANY 
Wellesley, Massachusetts 


(Extracted from Poor’s Industry and Invest- 

ment Surveys—The Office Equipment Indus- 

try—issued October 25, 1940. Reprinted by 

Special Permission Granted to Office Appli- 
ances.) 
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gram for national defense has 
required greater use of tabulating 
and calculating machinery. 

Influences at work in the ex- 
port field have been mixed, how- 
ever. Shipments to the European 
markets are being adversely af- 
fected by the German blockade, 
as well as by the postponement 
of modernization programs in 
those countries being subjected to 
heavy aerial bombings. Mean- 
while, adverse foreign exchange 
fluctuations and governmental re- 
strictions on currency withdraw- 
als are adversely affecting results 
from Great Britain. ... 


Production of cash _ registers, 
adding, and other “calculating” 
machines reached an _ all-time 
peak in 1937 at a level of nearly 
two and one-half times that 
shown four years earlier and 26% 
in excess of the previous high 
established in 1929. Although 
subsequent production figures are 
not available, the Bureau of La- 
bor Statistics’ Index of factory 
pay rolls, in the industry, is in- 
dicative of existing conditions. 
Pay rolls in 1938 averaged 1742% 
less than they did in 1937, and in 
1939, they were nominally below 
those of 1938. However, a 10% 
rise over the corresponding year- 
earlier level was registered during 
January-August, 1940, with the 
latter month scoring an advance 
of nearly 14% over the corre- 
sponding month. 


Typewriter Output Rising 


Contrasting with the showing 
made by cash registers, etc., 1929 
typewriter production was the 











18 


largest in the industry’s history. 
Although 1937 output was more 
than two and one-half times the 
volume registered in 1933 (as in 
the case of cash registers, etc.), 
it was less than three-fourths the 
1929 level. Here again, factory 
pay rolls must be relied upon to 
indicate subsequent production 
activity. During 1938, wages were 
off nearly 32% from those of the 
preceding year. Although they 
averaged nearly 19% higher in 
1939 than in 1938, a 10% decline 
under the corresponding year- 
earlier level was registered for the 
first six months of 1940. However, 
July-August, 1940, registered a 5% 
rise over the comparable 1939 
months, with more than a 7% in- 
crease indicated for August, 1940. 


Shipments of Steel Equipment 
Improved 


Shipments of steel office furni- 
ture, shelving, and lockers more 
than tripled during the 1933-37 
period, with lockers registering 
the greatest gain. Aggregate vol- 
ume declined 28% during 1938, 
however, reaching a level slightly 
in excess of that registered in 
1936. During 1939, shipments of 
all types of steel office furnishings 


rose to 16144% higher than a year 
earlier, while an additional gain 
of 25% was shown for the initial 
six months of 1940. The greatest 


Chert 1 


VALUE OF PRODUCTION AND EXPORTS OF OFFICE 
APPLIANCES 
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Note: Data in this chart include only the value of office ma- 
chines and appliances 4 do not contain the value of office 
abinets, files, ete. 

data: U. 8. Dept. of Commerce 


improvement registered so far 
this year was made by shelving— 
up 30%.... 

For the eight 1939 months prior 
to the outbreak of the European 
War, exports of office appliances 
were slightly (3%) below corre- 
sponding 1938 volume. The subse- 
quent four months saw foreign 
shipments only 1% below year- 
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earlier volume, with December, 
1939, registering a gain of 12%. 
However, with the exception of 
calculating machines (which were 


Chert 2 
EXPORTS OF OFFICE EQUIPMENT 
(unit: $1,000,000) 





Source of data: U. S. Dept f Commerce 


15% ahead of the corresponding 
1939 level), all classes of office 
appliances registered export de- 
clines during the first seven 1940 
months. Total exports of office 
appliances during January-Aug- 
ust, 1940, were off 23% from the 
year-earlier volume, with more 
than a 33% slump registered in 
August, 1940. 


U.S. OFFICE EQUIPMENT PRODUCERS 
“The Industrys Groatest. Opportunity.” 


IEWING the office equipment 

industry in the light of world 
conditions, one is struck by two 
inescapable factors- 

1. The American defense pro- 

gram 

2. The status of foreign trade 

Both factors will profoundly af- 
fect the industry in 1941, yet in 
these fast moving days of world 
events, one would be reckless in- 
deed to venture too far into the 
realm of prophecy. 

In respect to the national de- 
fense program, this much we do 
know 

1. We can’t drop billions of de- 

fense dollars into our na- 
tional economy without their 
Stimulating effect being felt 
throughout the commercial 
fabric of our nation. 

2. We know that while office 

equipment is indispensable to 
industry and government in 


By W. D. CATON 


Vice-President, The Standard Register 

Company, Dayton, Ohio, and President, 

Office Equipment Manufacturers In- 
stitute 
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normal] times, it is doubly vital in 
times of emergency. 

Right now both government and 
industry face an avalanche of new 
or expanded activities brought 
about by the defense program— 
activities that will continue to in- 
crease as the program gathers 
momentum. In fact, in many 
cases, quick action will be needed 
to prevent the bogging down of 
the defense machine in the slough 
of detail and inadequate control. 
To this situation must, of course, 
be add@ the effect of the increas- 
ing volume of defense orders from 
Great Britain. Obviously the ca- 
pacity of government and indus- 
try alike will be taxed to the ut- 
most to gain and maintain the 
production pace that today’s 
emergency demands. 

These conditions place the office 
equipment industry in an impor- 
tant position. It is to us industry 
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will look for the equipment and 
methods that will crack the bottle 
necks of routine, speed up and 
control emergency production and 
meet the problem of reduced per- 
sonnel due to military conscrip- 
tion. It is to us the government 
will turn for products to control 
its suddenly expanded military 
machine—products to control per- 
sonnel, movement of troops, planes 
and ships, the purchase and rout- 
ing of materials and supplies, the 
meeting of pay rolls, etc. It is to 
us both industry and government 
will look for men who are experts 
in office methods and who are 
capable of devising new and spe- 
cial methods to meet new emer- 
gency office problems. 


Opportunity and Obligation 


While we may not supply planes 
and guns and tanks, yet we pro- 
vide that which is of almost equal 
importance. We offer the means 
of control without which the en- 
tire defense program projected 
upon today’s gigantic scale would 
be almost impossible of execution. 
Ours is a vital part in this pro- 
gram. 

Therein lies, in my opinion, both 
an opportunity and an obligation 


for us. It is an opportunity for 
service of a magnitude that has 
never been approached in our in- 
dustry. It is more than an oppor- 
tunity for sales and profits—it is 
an opportunity to serve our coun- 
try in a great emergency. Our 
obligation is to apply our knowl- 
edge, our ingenuity, and our pro- 
duction facilities in the defense of 
our nation. How well we meet this 
obligation will determine, in great 
measure, our position when the 
emergency has passed. 

In the field of foreign trade, we 
see certain markets closed to us, 
yet even that may be turned into 
an opportunity, an opportunity to 
develop with minimum competi- 
tion certain comparatively uncul- 
tivated markets, such as South 
America, where immediate returns 
upon investment may be relatively 
small yet where ultimate returns 
will be of inestimable value. 

Unquestionably, we have been 
so preoccupied in other directions 
that we have made little effort to 
understand our South American 
neighbors or to recognize the 
Service we can offer to each other. 
From even our casual contacts, we 
know there are many splendid 
people and spendid institutions in 
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South America, people from whom 
we can learn much and institu- 
tions and business enterprises 
that are willing and eager to 
serve United States manufactur- 
ers. We, with our vast resources, 
can in turn be of inestimable 
service to the people of South 
America. I am confident that 
these possibilities, based upon mu- 
tual understanding and mutual 
confidence, will not escape the at- 
tention of the office equipment 
industry. 


1941 Will Be Greatest Year 


Therefore, with the American 
defense program gaining momen- 
tum, with overseas defense orders 
increasing in volume and with 
certain undeveloped foreign mar- 
kets awaiting not only the serv- 
ice we in our industry can give, 
but the service of all types of 
industry, I can see nothing ahead 
in 1941 but one of the greatest 
years from the standpoint of op- 
portunity that the office equip- 
ment industry has ever had. It is 
our responsibility, however, to 
keep ourselves alert to new trends 
and to keep our policies flexible to 
meet critical events as they may 
occur during the year. 


U. S. STATIONERS 


Cutlook Brught; 


ROGRESS or change, call it 

what you will, is upon us to a 
far greater extent than ever be- 
fore in world history. There are 
but two things really that we can 
definitely be sure of at this or any 
other time—death and taxes. 

The first of these two “certain- 
ties” has undergone a change— 
better living conditions and the 
progress of medical science have 
combined to “raise the hurdles” 
confronting the Grim Reaper and 
he must travel farther in years 
than formerly to catch up with us. 

The second of these two “cer- 
tainties’”—taxes—has already un- 
dergone many changes—but these 
changes are as nothing compared 
to what they will be from this 
time forward. Let us not under- 
estimate the effect of these 
changes in our plans for 1941 
and for generations to come. Vol- 
ume without profit is like a song 
without words. 


By O. G. BAYLESS 


Vice-President and Assistant General 

Manager, Lowman & Hanford Com- 

pany, Seattle, Wash., and President, 
National Stationers Association 
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Plus and Winus Factors Named. 


Now, if you are willing to admit 
with me, that even these two old 
certainties have changed, then 
surely we can agree that all things 
are progressing and changing. 
Our former business yardsticks are 
no longer accurate for projecting 
immediate future possibilities. 

So it would seem presumption 
of occult powers for me to attempt 
to state with authority that “such 
and such” will definitely happen 
in 1941. What follows is just one 
man’s opinion based on close ob- 
servation of industrial conditions, 
the composite ideas of various 
business analysts and a measure 
of common horse sense. 

The billions of dollars already 
spent and to be expended on total 
defense for our country will be 
felt in nearly every community to 
some extent. In discussing this 
phase of conditions with leaders 
in our industry, recently assem- 
bled in national convention at 
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Chicago, it was indeed surprising 
to learn how many sections of the 
country had not yet felt the up- 
swing. 

During the past two decades 
there has been a definite tendency 
on the part of industry to decen- 
tralize, to spread out away from 
overcrowded cities into smaller 
towns. There living, working and 
manufacturing conditions were 
more favorable, and the smaller 
community into which these fac- 
tories established themselves were 
greatly benefited by increased em- 
ployment for native sons and 
daughters and increased pay rolls 
that gradually benefited every 
merchant in the town. 

When the depression hit the 
country, the reverse of course was 
true, and how well we all know 
about that. It is, I believe, the 
Sharp, unforgettable experience, 
the bruising, mentally and finan- 
cially, that now prevents many 
communities from reaching out 
eagerly for their share of national 
defense spending. 

There are throughout the length 
and breadth of our land, thou- 
sands of towns and factories that 
have been “down” for so many 
years, they have lost all hope of 
“rising” again. Hundreds of these 
have become beehives of activity 
in some way connected with na- 
tional defense preparedness. Each 
month from now onward should 
see hundreds more touched by re- 
vived industrial activity, making 
boom towns out of near ghost- 
towns in many cases. 

Regardless of political beliefs or 
differences that existed prior to 
November 5, 1940, this country of 
ours is now united definitely and 
positively on this program for 
total national defense. 


If the war in Europe should 
cease tomorrow, our defense plans 
will unquestionably go forward to 
completion, requiring full speed 
activity for from three to five 
years. This is a fact that must be 
emphasized again and again, to 
bring home to every American citi- 
zen the reasons why all should 
exert every ounce of energy to in- 
crease production with maximum 
efficiency and minimum interfer- 
ence from un-American causes. 

Unlike our preparedness pro- 
gram during World War No. l, 
when contracts were cancelled 
after the armistice, causing much 
waste of partially completed ves- 
Sels, etc., the defense contracts 
of today are to be completed. They 
must be completed to insure the 
lasting peace to which our country 
is entitled and for which our coun- 
try was founded on this continent. 

When this situation is thor- 
oughly understood by every man, 
woman and child in our country 
today, there will be no laggards, 
no holding back of personal efforts 
or factory facilities. The wheels 
of industry will hum and turn ata 
more rapid rate than ever before. 


Biggest Business Boom Starting 


We are on the threshold of the 
greatest business boom in history. 

Now is the time for clear think- 
ing and planning to take care of 
normal regular business, as well as 
a Share of the increased volume of 
national defense requirements. 
American facilities are big enough 
to do this. 

Dealers and manufacturers must 
change their “gear ratio” to mesh 
with the fast changing order of 
things today. Everyone, individu- 
ally and collectively, must learn 
to produce more results by greater 
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efficiency—better planning, then 
“working” the plans better and at 
faster tempo! 

Personnel problems are becom- 
ing acute as more and more men 
are called into training. New jobs 
are being created every day. Some- 
thing at last is really happening 
to reduce the total of unemployed 
in our country. Pay rolls are mean- 
ing more in every community. All 
lines of manufacturing and re- 
tailing are bound to feel a vigor- 
ous up-surge of volume early in 
1941 and it should continue at an 
ever increasing rate month by 
month. Our best judgment will be 
required to meet it! 

Finally, I feel more certain than 
ever that 1941 will require better, 
keener salesmanship to cope with 
changing conditions. 

Salesmen must put more energy, 
extra thought and time into their 
work to achieve all she results pos- 
sible. They must continue to take 
excellent care of their regular cus- 
tomers as well as defense con- 
tractors. When the preparedness 
spending is completed, it is the 
regular customers who keep our 
stores and factories busy, so they 
must be properly served at all 
times. How they do remember! 

Salesmen all — regardless of 
whether we are heads of manu- 
facturing plants, retail businesses, 
executives or representatives of 
either or both, salesmen we are— 
it is the greatest profession in the 
world. 

Selling is a prime requisite for 
success in any chosen field or pro- 
fession —technique alone is not 
enough—it must be coupled with 
sales-ability! 

1941 holds “PLUS” returns for 
all who work and Sell, “MINUS” 
for those who wait and see. 


U. S. TYPEWRITER DEALERS 
Stockh Increases Urged to Meet. Rising Demand. 


ALES in office equipment dur- 
ing the first six months of 
1940 were rather slow. The months 
following have shown the greatest 
increase that we have had in 
many years. This is due to the 
eruption in the eastern hemi- 
sphere—it has brought about a 
great increase in prices on all 
American equipment, which is 
dominating the market. 
The opportunity for business 


By JOHN LOSER 


Noiseless Writing Machine Service 

Company, New York, N. Y., and Pres- 

ident National Typewriter & Office 
Machine Dealers Association 


success lies here in the western 
hemisphere, due to the demand 
for American goods which is 
steadily increasing. 


Now that the presidential elec- 
tion is over, and we Still maintain 
the same driver who has shown 
us a great increase in the coun- 
try’s business, it is my belief that 
the dealers throughout the coun- 
try are wise enough to purchase 
all the merchandise their bank 
accounts will stand, and I am 
more than sure they will find a 
great increase in their sales and 
profits. 
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Imports and Exports Under Governmental Control 


E would be a very courageous 

man who would venture to 
predict the immediate prospects 
for office equipment in Australia. 
Australia, as an integral part of 
the British Empire, is actively at 
war with Germany and Italy, and 
her efforts are directed toward 
one objective only, namely the 
prosecution of the war. All other 
activities are subordinated to this 
one objective. 

Australia’s contribution to the 
war effort will be a very consid- 
erable one indeed, both in men 
and materials, thousands of men 
being already on the war front 
and many thousands of others 
waiting to join them. In addition 
to these volunteers for overseas 
service many more thousands 
have been trained for home de- 
fense. 

It is generally recognized that 
this conflict will be a long one 
and the government has called 
upon the ablest business men to 
organize the “home” front for the 
production of munitions and all 
the necessities of war. Factories 
which a short while ago were pro- 
ducing peace time requirements 
have overnight been transformed 
into munition plants, turning out 
a wide variety of war materials 
in an ever increasing quantity. 

Imports and exports are now 
completely under the control of 
the government and are regulated 
in accordance with the fixed pol- 
icy of giving to Great Britain the 
greatest possible assistance, both 
financial and material. As it is 
necessary to conserve dollar funds 
for the purchase of essential war 


By H. R. AUSTIN 


Managing Director, 
Sydney Pincombe Pty. Ltd., Sydney 
(Agents for Royal Typewriter Company, Inc.) 
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materials from the United States 
of America and Canada, the im- 
port regulations provide that no 
goods shall be imported from non- 
sterling countries except under 
license. Licenses are procurable 
according to the degree of im- 
portance which the government 
places on them and degrees of 
priority that have been estab- 
lished. Every item has been classi- 
fied into its category of impor- 
tance from the point of view of 
national requirements. 


Import Restrictions 


The year ended June 30, 1939, 
was taken as the base year for all 
import calculations. From the im- 
port figures of that period the 
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percentage of similar goods al- 
lowed entry into Australia de- 
pends on the importance the gov- 
ernment attaches to them. For 
example, some goods are entirely 
prohibited and others are re- 
stricted to the extent of from 
twenty-five to seventy-five per 
cent of the value or quantity 
brought into Australia during the 
base period. Standard typewriters 
have been reduced by twenty-five 
per cent. Portable typewriters 
were gradually reduced, first by 
twenty-five per cent, next by fifty 
per cent, and finally they have 
been placed on the prohibited list 
as unessential goods. Adding and 
calculating machines are permit- 
ted entry up to one hundred per 
cent of the value imported during 
the base year. Typewriter ribbons 
have been reduced by seventy-five 
per cent and carbon papers have 
been prohibited entirely. Similar 
restrictions apply to office furni- 
ture, etc. 

As far as the market in Aus- 
tralia is concerned, that is active 
enough and money is fairly plen- 
tiful, but in view of the existing 
import restrictions and the pos- 
sibility of further extension of 
those restrictions it would be use- 
less for manufacturers of office 
equipment in the United States of 
America and Canada to seek ex- 
pansion of sales in this country 
at the present time. The best that 
can be hoped for is the mainte- 
nance of present connections so 
that full advantage can be taken 
of the market after the war, when 
it is hoped restrictions will be re- 
moved. 


BRITISH MALAYA 
Despite War Outlook Favorable for 1941 


HILE never an easy task, it 

is perhaps stressing the ob- 
vious to say that it is now doubly 
difficult to attempt a forecast of 
conditions in this market for the 
coming year. 


By A. V. GOODALE 


Manager, Roneo Limited, Singapore, 
Straights Settlements 


Agents for Royal typewriters and Victor 
adding machines.) 


With chaos in Europe and dis- 
turbed conditions throughout the 
world, all markets have been sub- 
jected to many unusual influences, 
and Malaya is no exception. 

Although cut off from many 
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buying centers in Europe, the de- 
mand for our staple products, 
rubber and tin, has remained ex- 
ceptionally good, with improved 
prices. War requirements and the 
desire of American interests to 
build up stocks, have been respon- 
Sible for this happy state of 
affairs. 

The year opened with a good 
demand for all types of office 
equipment, but as gradually one 
market after another in Europe 
was “absorbed” and rendered in- 
active, the demand inevitably 
Slackened. Local defense prepara- 
tions also caused some disturb- 
ance in business circles. 

Restrictions on trade imposed 
at the commencement of the war 
were gradually tightened, par- 
ticularly those regulations gov- 
erning imports from foreign 
countries. The need to conserve 
currency in support of the eco- 
nomic warfare has led to a grad- 


ual closing of the U. S. A. as a 
source of supply for office equip- 
ment. Such articles as safes, steel 
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equipment and most paper goods 
have been totally prohibited, and 
adding machines, calculators, etc., 
have been severely restricted, the 
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only unregulated item being type- 
writers. 

In keeping with the current 
slogan, “Britain Delivers the 
Goods,” supplies from Great 
Britain have been coming forward 
extremely well, although natural- 
ly subject to some delay. In a few 
cases such as certain lines of pa- 
per goods, shortage of raw mate- 
rials has made it impossible for 
manufacturers to offer any ship- 
ments. 

Market conditions are so com- 
pletely bound up with the turn of 
events that it is impossible to say 
what the forthcoming year holds 
for us. With the increasing 
strength of Great Britain becom- 
ing more apparent, it should be 
possible to keep the wheels of 
business turning fairly well under 
most abnormal conditions, and 
there is little reason to doubt that 
the year 1941 should be quite a 
good one for Malaya. 


Prosont. Business Riso Expected to Continue 


UST about one year ago the 

secretary-treasurer of the Ca- 
nadian Business Equipment Manu- 
facturers Asociation “went out on 
a limb” and gave his opinions of 
the office equipment possibilities 
in Canada for 1940. 

This year I contemplate doing 
the same thing and only hope 
that I am as nearly correct in my 
analysis of the situation as was 
our secretary-treasurer this time 
last year. 

The office equipment outlook for 
Canada in 1941 will be intimately 
related to the Canadian outlook 
in general and possibly if I review 
some of the factors that will likely 
enter into the situation, the office 
equipment picture will emerge. 

The general outlook for Canada 
is good. Bank clearings and rail- 
road earnings show a steady up- 
ward trend and this should con- 
tinue into 1941. 

Commodity prices remain steady, 
but the likely trend in '41 will be 
Slightly upward, with the Do- 
minion Government keeping a 
careful check on any development 
in this direction. 

The farmer, who is really the 
backbone of our country, has lately 
—in spite of unsatisfactory crop 
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and marketing conditions in sev- 
eral major areas—been on the 
whole receiving about twenty per 
cent more income, although higher 
costs show his purchasing power 
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has increased only fourteen per 
cent. But the encouraging factor 
in this connection is that farm 
purchasing power in 1941 should 
once again show an upward trend. 
This favorable factor has a tre- 
mendous bearing on prosperity in 
Canada in general. 

Canada is, as the world knows, 
heart and soul in the present war 
and every day sees some new 
stride made in the production of 
the equipment that will hasten the 
end of the struggle. 

It stands to reason that up-to- 
the-minute office equipment is 
vitally essential to the efficient 
production of all types of war 
materials, and if we may base our 
predictions for 1941 against our 
experiences for 1940 we should find 
business in Canada at least thirty- 
five per cent higher than it was 
in 1937—our last normal year. 

A rapidly developing shortage of 
skilled workers, arising out of en- 
listments and the intensified arm- 
ament programs, seems to indicate 
increased wage levels and in- 
creased costs within the next year, 
but the Dominion Government is 
likely to discourage any drastic 
increase in prices which might 
result. 


A 
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bxchange Restrictions and. War Reduce Imports 


HE outbreak of the European 

war affected Chile as well as 
perhaps all other countries of 
South America, inasmuch as a nor- 
mal exchange of products between 
Chile and the European states is 
now impossible. Chile depends 
upon European markets for its ex- 
port trade, and Germany was, in 
the last few years before the war, 
one of its best customers. The 
clearing system in operation be- 
tween the two countries produced 
most favorable results. This cus- 
tomer was lost immediately after 
September, 1939, as were Italy and 
France some months after. Eng- 
land remains and some other less 
important European and Asiatic 
markets, but England, even before 
1939 imported substantially from 
her own colonies and dominions, 
and depends today more and 
more upon them, because of the 
shorter distances, scarcity of ton- 
nage and some exchange diffi- 
culties. 

Most copper and ores of differ- 
ent kinds are exported to the 
United States and represent the 
chief credit enterings needed to 
permit importation of manufac- 
tured products from the United 
States. As contrasted with the 
war of 1914-1918, no natural 
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nitrate is necessary for the pro- 
duction of ammunition. There- 
fore, exportation of Chilean ni- 
trate has not increased since last 
year. 

As to office machines and sup- 
plies, there have been consider- 
able stocks in the country and 
with the beginning of the com- 
mercial crisis, the demand for 
machines and supplies decreased. 
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The actual demand for office ma- 
chines may have decreased about 
forty to fifty per cent. This de- 
mand is supplied exclusively from 
the United States, and as no ma- 
chines are arriving from Europe, 
the quota of American machines 
in comparison with the pre-war 
time may be the same as before. 
Other general office articles are 
imported from the United States 
and England. Each country is 
considered to deliver about fifty 
per cent. 

Chile has to be very careful 
with its disposable exchange and 
the Exchange Control Board 
(Controlde Cambios Internacion- 
ales) distributes the available dol- 
lars, taking into consideration 
most needed merchandise, raw 
materials, etc. It happens very 
often that petitions even for small 
amounts are refused, or granted 
to a higher type of exchange; this 
higher special type of exchange 
naturally increases considerably 
the prices of goods. 

No order can be made to any 
manufacturer in any foreign 
country before the license is given. 

This is the actual situation of 
commerce in Chile as I see it and 
there may be no change until the 
war is over. 


Exporters Must €schow “Hard-boiled” Attitude 


HEN war was declared Ec- 

uador was, perhaps, the least 
concerned of the South American 
countries. Although considerable 
trade was carried on with Ger- 
many, the United States was still 
in a predominant position and we 
certainly were not as dependent 
on Europe as were other coun- 
tries. Unfortunately, there was 
some false optimism in this atti- 
tude, based perhaps on the sup- 
position that the United States 
could both buy and sell Ecuador 
what had formerly been bought 
and sold by Germany. This quickly 
proved to be untrue and Ecuador 
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soon found itself with a serious 
problem. 

At the beginning optimism had 
gone to the point of even abolish- 
ing all restrictions, but these had 
to be imposed again in the middle 


of this year and they had to be 
more drastic than they had previ- 
ously been. At the same time, this 
very fact tended to make them 
more efficient, since Ecuador’s 
principal trouble in the past has 
been the fact that laws have been 
made but not enforced. 

At the present time the Import 
and Exchange Control Law is very 
good from the standpoint of pro- 
tecting the interests of the Amer- 
ican exporter. In the first place, 
no shipment can be made to Ec- 
uador unless a permit is obtained, 
and this permit is not granted 
until dollars are actually avail- 
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able. This applies even if the mer- 
chandise is to be sold on credit. 
In other words, the dollars are 
earmarked by the Central Bank, 
whether or not immediate pay- 
ment is required. The result is 
that American exporters can ship 
to Ecuador with confidence, as 
long as they know the local im- 
porter and have the proper permit. 

Naturally, these permits are 
very limited and for this reason 
local importers have had to suffer 
quite a reduction in their normal 
volume, the point being that while 
the United States can supply 
practically everything that Ger- 
many sold us, the United States 
is not in a position to buy every- 
thing that Germany bought from 
us. In addition, American prices 
are often from ten to a hundred 
per cent higher, and that in itself 
has the effect of restricting the 
quantity of imports which can be 
made under present circumstances. 


Certain Preferences for U. S. 
Products 


Before the war local importers 
preferred to buy from the United 
States because of quicker service, 
style, quality and many other fac- 
tors. At the same time, there were 
many lines in which the United 
States either did not manufacture 
the type of merchandise required 
in these countries or else quoted a 


price so far out of line that it 
was impossible to reconcile it with 
similar European offers. This was 
particularly true in paper and cer- 
tain other items. After the war, 
it was naturally necessary to pur- 
chase from these sources, regard- 
less of price, but, unfortunately, 
many American exporters have 
adopted a most hard-boiled atti- 
tude, which might be summarized 
in the phrase “take it or leave it.” 
Not only has cash been required 
of new customers who have en- 
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joyed excellent credit from Euro- 
pean suppliers. previously, but 
some exporters have even changed 
their terms to old customers and 
demanded cash in advance where 
formerly a good line of credit was 
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enjoyed. Quite often the reasons 
given have been general, such as 
“world conditions,” while on other 
occasions the exchange situation 
has been cited, although that 
situation as it had existed in 
previous months has no bearing on 
the present one in which exchange 
is readily available for new orders. 
Be that as it may, the net result 
is that while the government of 
the United States is talking a lot 
about closer relations between the 
countries of the Western Hemi- 
sphere, the commercial practices 
are tending to produce more and 
more resentment among the local 
importers who, unfortunately, find 
themselves wishing that they 
could again deal with European 
suppliers who have always been 
most generous in such relation- 
ships. 

While it is impossible to obtain 
anything like uniform treatment 
from exporters in a country where 
every individual firm is free to 
adopt its own export policy, it 
should be pointed out to those 
who are seriously interested in for- 
eign trade that if they wish to 
create lasting good will and loyal 
customers, they must make an 
effort to meet local requirements 
as the European suppliers have so 
successfully done in the past, and 
as they will no doubt do again at 
some time in the future. 


High Quality Lines. Lead Sales; Volume Reduced. 


HE sale of office equipment in 

El Salvador has been rather 
slow and the prospects which the 
industry presented at the out- 
break of the war were even less 
cheerful. At the beginning of the 
present year a decided depression 
set in and all clients abandoned 
all thought of further purchases. 
Some planned a general reduction 
of working costs, others cancelled 
pending orders, while some only 
thought on realizing their stocks; 
but to speak to them of office 
equipment was taboo. They told 
our salesmen that we were mad 
to suggest such a thing in these 
times; new equipment in good 
times was a luxury, today it would 
be rash. 

Interest in modern office equip- 
ment is invading the whole world 
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and its advantages are well- 
known and appreciated; in El 
Salvador it is in its infancy. Pub- 
lic offices, banks, commerce and 
a few professionals (especially the 
younger element), are beginning 
to understand the importance of 
a well equipped office and sales to 
these offices are stimulating the 
interest of other clients. For this 
reason prospects are good and we 
are working the territory inten- 
Sively. 

The inevitable has happened. 
We have worked with a clear 
vision and faith in the future; 
we have ordered our stocks of 
office equipment in a more or less 
regular manner, and whenever a 
young professional graduates, or 
we see a business prospering, we 
work these prospects intelligently 
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and assiduously. And we make 
sales. 

We have discovered a very curi- 
ous fact which may be thought 
almost incredible—the furnish- 
ings sold this year have all been 
of the highest class and quality. 
We select our clients and from 
the beginning endeavor to sell 
them the idea that the best is 
eventually the cheapest and the 
results are surprising. Today we 
are selling furnishings of a qual- 
ity and price that has never been 
possible before. 


We have now arrived at two im- 
portant conclusions: First — we 
must work with enthusiasm and 
faith in the future, for the sales- 
man who starts with this in mind 
can never fail. Second—the man- 
ufacturer, jealous and proud of 
the quality of his product and of 
his name, in difficult times like 
the present, must have the cour- 
age to improve his product, in- 
troducing advantages, more at- 
tractive designs and appeal. Con- 
vinced as we are of this fact, we 
sell only products of the highest 
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ranking U. S. manufacturers. 

Every salesman connected with 
the sale of office equipment who 
starts off with these ideas firmly 
established in his mind can rest 
assured that there is, and always 
will be, a great future in his line. 
Every day that passes sees the 
necessity for every business to im- 
prove its office equipment both in 
appearance and comfort, and we 
can feel confident that we have 
a bright and sure future in front 
of us. With these thoughts we can 
look forward calmly. 


Extension of Credit Facilities Dominant Need 


ERE in Mexico we await the 

last months of this year in the 
hope that bad business conditions 
due to the political situation will 
be compensated for next year, 
when general improvement is ex- 
pected. 

A pertinent point, in our opin- 
ion, is that if manufacturers of 
the United States want to capital- 
ize on the world situation, in the 
matter of commercial relations 
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with our country, they must plan 
to extend facilities of which one of 
the principal ones is, naturally, 


ICELAND 


credit. It should be limited to the 
firms that meet the requirements 
of good credit customers, but some 
means should be found to expand 
the process of granting credit. 

Mexico is not an_ industrial 
country. As the United States is 
in that category, and is our neigh- 
bor, there is no reason why Mexico 
should not secure ninety-nine per 
cent of its total imports from the 
U.S.A. 


Sifting Restrictions Makes for More Business 


USINESS in office requisites 

and especially office machines 
is still handicapped by the re- 
strictions to which reference was 
made in former articles. These 
restrictions resulted from a scar- 
city of foreign funds, caused 
chiefly by the sudden loss of big 
export markets for main products, 
as for instance Spain, through the 
civil war. 

Of late the foreign value situa- 
tion has shown very great im- 
provement, and even if the re- 
strictions still apply to office ma- 
chines, etc., they have been lifted 
from a good many classes of sup- 
plies, and licenses for merchan- 
dise still affected by the restric- 
tions are much more easily ob- 
tained. 

As conditions have thus become 
more favorable to normal pur- 
chases, the invariable results of 
restrictions have manifested 
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themselves in the most urgent de- 
mand for all articles which have 
been most difficult to obtain dur- 
ing past years. This includes office 
machines. This demand is now 
still further increased through 
the stimulation of the chief in- 
dustry of Iceland, the fishing in- 
dustry, which now and during the 
last months has obtained favor- 
able prices for its products. 

As regards the importation of 
American products, it is worth 
mentioning that the activity could 
be greatly facilitated through a 
modification of the high duties in 
America, now applying on some 
important Icelandic products, for 
which the U. S. A. is considered a 
logical buyer. Dollar currency per- 
mits could thus be increased. 

American exporters could also 
materially aid in the development 
of business between Iceland and 
the U. S. A. if payment could be 
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accepted in sterling currency, for 
which foreign value licenses are 
now more freely available, on ac- 


count of the increased exports to 
Great Britain. It should be men- 
tioned here that some American 





OFFICE APPLIANCES 


concerns are already cooperating 
with Icelandic importers in this 
manner. 


NETHERLANDS EAST INDIES 
Market Open for Sale of American Goods 


HE position of the Netherlands 

East Indies has undergone a 
very serious change during the 
running year because of the in- 
vasion of the Low-Countries. 

All at once all connections with 
the mother country in Europe 
were cut off, necessitating this 
colony to become immediately a 
self-governing state and to keep 
its place in the general turmoil of 
the world war. 

Considering the unexpectedness 
of the invasion of Holland and 
the lack of communication with 
Europe in the first days after the 
tenth of May, the work that has 
been done by the government offi- 
cials in the N. E. I. and the force- 
fulness of the measures taken by 
them, have been above praise. 

Immediately after the Governor 
General broadcasted that our 
kingdom was drawn into the war 
with Germany, business came to 
an absolute standstill. The banks 
refused all foreign transactions, 
as a result of which remittance to 
and from foreign countries be- 
came impossible. 

Exporters had to refrain from 
business for the time being and 
importers had to ask their con- 
nections to withhold shipments 
until further notice. 

The public interest was focused 
on the war in Holland, the foreign 
declarations on the status of the 
N. E. I. and the activities of our 
government. There was not the 
Slightest sign of a rush for goods; 
on the contrary, the turnover of 
even the consumption articles 
dwindled to a fraction of normal 
Sales, whereas the business in 
office machines was practically 
stopped altogether. 


Contributions for War Victims 
Requested 


On the twelfth of May the pub- 
lic was called upon to contribute 
for immediate help to the war 
victims in Holland and within a 
few days a couple of millions of 
guilders were brought together. 
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After Queen Wilhelmina and her 
ministers had left Holland, this 
money was paid into the “Queen 
Wilhelmina Fund,” which has 
grown in the meantime to over 
seven million guilders. There is 
still a continuous flow of con- 
tributions and this will last until 
Her Majesty may decide to advise 
to the contrary. 

A few days later the govern- 
ment announced that negotia- 
tions were opened in London for 
the creation of a sterling-franc- 
guilder bloc, that there was no 
reason to fear a depreciation of 
the guilder and that foreign 
transactions had to be limited to 
the utmost necessity. Ultimately 
the guilder was pegged to the 
pound sterling at Fl. 7.60 (selling 
rate Fl. 7.65) and to the U. S. 
dollar at Fl. 1.87% (selling rate 
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Fl. 1.8914) and foreign business 
could start again. 

The government’ explained, 
however, that the stability of the 
N. E. I. guilder depends on the 
maintenance of an export surplus, 
that the export has been severely 
hit by the German occupation of 
Norway, Denmark, Holland, Bel- 
gium and practically the whole of 
France, and that a restriction of 
imports—in the first place of all 
goods which under war conditions 
can be regarded as “luxury’—will 
be put into force if necessary. 

The position of the N. E. I. is 
getting stronger though, as ex- 
ports of rubber, tin, oil and sugar 
are in good shape, whereas for 
tea, copra, coffee and pepper spe- 
cial measures have been taken by 
the government to make good for 
the lost markets. 

Notwithstanding these facts im- 
porters were advised to act with 
the utmost caution. This implied 
that it would be considered as a 
lack of codperation with the au- 
thorities if they continued order- 
ing as if nothing had happened 
those goods of which ample stocks 
are avaiiable already. On the 
other hand, they are fully entitled 
to order as they believed justifia- 
ble of all lines which are of im- 
perative need to the public. 

For the time being the govern- 
ment allows importers to follow 
their own judgment, but it will 
not hesitate to refuse to put for- 
eign currencies at the disposal of 
those importers who prove not to 
fulfill their obligations toward the 
community. 

This can be easily controlled, 
because an assignment of the for- 
eign money required must be 
asked for against each order. 
Moreover, we live under martial 
law since the tenth of May. 


Most Imports from Sterling-Bloc 
Countries 


It will be clear that the greater 
part of the imports into N. E. I. 
has to be effected from sterling- 
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bloc countries with a view to our 
enormous credit balance in this 
currency with our allies. However, 
the more U. S. A. buys from this 
colony, the better prospects will 
be for increasing imports from 
U.. Bz, 

As to the business in office ap- 
pliances, it is very hard to make 
any forecast as far as the year 





1941 is concerned. In the first 
place, nobody knows if and when 
the war will be spread to our ter- 
ritory, but even in the case that 
we should be spared from such a 
calamity, it stands to reason that 
through the necessity for econ- 
omizing, sales will fall off. 

On the other hand there are, of 
course, no more imports of Ger- 
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man machines, whereas those of 
Switzerland and Sweden have 
practically come to a _ standstill, 
which leaves our market com- 
pletely open to the American 
equipment. 

On the whole, we are not at all 
pessimistic concerning the out- 
look on office appliance require- 
ments in the near future. 


National Development Plans Wake Outlook Good 


N CONSIDERING the situation 
| of the office equipment business 
in Peru, it is necessary to observe 
first of all the general situation in 
this South American republic. 


The European war has naturally 
been of highest conseouences for 
the economic situation of this 
country. The exportation of its 
principal products, as cotton, min- 
erals, wool, oil, sugar, went before 
the war, with the exception of 
Sugar, directly or indirectly to 
Europe. In spite of the efforts of 
the government to open new 
markets for the Peruvian prod- 
ucts, which have been successful 
in some cases, exports were de- 
creased by the loss of the Euro- 
pean market. This produced a 
shortage of foreign exchange, and 
with the following demands of 
foreign exchange, a depreciation 
of the Peruvian sol. Fortunately, 
the Peruvian Reserve Bank has so 
far been able to sustain the sol at 
a very acceptable basis and seems 
to be willing and in position to 
maintain the actual situation. 


Another misfortune for the eco- 
nomic situation of Peru, and espe- 
cially for its capital, Lima, was 
the earthquake of May, 1940. 
Lima's port Callao and the neigh- 
bor city of Chorrillos were almost 
destroyed, and Lima itself suffered 
big damages. This event had 
naturally a strong influence on 
the economic possibilities of this 
capital. 


It is a well-known fact that here 
as well as everywhere else execu- 
tives have made and will make 
the same mistake: to start to 
economize in times of depression, 
first of all in office equipment. 
Very often the executives only see 
the actual investment in new 
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office equipment and not the ad- 
vantage of their staff using ade- 
quate and modern machines with 
the more effective results. All 
these points show clearly that the 
office equipment chances are be- 
low the average at present. But 
we cannot finish our considera- 
tion without a look at the general 
situation in Peru in the future 
and thereby view the coming pos- 
sibilities for the office equipment 
business. 


A General Survey 


The general census was taken 
this year and the statements 
which will be obtained thereby will 
enable the government to carry 
through some of its programs in a 
very effective way. The new edu- 
cational program will open many 
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new schools, not only in the cities 
but in the farthest regions high 
up on the mountains of the Cor- 
dillera and into the smallest 
towns in the jungle. 


The road building program, al- 
ready very advanced in Peru, will 
still be more developed and will 
join the cities with the farthest 
agricultural districts as well as 
with the many small mining cen- 
ters which exist in the Cordillera. 
Therefore, the agricultural pro- 
duction and the mining capacity 
of the small mining companies 
will increase and create more 
population needs. 


Also, the local industries find 
the best codperation from the gov- 
ernment departments, so _ that 
Peru in the future will be in posi- 
tion to avoid the importation of 
many articles which today are still 
imported, providing not only good 
earnings to many men, but also 
reducing the necessity of foreign 
exchange. And there are also sev- 
eral programs for the development 
of the national resources, such as 
the production of hydroelectric 
power combined with irrigation, 
oil production and assistance to 
new mining companies. 


As the Peruvian commercial and 
industrial leaders are enterprising 
and the Peruvian government has 
proved to be interested, willing 
and able to assist in every way, 
the development of any progress 
endeavor, whether it be a small in- 
dustry or an agricultural enter- 
prise is assured. Future develop- 
ment of its great national re- 
sources and its present economic 
situation indicate that the out- 
look for the office equipment busi- 
ness may be considered very prom- 
ising in Peru. 
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UNION OF SOUTH AFRICA 
Typewriters. in Demand ; Other Lines Recesswe 


HILE South Africa, for the 

time being at any rate, is 
not in the belligerent area, it 
should not be forgotten that the 
country is at war and is menaced 
from the north. Thousands of 
young men have joined up and all 
those engaged in the office appli- 
ance trade have had their staffs 
sadly depleted. This has princi- 
pally affected salesmen and me- 
chanics, most of the latter having 
joined the mechanical transport 
or air force units where their 
technical experience can be use- 
fully employed. In consequence 
of these depletions most people in 
the trade are finding it difficult 
to carry on, while in these unset- 
tled times purchasers are disin- 
clined to expend capital on addi- 
tional equipment. 

Although up to now very few 
factory price increases have been 
levied—and American manufac- 
turers must get due credit for this 
satisfactory state of affairs—the 
exchange position has very mate- 
rially affected those goods usually 
imported from the U. S. A. The 
rate operating since the war 
started has alone added fully fif- 
teen per cent to the landed cost 
of American goods and manufac- 
turers will realize that this sur- 
charge materially increases the 
mark-up of the goods before they 
are offered to the public. Conse- 
quently the comparison between 
U. S. A. and English goods grows 
less favorable for the former on 
a price basis; and inasmuch as 
the British government is active- 
ly encouraging exports, and the 
“buy British” sentiment has nat- 
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urally become stronger, it will be 
seen that in certain directions at 
any rate the prospects for U.S. A. 
manufacturers have been im- 
paired. 

But while conditions are unset- 
tled, and are likely to remain so 
while hostilities last, the war it- 
self has created a demand in cer- 
tain directions. The government 
supply of typewriters was very 
quickly affected inasmuch as 
when war started the official con- 
tract was held by a German ma- 
chine and supplies naturally came 
to a full stop. With the urgent 
need for machines for active serv- 
ice and for many new depart- 
ments and activities created by 
war, the government had to take 
immediate recourse to stocks 
available in the country and made 
large purchases. Most of these 
machines were of American origin. 
But with the last tender, which 
invited offers on an F. O. B. basis 
at the country of origin, a British 
machine secured the _ business 
with the aid of the customs pref- 
erance and the absence of ex- 
change disabilities, both of which 
gave them a decided advantage 
over foreign typewriters. Of the 
total government business prob- 
ably fully half went in favor of 
U. S. A. makes. 

Owing to many men having left 
their usual vocations and their 


places in many instances having 
been filled by women, a demand 
was also created for adding and 
calculating machines. But this 
represents special trade, which is 
not likely to recur, and general 
business conditions are still very 
perplexing. Owing to higher im- 
porting charges, and a longer pe- 
riod required for delivery due to 
the restriction of shipping facil- 
ities, more capital is now neces- 
sary in order to keep reasonable 
stocks. These considerations, to- 
gether with the restriction of gen- 
eral business referred to above, 
tend to make us a little pessimis- 
tic in forecasting business possi- 
bilities for 1941. 

On the other hand, South 
Africa is notorious for quick re- 
coveries. The government is an 
efficient one, finance is sensibly 
controlled, recent legislation pre- 
vents profiteering, and everyone 
seems to be making the best of it. 
Compared with the conditions in 
Great Britain, we have a lot to be 
thankful for. 

Generally speaking, the Amer- 
ican manufacturers continue to 
give satisfactory export service, 
and, as stated above, there has 
been a sympathetic attitude in re- 
gard to the question of factory 
prices, which is all to the good 
and helps to consolidate connec- 
tions which will sooner or later 
be restored to their former im- 
portance. Our American friends 
should and doubtless will take the 
long view and in this respect 
nurse their supporters in the Brit- 
ish Commonwealth of Nations 
during these anxious times. 


Here endeth the “1941 World Perspective of the Office Equipment Industry” 
special section of the December, 1940, issue of OFFICE APPLIANCES. 


A number of friends abroad found it necessary to decline partici- 


pation in this year’s symposium because of armed conflict 


in various parts of the world, which interferes with the 


free movement of world commerce. To those who 


cooperated in the making of this section, we 


here express our appreciation. 








How to Solve Problem of Thos 
"GUARANTEED" STATIONERY ACCOUNTS 


HE customer looks at the sta- 

tioner with troubled eyes. He 
can’t possibly pay cash. He has 
no credit at all. Just a young 
fellow starting out on his own. 
Prospects good, but not enough 
capital to pay cash for office 
equipment or supplies. The sale 
must be worked out on credit or 
not at all. 

“Maybe you have a relative or a 
friend who would help you,” the 
stationer suggests. 

“John G. Dealer is my uncle. I 
don’t know whether he’d help or 
not.” 

The stationer reaches for the 
telephone and talks briefly to Mr. 
Dealer, a well-rated automobile 
man. 

“T’ll guarantee the bill,” says 
Mr. Dealer. “I’ll see that you get 
your money.” 

Many Stationers have learned to 
their sorrow that such “guaran- 
tees’ mean iittle in dollars and 
cents. The goods are delivered, 
and the customer is still unable to 
pay when the bill is presented. In 
the meanwhile a quarrel or at 
least a “coolness” has developed 
between him and the guarantor. 
The stationer can get no satisfac- 
tion from the guarantor, who 
evades the issue by saying that 
the customer is ‘fon his feet” and 
there’s no reason why he should 
not pay the bill himself. Mean- 
time, the stationer continues to 
hold the “bad bill” bag. Somehow 
the customer never gets “on his 
feet” sufficiently to pay the sta- 
tioner. 

Legally such guarantees are 
worthless. A guarantee to pay the 
obligation of another person or an 
agreement to become surety for 
another person’s obligation is un- 
enforceable against the person 
making the promise unless he or 
she puts the guarantee in writing 
and signs it. 


Statute of Frauds 


Back in the Old English Com- 
mon Law days, Parliament passed 
an act called the Statute of 
Frauds which was intended to 
prevent frauds arising out of al- 
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leged oral promises. This statute 
provided that certain kinds of con- 
tracts could not be enforced un- 
less put into writing. One type 
of contract required by this stat- 
ute to be in writing, was a promise 
to make good the debt or default 
of another; in other words, a con- 
tract of guaranty. In various 
modified forms the English Stat- 
ute of Frauds has been adopted by 
all our states. It is thus a univer- 
sal rule that a guarantee is un- 
enforceable unless made in writing 
and signed by the person assum- 
ing the obligation. 


Corporation as a Guarantor 


Where the guarantor of the sta- 
tioner’s bill is a corporation, even 
a written guarantee may not pro- 
tect the stationer. Ordinarily, a 
corporation has not the legal 
power to become liable as surety 
for the debt or obligation of any- 
one else unless the right to act 
as guarantor is one of its charter 
powers, or the transaction is one 
in which the corporation becomes 
guarantor in order to protect its 
own interests. So, if a corpora- 
tion is willing to guarantee the 
stationer’s bill, the stationer 
should insist that the president 
of the corporation or some other 
financially responsible person con- 
nected with it gives a personal, 
written guarantee, because it is 
most unlikely that the corpora- 
tion’s guarantee, even if written 
and authorized by the board of 
directors, can be enforced at law 
against the corporation. 

Even a written guarantee may 
not be as practical an assurance 
for the stationer as he might hope 
for, because in many jurisdictions 
the stationer would be required to 
sue and follow out every possible 
legal action against the customer 
before he could collect from the 
guarantor. Usually, this is the 
case with an ordinary guarantee 
in most states. In some states 


where the person underwriting 
the obligation becomes liable as 
surety instead of guarantor, he 
may be collected from without the 
necessity of the stationer’s first 
suing the customer, but even this 
legal situation varies in different 
States. If the stationer wants a 
guarantor from whom he can col- 
lect without the necessity of pur- 
suing all possible legal remedies 
against the customer, some such 
form as the following should suf- 
fice: 
In consideration of Henry 
Stationer extending credit 
to John Doe, I hereby guar- 
antee, warrant and become 
surety for the payment of 
all bills and obligations in- 
curred by the said John 
Doe by reason of the said 
Henry Stationer selling to 
the said John Doe on credit 
in reliance upon this con- 
tract of guarantee and 
suretyship; and in consid- 
eration of the promises I 
hereby agree that I am to 
become liable to Henry Sta- 
tioner in accordance with 
the foregoing regardless of 
whether or not the said 
Henry Stationer shall avail 
himself of any legal remedy 
for the collection of such 
bills or obligations from the 
said John Doe. 
Signature of Guarantor 
(L. 8.) 

In order that the guarantor or 
surety may be held liable on such 
a written guarantee the stationer 
should notify him in writing that 
he is accepting the guarantee. 
Otherwise the guarantor or surety 
would have no way of knowing 
whether the stationer was going 
to extend credit to the customer 
in reliance upon the guarantee or 
not. It’s true that a good account 
from a poor credit risk may be 
salvaged through the obtaining of 
a guarantor or surety for the 
amount. The stationer should be 
alert, however, to make certain 
that the surety he obtains is one 
that will unquestionably make his 
money sure! 
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Charting a Merchandising Coes or 


PROFITABLE RETAIL STORE OPERATION 


OW to keep pace with the 

accumulating complications 
of an increasing number of depart- 
ments is a problem that faces 
every growing concern. It is a 
problem, moreover, that must be 
satisfactorily solved if a store is 
to contipue showing a _ profit 
despite this added weight. 

A merchandise plan, used in this 
store for a number of years, and 
designed to meet this very prob- 
lem, has also had the beneficial 
result of reducing the investment 
in inventory, increasing the turn- 
over, and lessening the losses for- 
merly caused by old or obsolete 
merchandise. 


How the Plan Works 


The merchandise plan as used 
by Schwabacher - Frey Company 
for a number of years is seen at 
a glance in the illustration on 
page 31. The upper row of fig- 
ures, showing a comparison be- 
tween “Last Year” and “This 
Year,” is of course in the nature 
of a summary, and can only be 
completed when the season’s op- 
erations are over. It gives a quick 
bird’s-eye view, not only of this 
year’s results as compared with 
last year’s, but also as compared 
with the merchandise plan as it 
was laid down for the current sea- 
son. The figures so disclosed are 
the total sales for the season, the 
total purchases, the average value 
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of the inventory, and the stock 
turnover. As will be seen, the sales 
figures are shown not only in dol- 
lars and cents, but also as a per- 
centage of increase or decrease, as 
compared to the year before. 

In greater detail, the tabulation 
that follows shows the merchan- 
dise plan as laid out for a six- 
month period. One sheet is used 
for each department, and obvi- 
ously, one sheet would be used for 
the first half of the year, and an- 
other sheet for the second half. 

The first set of records covers 
the sales figures and the per- 
centage of gross profit realized 
thereon. As can be seen, space is 
provided for the results achieved 
during the spring or fall season 
for the three preceding years; 
also for the figures as planned 
for the current season. Immedi- 
ately below that will be found the 
corresponding figures as actually 
realized for the current six-month 
period, with any increase or de- 
crease that may have been experi- 
enced over the preceding similar 
period. At the same time, by 
means of these figures it is pos- 





sible to see how close the actual 
results are as compared with the 
merchandise plan. By computing 
the actual results month by month 
as they occur, and by adjusting 
them with the merchandise plan, 
it is possible to make adequate 
compensations during the ensuing 
months. As a result of this con- 
stant vigilance, when the six- 
month period is over, the results 
achieved will more nearly approxi- 
mate the figures as_ planned. 
Otherwise, if things were allowed 
to go their natural course without 
let or hindrance, they would soon 
get out of hand and beyond pos- 
sibility of economical correction. 
It is in this way that a merchan- 
dising plan differs from a hit-or- 
miss policy. 

The figures for the amount of 
purchases, inventory and mark- 
downs are kept in precisely the 
same way, and give additional op- 
portunities for effective control of 
merchandising operations. 


Controlling the Stock 


For the purpose of having a 
more definite check on the move- 
ment of the various type of mer- 
chandise handled within a de- 
partment, inventory is taken three 
times a year. When this inventory 
is completed, we not only know 
the total merchandise investment 
in each department, as is the com- 
mon practice, but we also have 
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Facsimile of the Merchandise Plan Form Used by the Schwabacher-Frey Company.—Kept by departments, this form permits 


recording 


expectations and achievements in parallel locations so that the degree of success with which the plan is working 


can be seen at a glance. The plan affords two kinds of checks—one concerning the reasonableness of the plans for a six 
month period and the other in reference to reaching the goal set. The plan reveals when it is necessary to make adjustments 


the merchandise broken down into 
classes of goods and age. For 
example, our toy department in- 
ventory is broken down into Sev- 
enty-five sub-headings, and the 
various items under each sub- 
heading are aged as “under six 
months,” “six to twelve months,” 
“twelve to eighteen months,” and 
“over eighteen months.” In this 
way, we can accurately tell how 
long each piece of merchandise 
shown in the inventory has been 
in our store. 

The inventory is taken on a spe- 
cial form, a specimen of which is 
shown in the illustration on op- 
posite page. Information for this 
inventory is taken from the price 
tags affixed to the merchandise 
at the time it is received at the 
store. These price tags show a 
code number indicating the class 
of goods to which the item be- 
longs, as well as a code letter in- 
dicating the date when the mer- 
chandise came into the house. 


The Basis of a Merchandise 
Plan 


The question arises, of course, 
as to what basis is used for lay- 
ing the course that the store is 


so as to fit objectives to practical circumstances. 


going to navigate during any six- 
month period. For this purpose, 
in common with many similar 
concerns, we use the book pub- 
lished by the Controllers’ Congress 
of the National Retail Dry Goods 
Association, called Departmental 
Merchandising and Operating Re- 
sults of Department Stores and 
Specialty Stores. This book was 
prepared by the Harvard Bureau 
of Business Research and has de- 
servedly become the “Bible” of the 
retail industry, being based on the 
experience of numerous stores in 
different parts of the country. It 
is thus an accurate cross-section 
of the retail industry and shows 
typical figures attained by various 
stores in each annual sales vol- 
ume group. By means of this ref- 
erence work, any one store can 
tell at a glance how it compares 
with typical stores of approxi- 
mately the same size. In addition, 
the typical figures for the store 
are shown broken down by depart- 
ments, so that a more detailed 
comparison can be made depart- 
ment by department. 
Furthermore, by taking the most 
efficient twenty-five per cent of 
the stores in each volume group, 


and averaging the results obtained 
by these top ranking stores, a set 
of figures has been arrived at 
which can be used as a “goal” in 
any sales volume group. It is on 
the basis of these “goal” figures 
that an intelligent merchandise 
plan can be laid down, not only 
for the store as a whole but for 
each department in that store. 

Both the “typical” and the 
“goal” figures as shown in the 
“Bible” provide such information 
as mark-ons, gross margin, stock 
turnover, sales per square foot of 
selling space, and various break- 
downs of operating expense such 
as administration, cost of oc- 
cupancy, publicity, and sales ex- 
pense such as direct selling sal- 
aries, general selling, and delivery. 
This valuable information gives 
further opportunity for control of 
store operation. 


Advertising Budget 


One of the most important items 
of expense, for instance, is adver- 
tising. By setting up an adver- 
tising budget, and by maintaining 
a record of advertising costs, a 
proper balance can be kept be- 

(Turn to page 33, please) 
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ighlight CRetsinns Ads 


WITH CATCH IDEAS — ILLUSTRATIONS 


ENUINELY attractive adver- 

tising for the office station- 
ery and appliance store is at a 
premium during the Christmas 
season. Each advertisement dur- 
ing the two weeks preceding the 
“day” must compete with more 
and better advertising layouts 
than at any other time of the 
year. 

Whether through catchy word- 
ing of copy or striking illustration, 
the Christmas gifts advertisement 
should have in it elements that 
make it stand out among the 
abundance of advertisements pre- 
sented for attention at this sea- 
son. 

To aid the dealer-advertising 
man in his task, which usually 
must be done under pressure of 
limited time, a number of sugges- 
tions of selling phrases and illus- 
trations are given in this article 
and in its accompanying repro- 
ductions of ad clippings. Em- 
ployed by commercial stationers 
and office equipment stores, they 
include a considerable variety of 
devices for arresting attention. 
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By DWIGHT ABBOTT 
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Display headings, illustrations, 
and type catch lines are used. 

Arresting points incorporated in 
a newspaper advertisement by the 
Houston Printing and Stationery 
Company, Houston, Texas, in- 
cluded all the foregoing devices. 
It is reproduced in reduced size 
at the left in the group of clip- 
pings. 

In the two upper corners of an 
advertisement for another office 
supplies store were attention-com- 
pelling portraits of a young man 
just out of high school and a 
young woman about the same age. 
“Give them gifts that will mean 
something to them as they get 
their start in business life,” was 
the title line to go with these pic- 
tures. 

“Hey, Santa, I want a portable 
for Christmas!” a boy whispers 
into the ear of a large, plump 


Santa in a drawing at the top of 
an advertisement featuring port- 
able typewriters. Another ad told 
its story with a picture of a happy 
family seated about the Christmas 
tree on Christmas morning, with 
a portable machine displayed on a 
table near the tree. 


All Departments Featured 


In presenting a newspaper at- 
traction for the many desirable 
gift items available in the entire 
store, one advertiser borrowed 
from the dramatic and boisterous 
spirit of the football field. Santa 
Claus and several mothers and 
fathers were shown in a “huddle” 
towering out of a large Christmas 
wreath, with its suggestion of a 
football bowl at their feet. In the 
air about the figures was printed 
the following spirited message: 
“25 Year-Old Store Scheduled to 
Play Santa Claus in Annual 
Christmas Classic. Fans jubilant. 
Every department of the store is 
pointed for this big week. Come 
on, Santa, let’s go!” 

Attention was called to the gift 
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These clippings suggest several attention-getting ideas in headings, sketches, and catch lines for Christmas advertisements. 
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Selling Copy for CTititinas Advertising 


Used by Stationers and Office Equipment Dealers 


1, QUALITY GIFTS 

The Cargill Company lists today 
a number of QUALITY GIFTS 
for individuals, family groups, and 
organizations interested in pre- 
senting an “out of the ordinary” 
gift this Christmas.—The Cargill 
Co., Houston, Texas. 


2, DESK LAMPS—BRIGHT 
GIFT IDEAS 
Ornamental, in good taste, and 
excellent value for home or office. 
—Buxton & Skinner Printing and 
Stationery Co., St. Louis, Mo. 


3. CHRISTMAS GIFT SALE— 
$1 SPECIALS 

We know that hundreds of peo- 

ple will be pleasantly surprised to 

learn that there are hundreds of 

gift items at The Cargill Company 








that are priced at only $1. Look 
over these last minute gift hints, 
any of which will be highly appre- 
ciated.—The Cargill Co., Houston, 
Texas. 


4. HOME OF THOUGHTFUL 
AND USEFUL GIFTS 


Away from the crowded shop- 
ping centers and with adequate 
parking facilities nearby, our store 
presents an opportunity for care- 
ful, quiet and leisurely selection 
of “Thoughtful Gifts.”— Koch 
Brothers, Des Moines, Iowa. 


5. GIVE SOME OF THESE 
PRACTICAL GIFTS 


You are sure to be an appreci- 
ated Santa Claus if you will select 
from the great variety of useful 
gifts to be found at this store, 
and the following suggestions can 
be of help.—Lowman & Hanford 
Co., Seattle, Wash. 


6. GIFTS THAT ENDURE 


Careful selection by our buyers 
of distinctive and unusual gifts 
enables us to offer the discrimin- 
ating people of New Hampshire a 
choice assortment of artistic and 
useful articles produced by the 
foremost manufacturers in the 
country.—R. H. Llewellyn Co., 
Manchester, N. H. 








value of some items one might 
overlook at Christmas time in an- 


other advertisement which sug- 
gested, “You’d Never Think of 
These—.”’ Under this was a listing 


of the store’s choice of billfolds, 
desk lamps, and other things. 

Another layout was divided into 
four sections. In each section was 
the drawing of a head to represent 
“Father,” “Mother,’ “Brother,” 
“Sister,” and each was labeled ac- 
cordingly. Under each drawing 
was a list of gift merchandise of- 
fered by the store as appropriate 
for the individual indicated. 

“Bell Ringers” was the title of 
another advertising layout. The 
copy was sectioned off in the 
upper portion into sixteen squares, 
with Christmas bell cuts placed in 
the top left corner of each square. 
The names of school and office 
needs that might well serve as 
gifts were printed in the squares 
beneath the bells. 


Use of Two Colors 


Taking advantage of attention 
value afforded by use of two colors, 
an office equipment dealer made 
the name of his store stand out 
prominently on the newspaper 
page by that means. He high- 
lighted his advertisement with a 
night picture of the store exterior. 
This was printed in black ink with 
the sign on the front of the build- 
ing in bright red. 

Attention to another advertise- 
ment was obtained with this ar- 
rangement: The layout, two col- 
umns by four inches, had a heavy 


black border. From the sides at 
the top, two black hands pointed 
inward toward the word, “Notice,” 
in boldface type. Under this was 
the following copy—‘“To Christmas 
Shoppers: If you are looking for 
appropriateness in gifts, you can’t 
do better than to choose from our 
excellent and enormous Selection. 
Gifts suitable for everybody!” 

An interesting advertisement 
addressed to the ladies, suggesting 
office needs as appropriate gifts 
for husbands, was presented with 
a layout featuring the heads of a 
man and Santa telephoning across 
the top of the ad. The title read, 
gs Company Rings a Straight 
Line to His Business Desires.” 

Particularly difficult to bring 
out effectively is the small adver- 
tisement. Wording that was “dif- 


ferent” helped to do this for the 
F. F. Hansell & Brother store, of 
New Orleans, La., in a small ad for 
greeting cards. The customary 
classification of cards and illus- 
tration was changed to read: “— 
for Men—Girls — Couples — Chil- 
dren—Families—Firms. Come in 
and make your selections early!” 
A comic note may also be struck 
in the Christmas advertisement. 
As an example, there was the ad 
showing the head of a woman 
tearing her hair. Printed in rough 
lettering, with words broken at 
intervals through the copy with 
amusing little drawings, there was 
this message: “Don’t tear your 
hair over your husband’s or 
sonny’s Christmas gift problem. 
Come to ———’s, and see the 
splendid suggestions .. .” etc. 





CHARTING A MERCHANDISING 
COURSE FOR STORE 
OPERATION 
(Continued from page 31) 
tween this kind of expense and 
expected sales. This can be done 
not only for the store as a whole 
but for each individual depart- 
ment as well. In this way, also, 
a just distribution of advertising 
expense can be maintained for the 
various departments —a distribu- 
tion, moreover, that each depart- 
mental buyer will feel is fair and 
equitable since it has been worked 
out in proportion to the business 
each department is expected to be 

capable of producing. 
By consistently following a 


charted course based on “typical” 
and “goal” achievements of other 
stores in a similar annual sales 
volume group, we have been able 
to keep pace with the growing 
demands of our store as new de- 
partments have been added and 
as new lines of merchandise have 
been introduced. It has thus been 
possible to keep constantly in view 
the particular contribution that 
each department has been mak- 
ing toward the success of the store 
as a whole. More specifically, we 
have been able to keep down our 
inventory very materially without 
in any way affecting sales, and 
have in this manner practically 
doubled our total store turnover. 

















Last Minute Christmas Gifts and Appropriate New Year Remembrances Both Sug- 
gested in This Window.—Used by The Stationers, Inc., Tacoma, Wash., the display 


helped prevent a sudden post-Christmas slump. 


JANUARY TRADE BUILDING HELPS 


INKING up with the big “Jan- 

uary White Sales,” the office 
supplies section of Robinsons, Los 
Angeles, staged a “White Sale” of 
its own, featuring office stationery 
of all descriptions. “It is the logi- 
-al season for featuring our lines,” 
declared the buyer. “The big de- 
partment store ads have made the 
public ‘white’ conscious; the first 
of the year is the time when firms 
lay in new stocks; and lastly, sta- 
tionery offered at special prices 
brings many people into the store 
who are potential customers for 
office furniture, and personal con- 
tact gives us an opportunity to 
ascertain their needs, and leads to 
many future sales.” A window was 
used to call attention to certain 
lines. It showed a modern office 
with all the necessary equipment. 
At either side were units of office 
supplies, in which loose leaf in- 
serts, letter heads and envelopes, 
indexes, and other white lines bore 
a prominent part. The office equip- 
ment section on the main floor 
had a big arched sign, “January 
Sale of White Office Supplies.” 
Special emphasis was laid on sta- 
tionery—packages of 500, 1000 and 
2000 sheets being wrapped and 
tied, ready for immediate delivery. 
Cards were mailed to all firms 
listed in the city directory, calling 
attention to their “White Sale of 
Office Supplies,” together with the 
slogan, “No office too small, no 


By W. B. STODDARD 
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corporation too large, to save in 
this semi-annual sale of commer- 
cial stationery and office furni- 
ture.” 

* x * 

The R. L. Bryan Company, Co- 
lumbia, S. C., advised the public to 
“literally turn over a new leaf” the 
first of the year—their clever ad 
and display doing much to step up 
the sale of office stationery. The 
ad, showing at the top a ledger 
with “1941” stamped on it, sug- 
gested “Begin the Year with New 
Books—ledgers, day books, loose 
leaf ledgers, calendar pads, and all 
sizes of standard diaries.” Said 
the manager, “We do not wait for 
business to come to us, but on the 
day after Christmas we start mak- 
ing personal calls upon the vari- 
ous firms to learn their wants for 
the coming year. The majority 
are glad to see us and to be re- 
minded in time, so that they can 
start the new year with a new set 
of books and stationery equip- 
ment. Our display window, com- 
plementing our ad, showed a large 
cut-out of a ledger, with a little 
cherub (the New Year) turning 
over a leaf. In the window we fea- 
tured not only a complete set of 
books, but many filing devices, 
memo and calendar pads, and 


other desk accessories. Near the 
entrance was an office desk with 
all sorts of desk conveniences, in- 
cluding several novelties, with the 
card, ‘Start the New Year with 
Modern Desk Conveniences.’ ’ 
« > + 

A window that suggested both 
last minute Christmas gifts and 
appropriate New Year remem- 
brances was arranged by The Sta- 
tioners, Inc., Tacoma, Wash. On 
panels were fastened a number of 
Christmas and New Year cards, 
while down front were a number 
of indoor games for the long win- 
ter evenings. Especially timely 
was the showing of globes with 
the card “Globes at Reduced 
Prices—Keep Track of World 
Events.” Suggestive of the New 
Year conviviality there was a large 
white globe, with features painted 
upon it, and a carnival cap set at 
a rakish angle on its head. Globes, 
maps, and atlases were featured 
in a section near the front of the 
store, and attention called to them 
in their newspaper ads, with the 
suggestion: “History is being made 
day by day—Start the new year 
with the latest maps and globes.” 
Another section near the front 
was devoted to lamps. A goose- 
neck special was featured, and 
many who came to purchase one 
were intrigued with the wide se- 
lection featured and bought a 
more expensive one than they had 
originally intended. 
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Nice Equipment 


DEFENSE BUSINESS OPPORTUNITIES 


N YOUR neighborhood there is 
j one of those major defense 
projects upon which, collectively, 
the Federal Government is spend- 
ing during the fiscal year June 
1940-41 the almost incredible total 
of $22,000,000,000. You sell sup- 
plies that are wanted by the peo- 
ple who are building these proj- 
ects, and by those who will use the 
facilities of these projects when 
they are completed. Moreover, the 
government people in Washington 
declare that you, retailer or whole- 
saler or manufacturer, are the 
local business man with whom 
they hope the people in your 
nearest defense project will do 
business. It is the most earnest 
wish of the national defense ad- 
visory commissioners, and of Don- 
ald Nelson, the national defense 
procurement coordinator, to throw 
as many of the benefits of this 
defense prosperity to the retailer 
and the smaller business man as 
their collective ingenuity may be 
able to devise. 


Cultivate Local Defense Project 
People 


The thought here seems to be 
that you, out there in the 700 
areas which each have some great 
defense project, should get busy 
as Swiftly as possible to get ac- 
quainted with the people in charge 
of the projects. They say in Wash- 
ington that the people who are 
building the undertakings need 
some of the office supplies you sell, 
and that they have the authority 
to buy directly from you. Under 
ordinary circumstances, in nor- 
mal times, the local Federal offi- 
cial has the authority to freely 
buy in lots of $50 or less without 
reference to Washington. There 
is a general impression here that 
this $50 limit in many cases now 
is ignored. The military emer- 
gency has introduced a process of 
buying in large transactions called 
negotiated contracts. A negoti- 
ated contract is a deal which does 
not require the government offi- 
cial to advertise for a bid, and 
permits him to buy directly and 
without the usual delays. The 
principle of this type of transac- 
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tion is the spirit that enables the 
local official to do business with 
the local dealer in office appli- 
ances and supplies without a 
specific limit on the sum involved. 

The majority of the defense 
projects are still in the process of 
being built. Most of them are 
Army projects. There are camps, 
cantonments, posts, and air bases; 
and there are manufacturing 
plants, and the housing for the 
people who must work in or about 
these defense centers. It is sug- 
gested that the general contrac- 
tors who are building these under- 
takings, and the subcontractors, 
inevitably require large quantities 
of the materials you sell, and they 
usually need them quickly. It is 
the idea here in Washington that 
the local dealer should get in 
touch with the general contractor 
and the subcontractor; and it 
seems to be the idea that the 
way to do it is to send them some 
letters, some circulars, and to 
make personal calls upon them. 
And while calling upon the con- 
tractors also visit the representa- 


¥ 
Because national de- 
fense activities are de- 
centralized, with pur- 
chases made largely in 
local areas, dealers will 
find the suggestions in 
the accompanying arti- 


cle particularly timely. 


tives of the quartermaster gen- 
eral’s office, and the officers of the 
Navy, and the officials of the Pub- 
lic Building Administration, the 
Farm Security Administration, the 
Home Loan Bank Board, the De- 
fense Homes Corporation, the 
Federal Housing Administration, 
the United States Housing Au- 
thority, and the Reconstruction 
Finance Corporation, any one of 
which, or all, may have officials 
resident on the job. The govern- 
ment agencies connected with the 
project invariably have their own 
staffs on the job, sometimes small 
and sometimes large. And they 
invariably require, locally, some of 
the things you sell. The old solv- 
ent of personal acquaintance still 
is regarded as the best way of 
fostering good business relations, 
even here in Washington. 


Build Sales With Missionary Work 


It is pointed out that this mis- 
sionary sales work also blazes the 
trail to the business of those who 
will occupy the camps and can- 
tonments, and the dwellings and 
the plants, after the builders have 
gone. Your acquaintance with the 
government officials on the build- 
ing job will inevitably be the 
bridge that will make you ac- 
quainted with those who follow. 
In the military camps there are 
offices, barracks, stores, hospitals 
and the rest of the units of a 
community. Every separate part 
of the community will need some 
of the wares you sell, and will 
need them often very quickly. 
Each of these camps or canton- 
ments have officials who are the 
purchasing agents. Usually they 
are officers of the Quartermaster 
Corps, or officers of the Navy Bu- 
reau of Docks and Yards, or the 
Navy Bureau of Supplies and Ac- 
counts. Either these officers them- 
selves do buying for all parts of 
the community, or they can tell 
you who buys for other units. Al- 
most without exception they are 
courteous and cooperative. They 
wish to foster the best of relations 
with the business communities of 
the area where they operate. 

(Turn to page 149, please) 
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HAS BUILT OFFICE FURNITURE VOLUME 
Segregated Displays a of Seles Program 


VAI QPOMPLETE” merchandising 
of office furniture and 
equipment means more than mere 
use of a handsome showroom to 
demonstrate a wide selection of 
furnishings, according to Clarence 
Escher, office furniture sales man- 
ager of the Dameron - Pierson 
Company, Ltd., New Orleans, La. 
The mere fact that the stationer 
can show ample enough stock to 
cover any possible type of business 
office isn’t enough, Mr. Escher 
pointed out—for the major reason 
that a wide stock of this type 
without proper “unitizing” is often 
a drawback instead of an asset. 
During the past two years, the 
Dameron - Pierson Company has 
sold the largest amount of office 
furniture in its history, with this 
outstanding feature— more than 
eighty per cent of all furniture 
placed in business offices in the 
firm’s territory of southern Louisi- 
ana and Mississippi came exclu- 
Sively from the upper priced lines 
of fine custom furniture. More- 
over, the majority of customers 
who came into the second-floor 
furniture department prepared to 
buy low priced office desks, chairs 
and filing equipment went out 
“sold” in every sense of the word 
on the best furniture the company 


handles. 


By BERT MERRILL 
y 


“We push our better grade 
wooden office furniture aggres- 
sively,” Mr. Escher explained, “on 
the theory that ‘In New Orleans, 
Dameron-Pierson is the place to 
go for executive furniture.’ Nat- 
urally, upholding this reputation 
has cost us a few sales from small 
business men who automatically 
think of us as a center for higher 
cost office equipment, but over a 
period of years, we have found 
that the reputation pays. Our 
selling program has been built 
along the same lines, and we thus 
enjoy the ability to point to out- 
standing banks, financial corpora- 
tions and other users of executive 
furniture, as our customers. When 
we sell a custom walnut desk and 
chair, for example, we feel that it 
becomes a ‘silent salesman’ for 
more sales of the same kind—and 
try to maintain that idea in our 
showroom.” 


Six Display Units 
Principally responsible for the 


emphasis on fine lines of custom 
office furniture at Dameron-Pier- 


son is the unusual arrangement of 
stock on the second floor of the 
store, which is divided neatly into 
six compact “units” or display 
rooms, giving every advantage of 
selection to the customer. As pic- 
tured, the sales floor is large, and 
is composed of individual “rooms” 
partitioned off from one another 
around the walls. Each measures 
12x14 feet, and shows furniture 
not duplicated anywhere else on 
the floor; in fact, there are no two 
pieces of similar design on the en- 
tire office furniture level. 

Room Number One is the “mod- 
ern salon” and shows all Steel 
office furniture, including new 
neutral tones and popular heavy 
duty metal desks. It is situated 
directly in front of the elevator, 
where this most modern of office 
furniture immediately receives 
full attention. The second room 
is devoted to filing equipment— 
with every size and variety of file 
from small letter size models up 
to insulated legal sizes compactly 
grouped and filled with filing cards 
for easy demonstration. Third is a 
room demonstrating only beauti- 
ful “executive” walnut furniture, 
with hand-rubbed, large size desks, 
leather upholstered chairs, and 
similar deluxe features. Nine of 
ten men who are brought to the 
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office furniture floor have spent 
most of their time in this section 
“getting the feel” of the beautiful 
furniture shown. 

In the fourth section, a 50x25 
foot room at the front of the 
building, are grouped the per- 
ennially popular commercial oak 
pieces including twenty-five desks, 
tables and chairs ranging through 
the better lines of oak office furni- 
ture. A rich carpet and hand- 
some white plaster walls make an 
effective backdrop. The fifth and 
sixth rooms are spotted in the 
right front corner, and show 
lower priced walnut desks and 
furniture in two varieties, carved 
or turned legs, and the standard 
square leg style. Thus, in walking 
once around the floor, this unit 
presentation covers quickly and 
emphatically the choice of furni- 
ture offered by Dameron-Pierson 
so effectively, that often a cus- 
tomer makes up his mind in which 
section he intends to buy before 
asking for prices. 


Custom-Built Executive Desks 
Featured 


Up the center of the floor, on 
a rich broadloom carpet, is one of 
the most unusual features of the 
furniture display—a row of six 
strictly custom-built executive 
desks, complete with all leather 
swivel chairs, desk pad, lamps and 
waste basket. With handmade fea- 
tures exclusively, the choice 
ranges from $250 to $400, and 
makes for a highly impressive dis- 
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Dameron-Pierson Displays and an In- 
stallation.—Top: Typical custom-made 
walnut desk and handsome chair in the 
better walnut furniture room. Center: 
General sales floor. Note unit show 
rooms at left and custom desks in cen- 
ter aisle in foreground. Bottom, at 
left: Physician’s office designed and 
equipped by Dameron-Pierson at Alex- 
andria, La. 


play as the customer enters the 
department. Desks are angled 
slightly toward the aisle, so that 
most of each can be seen from 
the elevator entrance at the front 
of the floor. Both this display 
and the surrounding unit rooms 
are rearranged frequently to keep 
their interest fresh and appealing. 
The broadloom carpets in each 
room are vacuum cleaned twice a 
week, and furniture polished and 
dusted each morning. Lighting is 
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brilliant and direct, so that every 
corner can be easily seen. 

This segregated arrangement, 
plus the fact that Dameron-Pier- 
son plays its expensive lines in 
advertising and solicitation at all 
times, has made the office furni- 
ture floor doubly effective in pro- 
ducing business. It also provides 
a novel opportunity for salesmen 
to “clinch” the sales of furniture 
for an entire office. 


Concentrate on Furniture 


On the staff are eight office 
furniture salesmen, three through 
the outside territories in the 
South, who are kept informed to 
the minute on the arrangement 
and stock of office furniture in 
the store. They use a step-by-step 
promotional plan of carrying to 
the prospect a clearly defined 


FURNITURE 


HAT every legitimate means of 

advertising himself and his 
company is beneficial to the dealer 
in office supplies, equipment and 
furniture is a fact which has 
never been questioned, but many 
are the arguments pro and con 
concerning WHAT kind of adver- 
tising brings HOW much good. 
And in this connection brochures, 
folders, pamphlets and kindred 
mailing pieces have been lumped 
together under one heading so 
that their worth may be probed 
under the arc light of discussion. 


The Sioux City Stationery Com- 
pany, of Sioux City, Iowa, of which 
R. D. (Bob) Anderson is owner 
and operator, is a striking exam- 
ple of the undisputed fact that 
brochures, properly presented and 
interestingly made up, can do con- 
siderable good for an office supply 
house in so far as building up its 
sales is concerned. But, for the 
dealer contemplating for the first 
time adoption of this kind of ad- 
vertising, there are a few factors 
to be given due consideration. 
These considerations, as explained 
by Mr. Anderson, are best covered 
by the following questions: Is the 
brochure attractive in appear- 
ance? Is it interesting? Is the 
format good? Are pictures plenti- 
ful? Do they teach your prospect 
what you want him to learn? If 
the answers to these questions are 
right, then they are obviously cov- 


plan for his office—and then in- 
viting him into the store to see it 
shown in actual size. For this 
purpose, the salesmen make up in- 
dividual folders for each prospect, 
from a huge stock of manufac- 
turer literature kept conveniently 
at hand in Mr. Escher’s office. 
When the tentative plans are 
“set,” the salesman cuts out actual 
plates of each piece of furniture, 
mounts them on a heavy card- 
board in proper relation to posi- 
tion, and keys this with a price 
list included in the presentation. 
The entire “diagram” then goes 
to the prospect in an attractive 
cover from stationery stock. 

If this pleases the prospect, and 
Mr. Escher has the certainty that 
he is a “hot” prospect, one of the 
display rooms on the furniture 
floor is cleared out by porters and 


ADVERTISING 


ering facts which in turn are 
component parts of a good bro- 
chure. 

The Anderson Company’s bro- 
chure is composed of eight pages, 


SIOUX CITY 
STATIONERY 
company 





Reduced Reproduction of Front Cover 
of Brochure That Made Good Impres- 
sions on Office Furniture Prospects. 


printed on a fine grade of glossy 
paper and of good reading dimen- 
sions—8!4 by 1034 inches. The 
pictures avoid uniformity; circles 
being dropped in here and there 
to add pleasing curves to a page 
bearing two or perhaps three 
“square” cuts. Only one or two 
pictures show merely a desk or a 
chair or a filing cabinet. Instead, 
each one represents an actual in- 
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the requisite furniture meeting 
the submitted plan placed to form 
a model office. When this is done, 
the prospect is invited into the 
store to see exactly how the pro- 
posed furniture will look—and 
once he is seated behind the desk, 
the sale is usually completed. A 
score of such instances resulted 
in a 100 per cent score for Mr. 
Escher last year. He is always 
careful to show the best lines of 
furniture pertinent with the pros- 
pect’s circumstances. 

“Make it easy for the office man- 
ager to buy,” Mr. Escher summed 
up, “and show him your Selection 
of furniture step by step so that 
he can make his choice of better 
merchandise in comparison with 
the rest. That’s our formula for 
keeping office furniture constantly 
profitable.” 


BROCHURE 


stallation made in various busi- 
ness Offices by the Anderson or- 
ganization, the photograph being 
taken after the installed equip- 
ment and furniture were actually 
in use, and while the office men 
and women were engaged in their 
tasks. 
Live Pictures 


Someone once said a picture is 
worth 500 words. But the Ander- 
son company went this one better 
by basing the make-up of their 
brochure on the assumption that 
pictures “with people in ’em” are 
worth 1000. So, for this reason 
plus the added belief of Mr. 
Anderson that illustrations with 
people in them are “live” pictures, 
only one or two photographs in 
the brochure present office scenes 
which consist of furniture only. 

Still, the illustrations teach the 
prospect what he is expected to 
learn, i.e. that the Sioux City Sta- 
tionery Company stands ready to 
completely furnish and equip an 
office of any size or style with any 
type or quantity of furniture and 
equipment required. 

The brochure proved a success 
for Mr. Anderson and resulted in 
what he termed “highly satisfac- 
tory” results. Similar pleasing 
reactions can be obtained by any 
stationer who will take a little 
care to create something which 
he can be reasonably sure his 
prospects will read. 
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ABOVE.—This attractive display was maintained during Na- 
tional Office Furniture Week by Carlson Brothers, Moline, Ill., 
and featured Leopold desks. As can be seen, the layout was 
arranged to simulate as closely as possible an actual office, 
equipped and made ready for the day’s work. 


AT RIGHT.—This installation of Automatic desk files was 

recently sent to the Office Equipment & Supply Company, 

Toledo, by the Automatic File & Index Company, Chicago. 

Later the files were installed for the filing of special forms 

for a State of Ohio project. Photographed just before ship- 

ment from the Green Bay, Wis., plant, the files shown are the 
Automatic cap size desk file. 





ABOVE.—Four installations of General 
Fireproofing Company products in as 
many offices of the Coca Cola Bottling 
Company. (Upper left) Ouachita Coca 
Cola Company, Monroe, La. (Upper right) 
Coca Cola Bottling Company, Cleveland, 
Ohio. (Lower left) Coca Cola Bottling 
Company, Shreveport, La. (Lower right) 
Coca Cola Bottling Company, San An- 
tonio, Tex. GF equipment and furniture 
was chosen to outfit these offices after 
officials of the organization were given 
a number of demonstrations as to the 
type of equipment best suited to their 
needs. 
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AT LEFT.—AN INSTALLATION OF 
MURPHY CHAIRS WHERE COMFORT 
COUNTS.—Shown here is the interior of 
Dollie’s Colony Club, Chicago, shortly 
after a large installation of chairs man- 
ufactured by the Murphy Chair Com- 
pany, Owensboro, Ky., was made by AIl- 
bert Pick & Company, of Chicago. The 
modern design of the chairs with their 
sloping and streamlined backs, lends an 
atmosphere of cheeriness in addition to 
providing the maximum of comfort for 
the club’s patrons. 





SHAW WALKER EQUIPMENT PUT TO WORK.—(Left) visitors 
are assured immediate attention at this handsome Shaw- 
Walker Triple-Duty counter in the offices of the First Federal 
Savings & Loan Association, Sioux City, lowa. Ledgers, con- 
tracts, mortgages, cash and blank forms are instantly acces- 





sible—out of sight yet near at hand. The counter, which has 
a smooth captype linoleum top which adds a finishing touch, 
was planned and installed by W. R. McMullen, Standard 
Office Equipment Company, S-W representative in Sioux City. 
(Right) This planned office of the Carteret Building & Loan 
Association, Newark, N. J., is another 
business establishment in which Shaw- 
Walker products impress visitors. The 
S-W desks are in a beautiful walnut 
grained finish and equipped with drawers 
easy to handle and arranged with spe- 
cific places for working tools. Thus tops 
are “cleared for action’. In the back- 
ground is a Shaw-Walker Triple-Duty 
counter which houses all records of the 
association. The installation was planned 
and made by W. F. Christenson, manager 
of the Newark Shaw-Walker branch. 


AT LEFT.—When the Indianapolis of- 
fice of the Home Insurance Company de- 
cided to install new chairs throughout 
its premises, the Indianapolis Office 
Furniture Company was on the job as 
representative of the Jasper Chair Com- 
pany, Jasper, Ind. The result was that 
the insurance offices were outfitted with 
Jasper’s No. 605 Bank of England chairs 
and No. 88 leather posture chairs, all 
finished in greytone to match the desks. 
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AT RIGHT.—This battery of Yawman 
and Erbe Manufacturing Company’s 
Styled Associate steel desks, finished in 
the company’s Neutra-Tone gray, was 
recently installed in the general office 
of the Williams Oil Company, Indiana- 
polis by the Sentinel Printing Company, 
also of Indianapolis. Modern bases and 
rounded edges give a finished appear- 
ance to the office, the dignified lines 
matching the light walls, spaciousness 
of the room and venetian blinds. 


AT RIGHT.—Nearly 100 Steelcase desks 
and chairs of the Metal Office Furniture 
Company were recently installed in the 
offices of the Eastern Michigan Motor 
Busses, a division of the Greyhound 
Lines. This large job was completed by 
the J. L. Hudson Company which, at the 
request of the transportation § firm, 
selected desks of the most modern lines, 
finished in metallic grey with “roll edge” 
tops and recessed bases. Some of the 
desks were of the calculating machine 
type with a lowered cut-out so that the 
machine keyboard is at the proper height 
for efficient operation. Steelcase Easy- 
rest chairs were also included in the in- 
stallation and were finished in metallic 
grey and upholstered in blue leather. 
















AT LEFT.—Outfitted by Sikes is this pri- 
vate office of W. O. Kurtz, president of 
the Peninsular Steel Company, Clevel- 
land, Ohio. The installation was made 
by the Rice Business Furniture Com- 
pany, representatives of The Sikes Com- 
pany, and the firm supplied a somewhat 
unusual service for its client by planning 
the office and every appointment in it 
to create a harmonizing whole. 
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To the Future 


“RING out the old, ring in the new!” Soon 
Time’s glass will again be altered; 1940 will be 
gone. But with gratification we may say that 
as the sand ran its course the office equipment 
industry made a good showing. 

With eager expectancy we shall greet the 
new year. 

Let each of enterprising spirit look to the 
future with renewed zeal for service; with great- 
er confidence that in measuring to the oppor- 
tunity for constructive effort which lies ahead 
he will progress in step with the forward move- 
ment of his industry. 

Speaking for this journal, it is the intent and 
purpose to make OrFrIce APPLIANCES the utmost 
possible as an instrument of service and useful- 
ness to all who find interest in the utilities upon 
which the modern business office depends, and 
to carry the message of United States manufac- 
turers to our friends throughout the world’s 
market places. 


—_-—-_ + 


THE wrong shall fail, the right prevail, 
With peace on earth, good-will to men. 
—Henry Wadsworth Longfellow. 


—_eo-m- 


Prison Competition 


#4 AN especially aggravating case of prison 
competition was reported in the October issue 
of The National Stationer. Not only is the con- 
tinued penalizing effect upon private business 
revealed by this case, but it again brings to light 
the peculiarly complicated circumstance of the 
Government operating as a producer exempt 
from the Federal laws prohibiting monopolistic 
restraint of free trade and immune to the laws 
governing interstate commerce. 

The case in point was that of an office equip- 
ment dealer who “was called upon” by an officer 
of the United States Army to submit costs on 
supplying 2,200 tablet arm chairs to be used in 
an officers’ school. Delivery was required by 
November 5. After consultation with his manu- 
facturer and being put to some expense in time 
and money, he was given the order. When about 
to leave the Commanding Officer’s quarters, a 
clerk found that, after all, the chairs could not 
be purchased from private industry. 

To comply with a law signed by the President 
in 1934, the chairs must be purchased from the 
Federal prisons. Upon checking with Washing- 
ton, this was substantiated and the dealer lost 
the order. Despite the uncertainty of the ability 
of the prison factories to deliver in time for this 
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important training activity of the National De- 
fense Program to begin operations. 

Moreover, the dealer brought out in reporting 
the experience, the Federal prisons are protected 
from the competition of State penitentiaries by 
a law prohibiting them from shipping outside of 
their states the goods they manufacture. 

Many readers of this journal and N.S.A. mem- 
bers who attended the Boston convention will 
recall that at the 1939 convention J. S. Sprott, 
vice-president of the Manufacturers Division 
and president of The Globe-Wernicke Co., out- 
lined the origin and extent of present Federal 
prison industrial activities. After also reviewing 
the growing competition of State prison-made 
goods, with which private enterprise in many 
lines of business must contend, Mr. Sprott said: 


“I also desire to call your attention to the Federal 
Prison Industries, Inc., which began operations in Jan- 
uary 1935 in accordance with Executive Order of De- 
cember 11, 1934. This is a permanent institution, main- 
taining a main office with the Department of Justice 
in Washington, and other offices at the several penal 
institutions throughout the United States. It finances 
and operates Federal prison industries; the output in- 
cluding baskets, bags, mattresses, shirts, shoes, brooms, 
brushes, filing cabinets, and foundry products. The 
capital fund is approximately $900,000, which was orig- 
inally appropriated by Congress. Other funds are ob- 
tained by the sale of products to the various govern- 
ment departments. The annual turnover averages 
about $3,000,000.” 


So, it appears that on the one hand when the 
Government is both manufacturer and pur- 
chaser it prevents business from competing, 
while on the other hand its Temporary National 
Economic Committee is rounding out two years 
of investigating monopolies in business and 
studying our present economic system, to find 
out what is wrong with it. 

The committee, so far as we know, as yet has 
given no consideration to the penalty imposed 
upon business by prison manufacturing. Con- 
servative estimates place at $200,000,000 the 
value at retail prices of the goods produced in 
State and Federal prisons. The normal channels 
of trade have been deprived of this tremendous 
volume of business, which would have provided 
employment for great numbers of workers and 
revenue for all who pay the taxes supporting 
these penal institutions. 


—_--_- 


TRUE happiness is the result of self mastery and 
discipline; not self indulgence. 
—R. Lincoln Long. 


——_-?-- 


N. S. A. Convention's High Standard 


@@ A FERVENT plea for long belated reforms 
in the typical American business men’s conven- 
tion appeared in Nation’s Business for Novem- 
ber. An article which we commend to the 
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reading of all who speak, or may at some time 
speak, in gatherings of their contemporaries. 

Be it said in praise of the National Stationers 
Association, however, that the suggested im- 
provements have for the most part already been 


MR. EVERLY COMES TO 
HEADQUARTERS 


After thirty years of serv- 
ice aS eastern manager, in 
New York City, Charles H. 
Everly joins the headquar- 
ters organization of OFFICE 
APPLIANCES as vice-presi- 
dent and will be located in 
Chicago. 

Mr. Everly’s appointment 
to the executive staff 
broadens our service to 
the industry, through his 
valuable experience ac- 
cumulated in contact with 
manufacturers and dealers in the field, and by his 
wide acquaintance and participation in trade organi- 
zation activities during his long period of service. 

Although changing residence to Chicago, Mr. Everly 
will not relinquish all contacts in the territory he has 
so long covered but will from time to time make his old 
friends aware of his enduring interest in their progress. 
To the friendly consideration of these old friends he 
has so long served, Mr. Everly commends his successor, 
George C. Wheeler. 





C. H. EVERLY 
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accomplished. Thanks to the dramatized type 
of convention program introduced at the past 
year’s N. S. A. regional meetings and national 
convention. Presentation of ideas by this dem- 
onstration method should be encouraged. 


MR. WHEELER ADVANCES 
TO EASTERN MANAGER 


George C. Wheeler, as- 
sistant eastern manager for 
eleven years and for the 
preceding ten years em- 
ployed at OFFICE APPLI- 
ANCES’ publishing offices, 
takes over the New York 
office as eastern manager. 

Mr. Wheeler’s activities 
in the capacity of assistant 
eastern manager have 
made him well-known in 
the part of the field he has 
served. This extensive ac- 
quaintance, combined with his ability and background 
of experience with the journal, including a period as 
manager of the Service Bureau, amply qualifies him to 
“carry on.” He will, as rapidly as possible, give himself 
the pleasure of paying his respects to the companies 
Mr. Everly formerly served. They will find him well 
equipped with knowledge of industry problems and 
the techniques by which they may be solved, and pos- 
sessed of a genuine desire to be of service to manu- 
facturers and dealers in the eastern territory. 











G. C. WHEELER 


HERE AND THERE 


TWO BROTHERS STILL WORK- 
ING TOGETHER AFTER 20 
YEARS 


newspaper 


advertisement shown in tioners 
the accompanying illustration. 
Charlie participated anonym 


Association headquarters 
through his personality. 





W. C. and Bruce Stirling are tw , T SAMPSON CELEBRATES HALF 
brothers who comprise the service PROUDLY WEAR Youn FEATHER! CENTURY AS A STATIONER 
staff of Roy Soulis, St. John, N. B. a - Should you, by some chance, be 
Canada, office equipment and ma , ut in Brooklyn and in the vicinity of 


chine dealer. And ihey are just en- 
tering the twentieth year in which 
they have worked side by side in 
the industry. 

The two men previously 
with A. D. Holyoke 
N. B., and before that operated as 
partners in their own office machine 
business in St. John. Together they 
figure they have worked repairing 
and selling machines since !920.- 
WJM 


worked 


M Oncton 





CHARLIE GARVIN—COMMUN- 
ITY CHEST ADVOCATE 
When plans were being made in 
im i 


2 Anonymously, 
annual Communit 


1A. 2 6 - hoe 2.2 . 
VWasn naton Ar Duo cizina 


the thirteenth 


Chest drive, November |3 to 26 

thoughts natural y tTurnea toward newspaper 
Charlie Garvin. Generous in 

and in character, he exemplitied the vy, expressing 

‘giving’ citizen. He gave instant spirit of help 
ermission to use his ture in the tion that ¢ 


O 








Charlie Garvin Smilingly, and 


Invites Participation 
in Washington’s Community Chest plenty long ago measured with 
Fund.—The above plate is a greatly ' ‘ 
reduced reproduction of a full page 
advertisement. 


9nce aaain tnat Tt 


ct 
uIness 
ae) 


pervades 


43 Linden boulevard, drop in and 
ask for A. Sampson, stationer, good 
fellow and philosopher all rolled into 
ne. 


if ' 
iT Ou ac 
' YVUu Uu 


you'll be greeted by a 
young fellow of seventy-seven with 
a neatly clipped mustache and an 
eye ready to twinkle at the drop of 
the hat. And if you'll drop in be- 
fore 1941 rolls around you'll be in 
time to help the said young fellow 
celebrate fifty years in the station- 
ery business, all of which he has de- 
voted to the New York market. 

Although in the business 
890 Mr. Sampson did not open a 
store until 1909 and even that 


since 
retai 


ny yardstick. In the beginning he 
irchases through a num- 
ber of jobbers in existence in 1890, 
these including (for the benefit of 
other old timers} A. Swartz, the 
National Sta Tower Manufacturing Company, 


ee 
made Nnis f 


and coopera 
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American News Company and 
others. 

The retail store, located at 60 
Fulton street, was small and the 
stock was modest, but it led to a 


great number of friendships in and 





ur of The industry which have en 
Jurea tor many years and today 
this stationer still holds the na} f 
part of f onsume relationshir 


. . | 
stationery industry 
e one and has gained 


ove and affection of al 


tor him th 
who have the privileae of knowing 
him. 

Philosopher? Listen to his advice 
to the youna stat onery and office 
upply man just starting out in bu 
ess: 

My aav to the younger gen 
er 3+) nwn are now in this indt str\ 

> DE we nversant with tne 
nerchand they are selling. That 
Will alwa Tena T nainta the 

t and gard of those with 
whom we me in contact, always 

Mr. Sampson was born in Enaland 

February 13, 1863, and came to 
this country ata arly age. To the 
wishes rh nNunareas of ftriend 
OFFICE APPLIANCES add t 
’ ne i Ar. 4 NO y i 
JOING T 7 wnen an Tner nat 

vvbeas Rene ee oe 





GOOD SALESMEN SEEKING OR- 
DER REGISTER DETERMINATION 


It's maybe a good idea to get out 
when a couple of deter- 
mined youna fellers start out after 
an order. Arms swinging, they pick 
‘em up and lay ‘em down like no- 
body's business, grim determination 


of the way 


. a 
written on their taces (see picture). 
c c ! 

As prooT of a! 
present with pride a snapshot taken 


this we herewith 


by an enterprising photoarapher in 
Atlanta, Ga., who caught ‘Buzzy 
Arrasmith $ the All-Steel-Equip 
Company, and R. B. Camp, who re 


cently openead 4 store OT his own in 


Atlanta where he is handling the 


gentlemen had heard 


that a department store was looking 
for $3000 worth of steel lockers. And 
that's all they needed to know. 
Grabbing their hats [if there had 


been a firehouse po e to the street 
gone down that) they 
way with a stride 
which made women faint and strong 
men tremble (note frightened lady's 
coat tlaring out as she sidesteps the 
men) and they got the 


started on their 


demon sales 

Mr. Camp was formerly with 
Carithers-Wallace-Courtenay in At 
 Arrasmith works 





GANGWAY! The boys are after an 
order and they don’t mean maybe! 
(L to R) “Buzzy” Arrasmith, All-Steel- 
Equip Company southern representa- 
tive, and R. B. (Bob) Camp, who re- 
cently opened his own business in 
Atlanta, Ga., under the name of R. B. 
Camp & Company. His establishment 
is located at 103 Walton street. 





UNUSUAL TYPEWRITERS STUMP 
EXPERTS 


T . { . 
ine average typewriter mechanic 
ow rege 

+ +6 - | 

as got to be good to hold his job 

. 

but it he wants to go to work for 
~ ° A ' - ' 
KReminaton K Ina Inc he s got to be 
i ' rc * 
better'n that! And if you don't 
be tT we politely reter you to 
Wi — Le - = are , 4 4 
\ am Lutz and Francis rist O 
tho Re = a n niant+ 

om ; KA 

For ins ce it Mr. Average Type 

. 1 
writer Mechan hould drift up to 
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with he'd find a typewriter with for- 
ty-two keys and eighty-four charac- 
ters. And if he could read Arabic 
he might be able to tell where the 
keys and characters go, because 





Ss 
IF YOU THINK YOU KNOW TYPE- 
WRITERS, NAME THESE]—Well, we 
couldn't either, until we read the 
story, so don’t worry. (Above) Wil- 
liam Lutz is assembling Remington 
machine with Arabic keyboard of 42 
keys and 84 characters, and (lower) 
Francis Christ is struggling with a 
Remington which has to be bolted 
down because of its 40-inch carriage. 
(Pictures courtesy of the Utica Observer- 


Dispatch.) 


that's exactly what Mr. Lutz is en- 
gaged with—a Remington with an 
Arabic keyboard. 

Then if Mr. A. T. M. wandered 
over to Mr. Christ he'd have an- 
other jolt because that gentleman 
is toying with another Remington 
with a carriage so wide that the 
machine must be bolted down to 
prevent it toppling over. The car- 
riage is 40 inches in length and op- 
erates just as easily and accurately 
as a standard machine except for 
the difference in weight. 

And there would be other mys- 
teries for the visitor to the Reming- 
ton shop, including machines with 
characters in any one of forty- 
seven different languages and oth- 
ers with carriages which move from 


r : —_ 
ett +O riant 





TEACHER GIVES INTERESTING 
PENCIL SHARPENER FIGURES 


A recent letter received from a 
statistically-minded school teacher 
by the Automatic Pencil Sharpener 
Division, Spengler Loomis Manufac- 
turing Company, Chicago, has re- 
vealed some interesting figures 
anent the machine's use after 7! 
years of active service. 

After explaining that a class of 55 


4 


boys snharpenec their pencils once 
! 


a day in the average school year of 
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196 days, the letter points out that 
the device has sharpened 80,850 
pencils. These, placed end to end 
would cover a distance of 9!/, miles 
and, at five cents each would cost 


$4042.50. 





PLAY GIVES PLUG TO SCHWA- 

BACHER-FREY COMPANY 

Business men and firms have in 
the past discovered that getting a 
free ''plug'’ in a stage play or movie 
is a feat seldom accomplished, but 
such an unheard-of thing happened 
in a Chicago theater recently dur- 
ing the presentation of "Time of 
Your Life." 

The locale of the drama is the 


famous San Francisco waterfront 
and during the course of the play 
one of the characters is told to "go 
to Schwabacher-Frey and buy a 
map of the world." 

And, just to show that one good 
plug deserves another, we herewith 
state that the play features Eddie 
Dowling. 





FLEET-FOOTED DEALER NABS 
ALLEGED PEN THIEF 

C. H. Stolzenbach, owner of a sta- 
ionery store at 324 North Main 
treet, Lima, Ohio, has a retentive 
memory and a pair of fast feet. So 
when he recently spotted a man whc 
allegedly stole a fountain pen from 


+ 


“ 
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his store, he put both of 'em to work 
with telling effect. 

The store owner missed the pen 
after the ‘customer looked over a 
few but left without making a pur- 
chase. Less than two hours later Mr. 
Stolzenbach spotted the suspect on 
the street and recognized him as the 
shopper even though the man had 
changed to another suit of clothes. 
The recognition, however, was mu- 
tual and the asserted thief departed 
in haste but his top speed couldn't 
compare with that of the outraged 
store owner who overhauled and cap- 
tured him after a three-block chase. 
The suspect was locked up and police 
recovered the pen in a pawnshop. 


SS esmanship Tabloids 


In Which James P. Ward Sr., of Reliable Typewriter & Adding Machine Corpo- 
ration, Chicago, Reminds in Few Words of Some Things Salesmen Should Not 


Forget But Occasionally Do. 


The tenth of a series of twelve articles being on 


ALIBI-ITIS 


NE of the worst diseases of 

salesmanship is what might be 
called “Alibi-itis.” Some salesmen 
have it all the time, even successful 
salesmen become afflicted with it, if 
they begin to slip. It starts with 
alibis to cover up failure to land 
orders, then it becomes a habit and, 
finally, the salesman begins to be- 
lieve his own alibis. He is like a heavy 
drinker who firmly believes that his mind is 
clear and that outwardly he does not show 
the effects of drink. He is so convinced of 
this that he will deny that he has taken a 
drop and thinks his hearers believe him. 

Following are some of the alibis used by 
salesmen: “I have the poorest territory”; 
“The previous salesmen cleaned up all the 
possible orders”; “The boss gives all the good 
leads to his pets”; “Our product is not as 
good as our competitors”; “The price is too 
high”; “No cooperation comes from the sales 
manager”; “Another salesman landed the or- 
der before I arrived”; “The lead was a false 
alarm,” etc., etc. 

The alibi salesman is the bane of every 
sales organization. He is a financial loss to 
his employers, as he stands in the way of a 
better salesman who would be bringing in 
profitable business from the same territory. 
The only cure for this disease is for the sales- 
man to wake up to the fact that he is kidding 
only himself, that he is a pest and a bore to 
other salesmen, and that he is not fooling his 
employer. Alibis do not make quotas and 
the salesman should realize that eventually he 





will be replaced by someone who will 
bring in orders instead of alibis. A 
salesman cannot land every order, 
but each failure should be analyzed 
for the cause, and the information 
gained used for a better presentation 
the next time. 

The time is approaching when 
most of us make New Year resolu- 
tions, and if salesmen will make and carry 
out just one resolution—to cut out alibis for 
1941—they will make the right start on the 
road to better business. 

The following old poem, whose author is 
unknown, appropriately fits into this article: 


When the train pulls in and you grab your grip, 
And you pay the taxi and the bell boy’s tip, 
And you call on your man and try to be gay, 
And all you get is, “Nothing today,” 
Then youre a peddler; by gad, you re da peddler! 


When you get in a town and call on your man, 

“Can’t you see me, Bill?” “Why, sure I can.” 

You size up his stock, make a rough count, 

And Bill presently says, “Send the usual amount,” 
Then you're an order taker; by gad, you're an 


order taker! 


When you travel along and everything’s fine, 
And you don’t get up until hal f-past nine, 
And you see each concern and talk buying, 
And write it home with usual alibi-ing, 
And a) th l al 
Then you're a traveling man; by gad, you're a 


F , 
traveling mar 


But, when you call on the trade and they talk hard 
times 
Lower prices and decided declines; 
But you talk and you smile, make the world look 
bright 
And send in orders every blame night, 
Then you're a salesman; by gad, you’re a salesman! 
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NEW MACHINES AND DEVICES | 





UEF ANNOUNCES ALL-ELECTRIC ACCOUNTING 
MACHINE 

The Underwood Elliott Fisher Company, 1 Park ave- 
nue, New York City, has introduced to the trade a new, 
completely electrified Elliott Fisher accounting machine 
which retains the proven flat writing principle but, by 
employing an electric keyboard and other operating 
features, creates a greater speed and ease of operation. 

Finger strain and fatigue are eliminated by the new 
machine because the touch of a key instantly engages 
the electrically powered key action and an electrically 





THE ALL ELECTRIC ACCOUNTING MACHINE 


driven type bar completes the typing. Its wide range 
of usage is exemplified by the fact that the machine 
is available for every accounting need—writing ma- 
chines, single automatic feed machines, double auto- 
matic feed machines, simplex accounting machines, 
universal accounting machines and book recording 
machines. 

The standard single keyboard is of a familiar type 
with just ten figure keys and the standard alphabet 
keys. The ten figure keys are used to write folios, ad- 
dresses and numerical descriptions. They are also used 
to write, simultaneously and automatically add, sub- 
tract, cross-compute and total amounts. 

The exclusive Elliott Fisher flat writing surface fea- 
ture is available in three widths, eleven, sixteen and 
twenty-four inch and in several models to accommo- 
date the many different types of forms and the indi- 
vidual requirements of different accounting problems. 

A descriptive brochure on the new Elliott Fisher 
accounting machine is available to the dealer on 
request. 

- *—- ~- 
RITE-RITE’S NEW THREADLINE PENCIL 

The Rite-Rite Manufacturing Company, 1501 Polk 
street, Chicago, a subsidiary of the Joseph Dixon Cru- 
cible Company, last month announced a new automatic 
pencil built to accommodate the firm’s Threadline lead 
and to retail for one dollar. 

Constructed with all the well-known Rite-Rite fea- 
tures, the new pencil has a major improvement con- 
sisting of a stainless steel tip which advances the lead 
to a comfortable writing position yet protects it from 
breakage. The fine writing produced by the Threadline 


lead fits the pencil for innumerable uses and is par- 
ticularly effective for draftsmen who like a lead to lie 
snugly up against a rule, bookkeepers who write figures 
in small spaces, and stenographers who desire legibility 
in their shorthand. 

From the part which joins the pencil proper down 
to the actual lead, the new tip tapers down in an 
attractive streamlined design. Further details willbe 
furnished dealers on request to the Rite-Rite organiza- 
tion at the address given above. 

—->-— — 


NEW ADJUSTABLE FILE SUPPORTS BY 
ART METAL 


The Art Metal Construction Company, Jamestown, 
N. Y., has designed and is showing to the trade a new 
type of adjustable file support which is credited with 
the ability to solve many filing problems. 

Free-spaced and not fixed, the supports may be 
lifted and replaced as easily as lifting or replacing a 
paper, yet they retain their position and flexibility of 
movement in the file. Other features claimed for the 
new item are: 

1. The file supports are used with standard rods 
for guides so that the guides remain locked in position 
while the supports can be easily changed. 2. They 
Save time because they eliminate the compressor, thus 





THE ADJUSTABLE FILE SUPPORTS INSTALLED 


saving several operations in filing and finding. 3. They 
can be installed in any Art Metal standard filing 
equipment. They consist of spacing strip inserted in 
bottom channel of drawer and four more adjustable 
file supports. 

Further details will be supplied to dealers on request 


to the company. 


ROYAL METAL’S IMPROVED POSTURE CHAIR 


The Royal Metal Manufacturing Company, 175 North 
Michigan avenue, Chicago, has recently redesigned and 
added several improvements to its posture chair pic- 
tured here. 

In addition to being given neat and attractive lines, 
the chair has a Royalchrome frame and is equipped 
with a seat which is Marshall spring-filled. It has a 
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rolled front construction. Another important improve- 
ment concerns the mechanical adjustment under the 
seat which is now simpler, easier to operate and more 
efficient. 

In addition to the Royalchrome finish the company 
announces that the posture chair is also available with 





ROYAL METAL’S IMPROVED POSTURE CHAIR 


all metal parts finished in oven-baked enamel in green 
or walnut brown. The redesigning was done by Royal 
Metal engineers for a twofold purpose—to create an 
attractive and modern appearance and at the same 
time provide all of the posture features so essential to 
the health of office workers. 

Further particulars, prices, etc., will be promptly 
furnished to dealers on request to the company at the 
address given above. 

ee er 
BARRETT’S NEW SALES PRESENTATION BINDER 

The Barrett Bindery Company, 1330 West Monroe 
street, Chicago, has introduced to the trade a new 
device called a sales presentation binder, which is a 








THE BARRETT SALES PRESENTATION BINDER 


ring binder capable of being set up to twenty-five or 
sixty-five degrees to create better presentation and 
easier reading of its pages or display material. 

If the user desires the binder may be laid flat and 
its pages turned while in that position. If, however, 
an individual presentation can be made more effec- 
tively, a flip of the finger makes the binder assume a 
twenty-five or sixty-five degree angle. 

There are several models of the device to cover al- 
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most every type of sales presentation. These include 
numbers for material wider than it is tall, or taller 
than it is wide, for showing one sheet at a time or for 
holding books. Among the models are the Three-angle 
ring binder, the Three-angle V-A binder, the Easy 
Easel, the Tumble-Top and the Three-angle book 
holder. 


——___—.9-< 


TWO NEW WEIS ITEMS ANNOUNCED 

The Weis Manufacturing Company, Monroe, Mich., 
has announced to the trade two new items of unusual 
interest to desk workers. One is a combination pencil, 
clip and eraser tray, and the other an expanding 
drawer tray of steel. 

The first named item is listed as the No. 131GS and 
is the latest number to be added to the Weis line of 





THE NO. 131GS DESK TRAY 


desk accessories. Finished in olive green baked enamel, 
it measures 1% inches in height, 8% inches in width 
and 20% inches in length. 


The second item is listed as the No. 132GS and is 








THE NO. 132GS EXPANDING TRAY 


also finished in olive green baked enamel. When closed 
it measures 1814 inches and expands to 34 inches. It 
is 11% inches high by 44 inches wide. 


—___—_- 9-9 


NEW CALENDAR-FOUNTAIN PEN SET BY F. & M. 

Finch & McCullouch, manufacturers of Memory 
Masterpieces perpetual calendars, Aurora, Ill., have 
introduced to the trade a new number which is a com- 
bination perpetual calendar and fountain pen for desk 
use. It is listed as the No. 3110 Cadet and retails at 
$2.50. 

The Cadet is of duotone fabricated leather artisti- 
cally embossed in two striking colors, either brown 





THE NO. 3110 CADET 


or ivory, mounted on a solid walnut or maple stand 
equipped with a felt base to protect furniture. 

A steel inner construction assures sturdiness of the 
unit and a celluloid window renders it dustproof. The 
Cadet is equipped with Bakelite dialing knobs to har- 
monize with the pen gyro and fountain pen. 
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DAVIDSON ANNOUNCED DUAL DUPLICATOR 

The Davidson Manufacturing Corporation, 1020 West 
Adams street, Chicago, has announced to the trade a 
new dual duplicator, the outstanding feature of which 
is its. ability to produce both offset and letterpress 
duplicating. 

According to the manufacturers an unusually ac- 
curate registration is obtained by the Davidson dual 
duplicator. The sheet is under positive control during 
the entire travel, due to the fact that the grippers 
are not a part of the cylinder but of a continuous 
chain mechanism. Adjustments which permit the shift- 
ing of plates in four directions are said to make 
the matter of accurate color registration quite simple. 

Adjusting for pressure is simplified and a constant, 
uniform pressure, important to good offset work, is eas- 
ily maintained. Another important feature is the fact 
that since the plate occupies only a little more than 
one-third of the circumference of the upper cylinder, 
the inking rollers have free time in which to become 
thoroughly re-inked and distributed, resulting in com- 





THE DAVIDSON DUAL DUPLICATOR 


plete and even inking of the plate. This also applies 
to the moistening rollers. 

The well-known Davidson suction feeder is a part 
of the equipment, although the Davidson continuous 
load friction feeder is also available and is recom- 
mended for certain types of work. 

Offset plates can be made in several ways due to the 
special plates and solutions developed by the manufac- 
turer. Copy may be typed directly on the direct image 
plate and signatures, ruled lines, illustrations, dia- 
grams, etc., may be drawn directly on it with a special 
ink. Preparing the plate after the copy is on it re- 
quires only about three minutes and it is then ready 
to be locked on the cylinder. 

Using another type of plate, type forms can be 
proofed directly upon it and quickly prepared for re- 
production. Still another plate is supplied for photo- 
graphic plate making and gives fine detail in halftone 
work. 

The present model will handle work up to 10 by 14 
inches at a speed of 6000 copies per hour. The suction 
feeder has a capacity of 5000 twenty-pound sheets in 
any size from 3 by 5 to 10 by 14 inches and it will 
handle any stock from lightweight paper to cardboard 
and envelopes. Further details will be furnished by the 
company on request. 
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ADDING-LISTING MACHINE BY BARRETT 
The Barrett adding machine division of the Lanston 
Monotype Machine Company, Philadelphia, has an- 
nounced a new Graytone two-in-one adding-listing 
machine with a number of new features. 


A new calculating device furnishes a printed proof 
of all factors—these being printed in a horizontal line 





THE BARRETT ADDING-LISTING MACHINE MODEL NO. 1221 


in an easy-to-read position. Multiplying on the ma- 
chine is done with ease and speed. Three factors only 
show on the paper—the multiplicand, the multiplier 
and the answer—all in a parallel on the paper tape. 
Printing operations are automatically stopped during 
the process of multiplication and, with the automatic 
printing of the factors, the multiplier and multipli- 
cand are proof of the correct answer. To add to the 
simplicity of multiplying, short cut multiplication is 
done through the aid of the subtract lever. 

Further details will be furnished by the company on 
request to its home offices at Twenty-fourth at Lo- 
cust, Philadelphia, Pa. 


*—- + 


NEW TRANSFILE BY GUIDE SYSTEM & SUPPLY 

The Guide System & Supply Company, 335 Canal 
street, New York City, has announced to the trade a 
new fibre board file which has been given the name 
of the Firefoe Transfile. 

The principal feature of the new file is the fact that 
its construction embodies an asbestos cover which 
makes it non-inflammable, fire-resistant and vermin- 





THE FIREFOE TRANSFILE 


proof. Steel reinforcing adds strength and assures 
long life. 

Other features claimed for the Firefoe Transfile are: 
A ball-bearing drawer action which permits easy ope- 
ration of fully loaded drawers, an automatic drawer 
stop, steel front, two-way interlock, and attractive 
olive green finish. 

With the introduction of the new number the com- 
pany now has a complete line of these files with four 


styles and thirteen sizes to choose from. 
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VAN DYKE’S STREAMLINED FLUORESCENT LIGHT 


Van Dyke Industries, 2857 South Halsted street, Chi- 
cago, has announced a new, streamlined fluorescent 
lamp, designed for the holiday gift season, in which 





THE NO. 950 VAN DYKE LAMP 


the principal feature is a “Streamlite Parasil’” reflec- 
tor which eliminates glare and sheds the maximum 
illumination. It is listed as the No. 950. 


Equipped with a walnut base which has a hand 
rubbed finish, the lamp includes a solid bronze pen- 
holder and appointments as well as a shade finished 
in morocco brown and natural bronze, a fifteen watt 
tube and an instantaneous type switch and ballast. 
For A.C. operation, the lamp measures ten inches in 
height and eighteen inches in width. 

— —- © 
PITTSBURGH COMPANY ANNOUNCES NEW TYPE 
OF DUPLICATING STENCIL 

The Pittsburgh Typewriter & Supply Company, 336 
Fourth avenue, Pittsburgh, Pa., has announced that a 
new type of stencil embodying a method of permitting 
the user to receive stencil and backing sheet separ- 
ately and attach them as required, is available. The 
stencil’s trade name is “New Process.” 

In manufacturing, the company uses white, dry 
backing sheets and coats a Strip across the top with 
soluble gum glue, similar to that used on envelopes. 
The manufacturer then packs twenty-four backing 
sheets separately, and twenty-four stencils interleaved 
with waxed sheets separately in the regulation folder 
box and sells them that way. 

When the user desires a stencil he merely moistens 
the gummed strip on the backing sheet, places a stencil 
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THE “NEW PROCESS” STENCIL ASSEMBLED 


on backing sheet and allows it to fall into place. Run- 
ning a finger over the top attaches stencil to backing 
sheet and it is then ready for use. It is claimed that 
with this type of assembly and manufacture the sten- 
cils don’t stick to backing sheet nor interleaving sheet, 
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and the paper doesn’t stick to the stencil. The stencils 
may be cut to desired size and operate equally well 
in four different manners, 1: Just stencil and backing 
sheet. 2: With sheet of cotton-like tissue between 
stencil and backing sheet. 3: With sheet of carbonized 
paper between stencil and backing sheet or, 4: With 
sheet of cellophane over the face of stencil. 

Illustrated literature, further particulars and prices 
are available to the dealer on request. 


——~— 


TWO NEW LIST FINDERS BY BATES 

The Bates Manufacturing Company, 30 Vesey street, 
New York City, has recently announced two new mod- 
els added to its line of list finders. They are the 
Dialist and the new Model A. 

The Dialist is all metal and finished in mahogany 
with gold trim. In operation the user merely chooses 
the letter required in the circular dial, and then dials 
it exactly as when using a telephone. The list finder 





ABOVE.—The Bates Dialist list 
finder and (right) the improved 
Model A list finder. 


opens at the desired page as soon as the dialing is 
completed. 

The Model A is similar in construction and operation 
to the previous Model A, the only difference being in 
the finish which is mahogany in place of the former 
Silver grey. There is a vertical alphabet at the side 
with a red pointer. The page wanted is secured by 
moving the pointer up or down to the corresponding 
letter, then pressing a snap at the bottom. These two 
items retail for $1.50 and $1.00 respectively. 

The Bates Manufacturing Company will furnish ad- 
ditional information of these and other numbers of 
the line promptly to dealers on request. 


—_-—_- 
WHOLESALE ANNOUNCES NEW LINE OF 
REBUILT UNDERWOODS 

The Wholesale Typewriter Company, 155 Sixth ave- 
nue, New York City, has announced to the trade a new 
line of rebuilt Underwood typewriters under the name 
of “Top Grade.” 

The many special features embodied in this new ma- 
chine include the following: Streamlined, all crackle 
enamel with new style silver transfers, visible, self- 
locking speed margin, five key decimal tabulator, ex- 
clusive green two-color visible front scale, new cushion 
feet with nickel-plated caps, new cylinder knobs, re- 
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covered cylinders and feed rolls, individual key action 
control, eye-ease keyboard. 

Each machine is price-tagged $49.95, the tag being 
sealed to the typewriter. 


— oe -—. - 


PRONTO’S RECORDAK FILM CABINET 


The Pronto File Corporation’s new, twenty-one 
drawer cabinet, No. 9421, has been designed for housing 
Recordak films. The drawers being 91g by 414 by 24 
inches inside, accommodate two rows of films in each 
drawer. 

The new Pronto cabinet is made of heavy gauge 
steel to reduce the fire hazard of storing inflammable 
material of this kind. The cabinet can also be utilized 
for the storing of canceled checks. It can be inter- 
locked into solid batteries to meet the requirements 
of practically any size of business organization. The 





THE RECORDAK FILM CABINET 


retail price is $29.40, about the same price as the firm’s 
corrugated board storage files. 

Full particulars of the Recordak film cabinet can be 
obtained from the manufacturer, Pronto File Corpora- 
tion, 349 Broadway, New York, N. Y. 


—- 





THE UNDERWOOD SUNDSTRAND MANUAL ADDING-FIGUR- 
ING MACHINE.—The machine shown above is the manually- 
operated Underwood Sundstrand adding-figuring machine re- 
cently announced by the Underwood Elliott Fisher Company. 
It is a companion number to the electrically-operated model 
which was illustrated and described in the November issue. 





o~—--e 
TRA-DEX TRUCK NEW FILING AID 
The Visible Records Equipment Company, 1432 Alt- 


geld street, Chicago, has recently introduced its latest 
filing aid which has been named the Tra-Dex truck 
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As the name implies, it is a mobile unit for the trans- 
porting of the company’s multiple reference rack, in 
all standard sizes. 

Parallel reinforcing angles running the entire length 
of the truck, both front and back, permit bolting the 





THE TRA-DEX TRUCK 


multiple reference rack to the truck frame to form a 
single unit and eliminate need for a flat steel top. A 
disappearing swinging shelf, 1414 by 17 inches, at- 
tached to the left front leg forms a surface for hold- 
ing a Single Tra-Dex section when posting. It has a 
friction lock and means for locking in a working posi- 
tion. There are no sharp corners. 

Substantially built, the truck is 281% inches high. 
Knee space is 265 inches wide and 24! high. Three- 
inch diameter composition rubber casters (front two 
with foot locks) are standard and the finish is Moroc- 
co grain baked enamel. 


o<i>-°.——...... 


NEW DESK LOCKING DEVICE ANNOUNCED 
A new type of locking device for desk drawers for 
which a patent application has been filed was an- 
nounced last month by Chester Lich, 3733 North St. 
Louis avenue, Chicago. 
The slideways of the pedestal drawers of a desk are 
recessed to provide vertical 
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locked position. 
central drawer is closed the 
bar is moved upward and 
the looking mechanism for 
all the other drawers func- 
tions immediately. If the 
pedestal drawers are open when the central desk is 
closed, each of them will become automatically locked 
as soon as each is closed individually. 
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BURROWS REACHES 67TH YEAR 


Sixty-seven years of endeavor in the stationery and 
office supply field was celebrated last month by the 
Burrows Brothers Company, Cleveland, Ohio. From a 
modest beginning in 1873 when a little store was 
opened by Charles William and Harris Bradford Bur- 
rows, the organization has grown steadily until today 
it is one of the largest and best-known stationery 
houses in Ohio. 

The first store was opened on Euclid avenue by 
the two young men who went to Cleveland from Bos- 
ton. They had been salesmen for Lee & Shepherd in 
the East but for quite some time had cherished an 
idea of owning their own business. 

That first Winter was a hard one for the young 
business men—who for years laughed over the fact 
that their first sale was a five-cent pencil—and they 
came close to bankruptcy. But things began to look 
much brighter when in 1874 Charles conceived the 
notion that a circulating library might help the good 
work along. In 1881 the brothers had rented new and 
larger quarters and their father, Joseph W. Burrows 
entered the firm to assist the accounting department. 

Harris Burrows retired as general manager in 1907 
and his brother relinquished the presidency six years 
later. There was a change in management but it was 
not until 1919 that the present owners took over. To- 
day Gordon B. Bingham is president, Albert Burkhardt 
is vice-president and H. Fred Gaertner is secretary. 

The men carry on the traditions of the first owners 
and have consistently worked to make the organiza- 
tion continue the remarkable growth it experienced 
in its earlier years. How they have succeeded is aptly 
borne out by the fact that under the management of 
Mr. Bingham, the company boasts a main store—com- 
pletely rebuilt and redecorated in 1938—as well as 


eight branches. 
— nil li ita 


“GROWING SALES” 

An important message and many valuable sugges- 
tions for the sales manager are the features of a 
booklet entitled “Growing Sales’ recently issued to 
the trade by the National Business Show Company, 
New York City. 

The brochure, written by Charles H. Hunter, Chicago 
manager of the business show organization, consists 
of twenty-four pages the first of which contains the 
title “Growing Sales—the Joy of Business.” As the 
name implies it tells the reasons why sales may grow 
or may not and business may prosper and may not. 
It touches briefly but effectively on the many phases 
of sales promotion including letter writing, advertis- 
ing and demonstration. In easy-to-understand lan- 
guage, the booklet concludes with an explanation of 
the many advantages of demonstration for the man 
who has something to sell and the facilities offered 
him by the National Business Show to display his 
products to best advantage. 

Copies of the pamphlet are available to those inter- 
ested and may be secured by request to the National 
Business Show Company, 50 Church street, New York, 
nm. 2. 


—-- 


LETTER TO HIGGINS REVEALS LONDON’S 
CONTEMPT FOR BOMBS 

A letter recently received by Chas. H. Higgins & 
Company, Inc., Brooklyn, N. Y., from Artist, a British 
magazine devoted to the various branches of art, re- 
veals the utter inability of German bombing to frighten 
the people of London into a surrender. 

Contrary to military theories of air war and bomb- 
ings, the British apparently have steadily refused to 
“scare” even though the extent of the damage to the 
city and the number of casualties have not yet been 
revealed. As proof of this the letter reads in part: 

“It is dificult carrying on under bombing conditions 
daily and nightly—or I should say attempts at bomb- 
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ing in the day as very few get through and we take no 
notice at all of these, but simply carry on whilst the 
guns are peppering them. My staff refuses to go down 
to the air raid shelter and beg me to work on the roof 
spotter system, which we now do. Even the girls take 
no notice whatever when planes do get over us. The 
guns and fighters soon chase them off or bring them 
down. My main trouble is to stop the whole staff get- 
ting on the roof in order to see the fun. And it is 
exciting fun. 

“|. We appreciate your help and intend to fight to 
an absolute finish against bullying terrorism until it 
is stopped once and for all, so that we can settle down 
to real peace for a very long time.” 

The letter was written by H. Sawkins, manager of 
the magazine, to Higgins through Calkins & Holden, 
who explains casually in a postscript that he was with- 
in eight yards of one bomb when it exploded and with- 
in twenty-five yards of another but “the only damage 
was to water mains and gas pipes.” 





NEW DISPENSER FOR KUM-KLEEN LABELS.—The 
Avery Adhesive Company, 334 East Fourth street, Los 
Angeles, Calif., has recently designed and introduced 
to the trade this new dispenser for its Kum-Kleen self- 
adhesive labels. Where large quantities of material 
must be labeled by “assembly line” methods, this utility 
holder permits the operator to dispense the labels with 
one hand, leaving the other free for another operation 
at the same time. The device is of heavy metal, attrac- 
tively finished and equipped with suction feet to hold 
it firmly on desk or work table. The manner in which 
the dispenser operates was described on page 239 of 
the September issue. 
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SKINNER & KENNEDY APPOINTS BECKMAN 
DEPARTMENT MANAGER 


The Skinner & Kennedy Stationery Company, St. 
Louis, Mo., last month appointed Edwin F. Beckman 
manager of the office furniture department to fill the 
vacancy created by the death of the late E. J. Wernig. 
The latter’s passing is reported elsewhere in this issue. 

For the past ten years Mr. Beckman has been con- 
nected with the Skinner & Kennedy organization as 
assistant to Mr. Wernig. Prior to that he was for four- 
teen years with the Blackwell-Wielandy Company, be- 
ginning with that firm as an office boy. He was also 
employed by the S. G. Adams Company for a while. 

Mr. Beckman started selling office equipment in 1922 
and at each place of employment has specialized in 
the sale of Browne-Morse line of steel furniture. 

0 -—=>-0—__——__ 
LEONARD OPENS ENLARGED STORE 

As this issue goes to press the newly-decorated and 
enlarged store of Leonard & Company, 3100 West 
Grand boulevard, Detroit, Mich., is holding a grand 
opening. It is expected that details of the event will 
be provided for presentation in the January issue. 
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A REDUCED REPRODUCTION OF CENTER SPREAD USED IN THE FIRST WEIS INSERT IN JANUARY, 1911. 


RECORDING AN ANNIVERSARY 

In OFFICE APPLIANCES, month by month, are adver- 
tisements of many companies which have been con- 
tinuously represented for long periods—twenty, twenty- 
five and thirty years, and a few from the initial num- 
ber in June, 1904, and succeeding issues of the first 
year. For which long patronage and accompanying 
good will we again express our grateful appreciation. 
Which, through the years, we have tried to express in 
terms of usefulness. 

Each month is “anniversary” of the start of some 
long, enduring relation and impressive of the advances 
made by the individual companies whose collective de- 
velopment portrays the general progress of the industry. 

But the particular “anniversary” of this month is the 
rounding out of thirty consecutive years in presenta- 
tions of The Weis Manufacturing Company’s four-page 
inserts. Preceded for several years by a series of adver- 
tisements in the regular form, these colorful sheets 
first appeared in the issue of January, 1911, and for at 
least ten months each succeeding year—many times 
twelve months—have been presented through the three 
decades. 

So constantly have Weis inserts been a part of each 
issue that staff members handling makeup through the 
years have come to consider them as integral parts of 
the journal, much like the four pages that constitute 
the covers. On those infrequent occasions when Weis 
has been “out,” there has been a vague feeling of in- 
completeness, as though the journal was short one of 
its sparks of vitality. 

The long line of Weis inserts limn the growth and 
development of the Weis business, established in To- 
ledo, Ohio, by the late Andrew L. Weis—who, while a 
resident of Fort Lauderdale, Fla., died in a Miami hos- 
pital in May, 1937—as the Weis Bindery Company, 
reorganized as The Weis Manufacturing Company in 
1907, and moved to Monroe, Mich. Until 1913, when 


death took E. J. Weis and O. T. Weis, the organization 
composed of A. L. Weis and his five brothers remained 
intact. Very shortly after, W. C. and F. N. Weis retired, 
placing the burden of executive responsibilities upon 
A. L. and H. C. Weis 


In February, 1924, the enforced absence of A. L. Weis, 
whose holdings were purchased later, made necessary 
reorganization of the company. With the exception of 
F. M. Weis, who has been replaced by F. W. Ainslie, the 
following officers and directors who were elected then 
are all active today, guiding the destinies of the Weis 
business: 

H. A. Consor, president; E. T. Weis, vice-president; 
R. H. Sprague, secretary; A. G. Wuest, treasurer; H. C. 
McPike, general manager; F. M. Weis and R. W. Wuest, 
directors. ee 


BOWES CEASES ACTIVITY IN POSTAGE METER 
FIRM 

Walter H. Bowes, founder of the Pitney-Bowes Post- 
age Meter Company and its affiliated concerns, last 
month announced his retirement from active service 
as chairman of the company’s board. He will, however, 
continue to serve as consultant and advisor. 

It was immediately after the World War I that Mr. 
Bowes created the postal system now known as metered 
mail by which business houses, using a postage meter, 
are licensed by the post office department to print 
their own postage, prepaid and postmarked, in their 
own Offices. 

That the system was universally adopted and has 
become a complete success is exemplified by the fact 
that today these machines collect and prepay a sum 
in excess of $121,000,000, or eighteen per cent of all 
United States postage revenue, representing a volume 
of nearly 4,000,000,000 pieces annually. 

ncaa lh cca 
BRASSLER JOINS OLD TOWN IN IMPORTANT POST 

The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., last month announced the appoint- 
ment of Carlyle Brassler as assistant sales manager in 
the national dealer division. The announcement was 
made by General Manager A. W. Young, who Said Mr. 
Brassler will be directly responsible for coordination 
of the efforts of factory representatives in the field to 
support dealers distributing Old Town products. Mr. 
Young also reported that a comprehensive long range 
program is being worked out and will be announced 
in the near future. 
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PHILADELPHIA BUSINESS SHOW HELD 

The Philadelphia Stationers Association, with the 
united support of some forty stationery and office 
equipment manufacturers, staged a three-day business 
show in the ballroom of the Manufacturers and Bank- 
ers Club, Broad and Walnut streets, Philadelphia, on 
October 22, 23 and 24. To this decorous display of sta- 
tionery and supplies, personal invitations were sent to 
office managers, purchasing agents and stenographers 
who do the buying of stationery and supplies for Phila- 
delphia business houses. 

The exhibitors generally expressed satisfaction at 
both the number and quality of the visitors. Some ex- 
cellent sales were reported. Most all were enthused 
by the greater opportunity to sell their lines to buyers 
when the buyer had both the time and the interest 
to listen. Making allowances for the fact that this 
show was the initial venture of this group with all its 
attendant delays and disappointments, the event was 
successful in its avowed purpose. 

The following manufacturers took part in the show: 


Acco Products, Inc Markwell Mfg. Co. 

American Pencil Co National Blank Book Co. 

Automatic Pencil Sharpener National Fiberstok Envelope 
Division Spengler Loomis Co 
Mfg. Co. National Vulcanized Fibre Co 

Bates Mfg. Co Oakville Co 

Boorum & Pease Co Oxford Filing Supply Co. 

\lvah Bushnell Co. Parker Pen Co 

Columbia Ribbon & Carbon Peerless Key-Imperial Mfg. Co. 
Mfg. Co. Polar Mfg. Co 

Columbia Steel Equipment C Sengbusch Self-Closing Ink- 

Dennison Mfg. Co stand Co 

Joseph Dixon Crucible Co Speed Products Co. 

Eagle Pencil Co. S. S. Stafford, Inc. 

Ever Ready Calendar Mfg. C: Stationers’ Guild of America 

Esterbrook Pen Co. Stationers Loose Leaf Co 

Eberhard Faber Pencil Co Sun Rubber Co. 

Faries Mfg. C% Trussell Mfg. Co 

General Pencil Co L. E. Waterman Co. 

The Globe-Wernicke Co Weis Mfg. Co 

Hotchkiss Sales Corp Wilson-Jones Co. 

(*. Howard Hunt Pen Co Zephyr American Corp 


To Tom Stagg of Hoskins, Inc., president of the Phil- 
adelphia Stationers Association, and his hard work- 
ing committee goes the big bouquet of posies. They did 
a capital job under some unfavorable circumstances. 

At 3 o’clock Thursday, the show was over for all ex- 
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cept the exhibitors, for the ballroom had to be cleared 
in a couple of hours for the thirty-fifth anniversary 
dinner of the Philadelphia Stationers Association 
scheduled for the same place a few hours after. It is 
always surprising to see how quickly and thoroughly 
a job like than can be done. 

By 7 o’clock on Thursday evening the ballroom had 
been arranged to seat the 175 members and friends 
of the Philadelphia Stationers Association who assem- 
bled. The stirring strains of our national anthem, sung 
by the 175 men just before they sat down, seemed to 
have a new feeling and emphasis. 


Guests Introduced 


The dinner was soon over and President Stagg ad- 
dressed the diners. He gave a brief report of the busi- 
ness show, recruiting many humorous incidents that 
occurred as well as some of the difficulties the com- 


(Turn to page 90, please) 





DISPLAY BOOTH OF THE COLUMBIA STEEL EQUIPMENT 
COMPANY AT THE PHILADELPHIA BUSINESS SHOW 


NOTABLES AT PHILADELPHIA STATIONERS 
BANQUET. 


1. Standing: Burt Brewster, Boorum & Pease 
Co., president, Penn-Mar-Va Club; Joe 
Snitzer, Automatic Ptg. Co., treasurer, Phil- 
adelphia Stationers sn. Seated: Officers 
of the association. Tom Stagg, Hoskins, Inc., 
president; Richard B. Yeo, Yeo & Lukens 
Co., vice-president; George Wustner, Wm. 
B. Murphy Sons Co., secretary. 

2. Ben Wachtel, Parker Pen Co., second vice- 


president of the association; J. J. McCabe. 
Hoskins, Inc., who directed the minstrel 
show. 


3. William H. Brooks, Wm. F. Murphy Sons 
Co.; A. W. Gill, A. W. Gill Co., governor 
third regional district. 

4. Charles A. Connell, Automatic Ptg. Co.; 
Francis B. Irwin, James Hogan Co.; Lou 
Hawkes, retired. 














FIVE EXHIBIT BOOTHS WHICH ATTRACTED AND ENTER- 
TAINED CROWDS AT THE RECENT N. A. C. A. BUSINESS 
SHOW IN CLEVELAND.—(Upper left) Marshall-Smith, Inc., 
maintained one of larger display spaces in which to show 
Postindex visible records, Master-Craft loose leaf systems, 


CLEVELAND N.A.C.A. HOLDS BUSINESS SHOW 

Marked by an attendance which spells an increasing 
public interest in office equipment, supplies and ma- 
chines, a three-day business show was staged last 
month by the Cleveland chapter of the National Asso- 
ciation of Cost Accountants in the Hotel Carter 

The show opened on November 13 with twenty-four 
manufacturers and local firms combining their efforts 
to entertain and instruct the large number of visitors 
who attended the exposition. The exhibitors were: 


Acme Visible Records, I International Bu Mach. ( 
Addressograph-Multigraph Corp Marchant Calculating Mac e { 
Allen-Wales Adding Machine ( Marshall-Smith, lr 

American Sales Book ( McBee Co 

Bonnar Vawter ( Monroe Calculating Ma ne { 
surroughs Adding Machine ¢ National Cash Register ( 
Cincinnati Time Re rder ( National Postal Meter ¢ 

A. B. Dick ¢ Snapout Forms ¢ 

Dictapl Cory} Standard Service Burea 

Ditto Sales & Service Underwood Elliott 1 { 
Felt & Tarrant Mfg. ¢ Vari-Typer Sale & Se 

Friden Calculating Machine Ce Lichty Ptg. ¢ 


An unusual feature of the exposition, which was 
arranged and successfully carried out by R. M. Fraser 
of Marshall-Smith, Inc., was the request to all exhibi- 
tors that they make a brief statement at the end of 
the show concerning the principal feature of their ex- 
hibit booth. The replies as given by the firms which 
responded were as follows: 

Acme Visible Records, Inc.—Unusual interest was 
displayed at this booth where the new Super-Visible 
line was shown. On display was the Telefact unit 
which demonstrated the manner in which voluminous 
records can be housed in compact form, offering in- 
Stant access to all records because of their visible ar- 
rangement. The new Acme visible pay roll calculator 
also attracted favorable comment. 

American Sales Book Company.—A complete line of 
accounting forms for every machine with over fifty 
forms, registers, devices and attachments displayed 
The feature of this booth was the Formaliner which 
controls the feed of the various continuous forms 


which the company offers. 
Bonnar-Vawter Company. 


Showing the form-con- 
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Cramer posture chairs and Art Metal furniture. (Upper right) 
The Ditto Sales & Service Company. (Lower left) The Standard 


Service Bureau Company. (Lower right) Acme Visible Rec- 
ords, Inc. (Inset) The Monroe Calculating Machine Company. 
Pictures of other booths were not available. 


troller for use with continuous multiple copy forms 
in connection with tabulating machines. 

Burroughs Adding Machine Company.—Featuring an 
adding machine which will list and accumulate forty 
totals for distribution of sales by products or expense 
distribution. 

Dictaphone Corporation.—A display of the new Ca- 
meo models of the Dictaphone dictating equipment 
which featured the Telecord electric recorder and re- 
producer. 

Felt & Tarrant Mfg. Company.—Showing the newly 
announced “Cushioned-Touch” Comptometer, the new 
electric Comptometer and the Peg-Board accounting 
and its application to accounting procedure. 

Friden Calculating Machine Company.—Featuring 
the Friden Super-Matic tabulating model ST, a calcu- 
lator with full automatic positive, negative and accu- 
mulative multiplication, selective automatic carriage 
tabulation with automatic dividend entry and non- 
entry of “1”. 

International Business Machines Corporation.—The 
feature of interest was the exhibit of the Electromatic 
word counter with Miss Stella Pajunas and Mrs. Mar- 
jorie Splitstone as demonstrators. The word counter 
faithfully registered the 140 and 155 words per minute 
speeds reached by the demonstrators. 

Marshall-Smith, Inc.—Showing Cramer Air Flow, 
Roll-Tilt chairs, Postindex visible equipment and Mas- 
ter-Craft loose leaf systems. 

National Postal Meter Agency.—Featuring the new 
Model 85 with its automatic high-speed feeding, seal- 
ing and inking. 

Snapout Forms Company.—lInvoice and production 
order forms containing 17 to 20 copies in a single set 
Snapout arrangement which is used on electric type- 
writers. Handwritten one-time carbon forms which 
give legibility on seven to eight copies were also shown. 

Standard Service Bureau, Inc.—This booth featured 
the Standard Mailing Machines Company’s new unit 
posting machine with its automatic selector which 
makes possible the duplication of single items from a 
solid page at unusual speed 
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Victor Adding Machine Sales & Service.—Featuring 
the new portable direct subtracting model with its 
streamlined action, quieter, easier and faster opera- 
tion. All other models in the portable and heavy-duty 
lines were also shown. 

On Thursday evening, November 14, the N. A. C. A. 
held its technical section at which the guest speaker 
was E. B. Gage, resident director of the Raymond Rior- 
dan school, Highland, N. Y. Mr. Gage gave an interest- 
ing and illuminating address under the title of “Econ- 
omy Through Use of Office Equipment Standards.” 
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LARGE CROWD ATTENDS INDIANAPOLIS 
BUSINESS SHOW 

On Friday, November 15, the first annual business 
show, Sponsored by the Indianapolis chapter of the 
National Association of Cost Accountants, ended its 
three-day exhibition in Murat temple. The event won 
the enthusiastic acclaim of the forty-five exhibitors 
as well as the visitors who numbered five thousand. 

The opening of the show was designated as “Stu- 
dents’ Day” and pupils from the business administra- 
tion classes of Butler University, Indiana Extension 
University and various business colleges in the city 
and surrounding territory were special guests at the 
exposition. In the evening of the opening day the reg- 
ular monthly meeting and dinner of the N. A. C. A. 
were held in the beautiful dining room of the temple, 
with the meeting adjourning in plenty of time for 
those present to visit the exhibition hall. 

Thursday was “Purchasing Agents’ and Executives’ 
Day” and on this date the Caravan Club, an organiza- 
tion of some 400 members, adjourned a meeting being 
held in the temple so that those attending could visit 
the business show in a body. 

Highlights of the show included the demonstration 
of a new recording machine by Dictaphone which can 
be used for taking criminal confessions, and a cham- 
pion typist demonstration given by IBM. On the closing 
day each exhibitor was required to fill out a question- 
naire, the answer to which indicated that all were in 
favor of repeating the show next year. 
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1; A. B. Dick Co. 2: Dictaphone Corp. 3: Royal Typewriter Co. 
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Manufacturers and local companies which main- 
tained exhibition booths at the show were as follows: 


THE EXHIBITORS 


Adding Machine Sales & Service Marchant Calculating Machine Co 
Addressograph-Multigraph Corp McBee Company. 

American Salesbook Co. Monroe Calculating Machine Co. 
Bramwood Press. National Cash Register Co. 


National Postal Meter Co, 
Postage Meter Co. 
Premier Printing Co. 


Burroughs Adding Machine Co 
Derler & Co, 
A. B. Dick Co 


Dictaphone Corp. Remington Rand Ine. 

Ditto, Ine. Royal Typewriter Co., Inc. 
Ediphone Company Sentinel Printing Co. 

Egry Register Co Shelby Salesbook Co, 

F. & E. Check Writer Co Stationers, Inc. 

Felt & Tarrant Mfg. Co Standard Register Co. 

Hamilton Autographic Register Co. Todd Sales Co. 

Indianapolis Office Furniture Co. Underwood Elliott Fisher Co. 
International Bus. Mach. Corp United Autographic Register Co. 


Charles R. Israel, president of the Indianapolis chap- 
ter, declared that the thanks of the local organization 
were extended to C. W. Hirschland who, as general 
chairman, was responsible for the success of the show. 





THE MEN WHO MADE THE INDIANAPOLIS BUSINESS SHOW 

TICK.—Front row (L to R) Charles R. Israel, president of the 

Indianapolis chapter; C. W. Hirschland, general chairman of 

the show; Elmer Schwier, chairman operations committee. 

Standing (L to R) L. L. Sheppard, chairman exhibitors and 

space committee; H. W. Nichols; H. T. Mathews; George S. 
Wells; Harold E. Wells, chapter secretary. 
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4: Felt & Tarrant Mig. Co. 5: Egry Register Co. 6. Ditto, Inc. 


7: Standard Register Co. 8: Addressograph-Multigraph Corp. 9: Shelby Salesbook Co. 
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DISPOSING OF SMALL ITEMS A LA 
LUCAS BROS.—Selling a large variety of 
small items was a problem which Lucas 
Bros., Inc., Baltimore, Md., recently dis- 
posed of by installing these show cases 
for open display. Each of these has 170 
compartments and each compartment 
houses a different item. The displays are 
located in the front section of the store 
with each item clearly marked. The cus- 
tomer chooses the item desired and 
hands it to a salesman for wrapping. The 
system is known as “self-service” and 
has proved profitable to the Lucas or- 
ganization. 





PEN DEPARTMENT 


BP SHEAFFERS 


SHOWING SHEAFFER PENS IN A BIG 
WAY.—This new display for its large line 
of Sheaffer pens was recently installed 
by the Dameron-Pierson Company, Ltd., 
New Orleans. Combined with two side 
cases (not shown) the unit is said to form 
one of the largest fountain pen depart- 
ments in the South. A bronze name-plate 
has been installed along the top of the 
standard Sheaffer case and there are 
comfortable writing desks at either side 
for the use of customers who wish to try 
out pens. H. E. Rivera has placed the 
pen department just inside the front door 
where customers leaving or entering the 
store are obliged to pass it closely.—_ RAL 








BALTIMORE THING MACHINE CO. 


DICTATING MACHINES and SUPPLIES 


BALTIMORE CITIZENS MEET THE DIC- 
TATING MACHINE.—One of the highly 
interesting spots in the well-received 
Manufacturers’ Products Exhibition, held 
in the Lord Baltimore hotel, Baltimore, 
Md., on October 22 to 24, was the display 
booth of the Baltimore Dictating Machine 
Company. G. A. Harrington, manager of 
the company, arranged an intriguing 
show which, because of its mechanical 
features, was a highlight of the event. 
A special attraction was a_ contest 
whereby onlookers were permitted to 
make a guess as to the pressure required 
to break one of the company’s standard 
dictating machine records. 
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A lot of businesses will start 
in’41....Some will make good; 
others won't. . . . Some busi- 
ness founders of ’41 will make 


money; others will lose it. 


No matter the year, no matter the 
field, if you start in business you 
need three things 

-a stout heart 

—an honest mind 

—the ability to add and subtract 
for the race is still to the strong, 


honesty is still the best policy, and 


two and two still make four. 

When you go into business you 
can build quality, or you can 
cut it. 

The quality article has a self-re- 
specting, honest, independent look. 
Che other looks shamefaced. The one 
has an honest ring. The other is tinny 
and false. The one is what it is and 
looks what it is; the other tries to 
look what it isn’t. 

This country knows quality, loves 
it and wants it. It is as old as the 


caveman’s maul, but will never wear 








out its welcome. 


You can hang out your shingle as 
doctor, lawyer, merchant, manufac- 
turer, or salesman. You can work for 
yourself or produce something for 
another man. You can work alone, 
as a partner, or a corporation; in a 
big building or a one-room office 

—but it all adds up to this: 

Serving someone with something 
the way you would have him serve 
you. 

That’s the way to start in business 


and to stay in it. 





Mimeograph stencil duplication is the most widely used 


method of office duplication. 





Its most common uses are for bulletins, 
reports, letters, price lists, forms—prac 
tically anything you want copied on 
paper. 

It was introduced more than 50 
years ago and is today one of the ac- 
cepted necessities of modern business, 
perhaps as basic as the typewriter or 
the telephone. 

The machine itself is beautifully 
made, with little to get out of order. 
With common care it will perform its 
functions for years without repair. 
There are four models for every type 
business, school, or institution. Elec- 
trically-driven or hand-operated mod- 
els; self-feeding mechanism or manual. 
Output: 50 to 160 copies per minute. 

Mimeograph brand stencil sheets 
and inks are made by painstaking, ex- 
clusive processes. No satisfactory sub 


stitutes have ever been found for them. 
They produce clean cut, permanent im 
pressions with a standard of visibility 
equal to the high visibility require- 
ment of modern schools. 

Any intelligent boy or bright typ- 
ist can quickly master it and produce 
excellent results. Our customer aid de 
partment provides free, expert training. 

We have a ‘‘gold mine’’ of in- 
formation as to how the Mimeograph 
duplicator and supplies can be used 
to increase efficiency and save money 
in all types of businesses, schools 
and institutions. Will you let us 
make this information available to 
you ona no-cost, no-obligation basis? 
Just phone the Mimeograph distrib- 


utor in your city. 











A. B. Dick Company, Chicago 


RR Mimeoera 


IGHT 1940, A. B. DICK COMPANY 


ph duplicator 


MIMEOGRAPH is the trade-mark OTa of A C p x Company, Chicago, pil in the U. S. Patent Office 
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STREAMLINING BANK CHECKS.—The 
Western Bank & Office Supply Company, 
Oklahoma City, Okla., recently complet- 
ed the designing of a new type of check 
for the City National Bank & Trust Com- 
pany, also of Oklahoma City. The sta- 
tionery and office supply firm then intro- 
duced the new and attractive job by 
mailing out a description of the work, a 
facsimile of the notice being produced 
here. 

















“WESBANCO” DESIGNS “STREAMLINED” CHECKS 


When the City National Bank and Trust Company, 
Oklahoma City, recently commissioned the Western 
Bank & Office Supply Company, also of Oklahoma 
City, to design and create a new type of check for its 
banking clients, a “streamlined” three-to-the-page 
check was born. 

To begin with, the basic fundamentals were taken 
care of by using a heavy rag paper, much superior to 
the usual paper used for checks and, because of artistic 
and safety factors, the pantograph process was chosen. 
Then Herbert Arnold, a noted artist, was given the 
task of designing the check with instructions to pro- 
duce something “compelling yet dignified.” 

The results were unusual. Each check face is dressed 
in a series of circles and bars giving an extreme 
streamline effect and signers of checks are protected 
against alterations because the structure of the check 


MORE SPACE PROVIDES BETTER SERV- 
ICE.—The Precision Platen Company. 
Minneapolis agency of the Ames Supply 
Company, Chicago, has recently im- 
proved and enlarged facilities to provide 
a better service to its dealers in the ter- 
ritory. (Upper left) A corner of the office, 
showing the Teletype by which M. Tes- 
chion, the manager, communicates di- 
rectly with the Ames organization. (Up- 
per right) Modern spraying equipment 
which produces an even coating of high- 
grade finishes for cases, bases and parts. 
(Lower left) The platen room where a 
full stock of all sizes and densities is 
maintained. Precision platen grinders 
assure accuracy and speed in supplying 
platens for every purpose. (Lower right) 
Electrically-operated oven for baking of 
finishes assures accurate control of tem- 
perature and cleanliness. Many visitors 
to the enlarged plant have complimented 
Mr. Teschion on the improvement and 
the modern equipment and machinery, 
and have expressed surprise at the speed 
with which the Teletype machine permits 
the Minneapolis organization to contact 
the Ames Supply Company, about 500 
miles away, when fast delivery of sup- 
plies or special hurry-up orders are to 
be discussed. 


obliges the user to write in special safety bars and not 
on lines. 

Although an unusually long period of time was given 
over to preliminary experiments the result was worth 
the time expended. Jess M. Beck, president of 
“Wesbanco,” and his staff studied various papers, inks, 
types, styles and safety devices before deciding to use 
the pantograph process. All of the experiments were 
fully discussed with bank officials and the various re- 
sults shown them before the final style and makeup 
were unanimously approved for use. Thus the stream- 
lined check was born. 

It is expected that this new streamline mode for 
bank checks, with its safety features by which alter- 
ing or defacing figures or writing are made extremely 
difficult, will win the approval of all law-enforcing 
agencies in the country. 

——_= > 
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We anticipate the usual rush for Corona Portables this Christmas... 


May we suggest that you check...now...on your stocks and get ready? 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE NEW YORK 
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The Guest Book 


J. C. (Jack) Tracy of Sargent Manufacturing Com- 
pany, San Francisco, signed his name in the Guest 
Book October 25. He had been in Chicago for several 
days on business, visited the Great Lakes Travelers 
Club, and from there came on to the offices of this 
journal. Mr. Tracy is on a trip which is ambitious in 
its proportions. Starting from San Francisco the nine- 
teenth of September, he covered a number of the 
larger cities in the West and Southwest prior to reach- 
ing Chicago. His schedule was to take him to the 
South through Cincinnati, with Florida as the ultimate 
goal in that direction. From there he plans to work 
north along the Atlantic coast, and return to San 
Francisco in April or May. He reports a lively demand 
for his company’s stencils wherever he has called. 
Mrs. Tracy, who recovered from a severe illness earlier 
in the year, is making the trip with him. 


Joe Hildreth, salesman emeritus of the Esterbrook 
Pen Company, inscribed his name in the Guest Book 
on November 7. With his nearly four score years rest- 
ing lightly on his shoulders, he strode briskly into the 
office and began spreading optimism. Since his retire- 
ment from active service a few years ago, Joe has been 
a more active traveler than when he was a traveling 
salesman. He was nearing the end of a month’s stay 
in Chicago when he dropped in for a visit and told of 
the pleasures he found motoring through the north- 
west into Washington and Oregon, and then down to 
California for a three months’ stay. He took in every- 
thing on the way from Crater lake and the ladder 
climbing salmon to Hollywood beauties and cliff dwell- 
ers. He was preparing to leave for Daytona Beach, Fla., 
where he will make a six months’ sojourn. By main- 
taining a vivid interest in life and constantly looking 
for new things, Joe Hildreth seems to have found the 
fountain of perennial youth. Long may he carry on. 


Fred Deutsch, manufacturers’ representative from 
Dallas, was a visitor at the office of this publication 
November 8 while on a trip which took him to New 
York and back to Chicago before returning to his ter- 
ritory. He represents S. S. Stafford, Inc., C. L. Barkley 


& Company, Seatmaster Company and American 
Photo Laboratories, Inc., in the states of Texas and 


Oklahoma. Two or three days of his Chicago visit were 
spent in the Barkley office where he acquainted him- 
self with the various numbers of the Barkley line, in- 
cluding the plastic tab indexes. He anticipated a busy 
and’ profitable winter season. 
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Tom Quickel of the Hutchinson Office Supply & 
Printing Company, Hutchinson, Kas., was a welcome 
visitor on November 13. After inscribing his name in 
the Guest Book, he told of some of the stimulating 
experiences he has had in the Selling field. His 
southern drawl falls pleasantly on the ear. A vig- 
orous personality with a wide experience in the office 
equipment field, Mr. Quickel is the type of man who is 
happiest when he is on the sales front fighting for 
business. 


R. George Roesch of The Eraser Company, Syracuse, 
N. Y., signed the Guest Book on November 18. He was 
in Chicago for the purpose of presenting the new mer- 
chandising unit for Rush erasers to the wholesale and 
retail trade. From headquarters in Syracuse, where 
he has been a student of advertising and merchandis- 
ing for many years, Mr. Roesch has conducted a busi- 
ness promotion service. For the past several years he 
has been actively engaged in developing the Rush 
eraser to its present standard and has guided the 
development of his firm’s executive and sales dis- 
tributor organization plan. He reports continued sales 
gains and is optimistic over the outlook for the future. 


EO ——— -_ 


ALLAN A. RYAN DIES IN SAN FRANCISCO 
AS we go to press word comes of the death of Allan 
A. Ryan, former president and treasurer of the Royal 
Typewriter Company, at the age of sixty-one. He passed 
away in San Francisco on November 26. Mr. Ryan, re- 
membered for his spectacular business career, was the 
son of Thomas Fortune Ryan. Of late years he spent 


much of his time in the south and traveling. 
sional list ims 


J. A. RUYS ESTABLISHES NEW YORK OFFICE 

J. A. Ruys of Ruys’ Handelsvereeniging Voor Indie, 
Batavia, Java, Netherlands East Indies, has taken 
permanent quarters at 350 Madison avenue, New York, 
N. Y. Mr. Ruys is now actively engaged in establishing 
relations with United States manufacturers interested 
in the sale of their products in the East Indies. 








EACUSE FL RASE 


In the November issue appeared a story concerning 
the formation of the Southern Folder & Index Com- 
pany in which the new firm’s address was given as 
El Dorado, Kansas. This was in error in that the ad- 
dress should have read Arkansas and not Kansas. 
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L.O.M.A. MEETS GF.—This dis- 
play of General Fireproofing Com- 
pany equipment was shown re- 
cently at the 1940 cenference of 
the Life Office Management Asso- 
ciation at Des Moines, Iowa. The 
display, in charge of C. W. Strau- 
bel, manager, and J. A. Saunders 
of the filing equipment and sys- 
tems division, included a desk, 
chair, filing cabinets and samples 
of indexing particularly adapted 
to insurance company require- 
ments. The convention was held 
in the Hotel Fort Des Moines. 
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We call this our 


Two-thirds bridge 


TT 
W HY ? Because it covers two-thirds of the gap between 


Portable prospects and Portable customers. 


The first third of this bridge is the reputation of the 
Royal Portable. For this, the only Standard typewriter 
in Portable size. inspires confidence, kindles desire. 

The second third was built by Royal’s new advertis- 
ing, the greatest in our history. In LIFE, POST, and 
COLLIER’S, Royal is telling parents how and why their 
children will get higher grades with a Portable. 

The final link in this bridge to greater sales is up to 
you. You alone can convert the prospects’ desire into 


cash at your store. How? 


By tying up with Royal's powerful advertising in your 
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local newspapers. By using Royal’s free advertising 
“mat” service. By making full use of Royal’s new dis- 
play material, mailing pieces, and store circulars. 

And, finally, by getting your salespeople to sell the 
Portable as a stepping-stone to better marks... an aid 
to clearer thinking ...a valuable asset in scores of 


professions . . . or a career itself! 





ROYAL PORTABLE 


The only STANDARD Typewriter 
in PORTABLE Size 


Copyright 1940, Royal Typewriter Co.. Inc. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Aasistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
6 St. Bride Street, London, E. C. 4. 


London, 29 October, 1940. 
Living dangerously! Some weeks ago when the pos- 
sibility of Seavacuation to the U.S.A. for British chil- 
dren was discussed, an American reader of OFFICE 
APPLIANCES, whose grandfather had emigrated to the 
States, wrote to a namesake in the office appliance 
industry over here, giving full details of his family 
history and of his own position—which happened to 
be a highly important one with an American company 

having a very successful branch in Great Britain 
and offering a home for duration to a child from the 
home town of his grandfather and who must bear the 
same name and be related to him. It was a mighty 
grand offer and contained many unusual advantages. 
The member of the British office appliance industry 
made haste to fully investigate the matter and ex- 
plored every avenue to contact such a child, including 
advertising in the local newspaper, but without suc- 
cess, although the name was a very common one in 
those parts. The suggested reason for this non-success 
is that mainly British folk prefer to live dangerously 
in their accustomed surroundings, even to dwelling 
in the cellars of their bombed homes, rather than seek 
comfort in a place which just doesn’t spell “home” to 
them. In London alone there are thousands of such 
cases, undaunted and smilingly preferring what may 

seem discomfort, to better things in a strange land. 


* * * 


“British grit” is the reason for the failure of the 
blitzkreig. It’s that capacity for adjustment to exist- 
ing conditions and the spirit that goes with it that is 
meaning so much in the bid for victory. The women 
prefer to share discomfort and nightly bombardment 
with their husbands. Appalling may be the conditions 
under which they live, but they have grown to love 
crowded conditions and the general mateyness there 
is in it all. To them it spells “there will always be an 
England.” 


* * * 


Living dangerously restores faith in humanity. 


There is a new zest on the job. One may not pro- 
crastinate, today’s job must be done today. The hazard 
of the moment 
morrow? 


today is theirs, but what of the to- 
What of it, it is in the lap of the Gods! 


Britain’s workers all are today in the front line and 
individual effort the basis of “Business as usual.” We 
are told that folk in the old country are poor organ- 
isers, but marvels on improvisation. Well they are sure 
doing marvelous things now. 

x . * 

A motorist giving lifts to passers-by, decided that 
to ensure getting to journey’s end without mishap he 
had best make a detour to the petrol pumps. On ar- 
rival there he queried “Have you plenty of petrol?” 
In response to the reply of “Yes, sir! 150 gallons,” “Ex- 
cellent! then I shall be able to fill my cigarette lighter.” 


* * * 


Many types of office equipment are being more 
widely used in the national effort. The Teleprinter 
service is working to capacity, having mainly taken 
the place of the old time messenger service, as the 
automatic typing of messages as received prevents pos- 
Sibilities of error as well as being a great time saver. 
This means a great demand for Teleprinted rolls and 
carbons. 

” * * 

The Telecord of the Dictaphone Company Ltd. and 
the Telediphone of Thomas A. Edison Ltd. also play 
a great part in the service of wireless and radio, ir- 
respective of the service of the dictating machines. 

* x a 

“Fireproof” office equipment has come into its own 
and at the present moment is having everything all 
its own way. “Fire! and not a paper singed.” The 
vendors can’t keep pace with the demand. What a 
foundation for future business. 

om * . 

The anomalies of the purchase tax are creating great 
difficulties in the office appliance and stationery fields. 
A tax designed primarily to cover luxury trades must 
of necessity create untold difficulties of assessment 
and valuation when applied to modern business neces- 
sities. The nationally minded business man aids his 
country by employing all the latest devices both in 
the factory and in the office to speed up production. 
He must have visible record systems, all the gamut 


(Turn to page 65, please) 
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NOW! In brand new 
attractive packages 


FOLDER ROLL LABELS 


Automatic unwinding 


Here’s a space-saving counter 

display in America’s favorite 

colors — red, white and blue! 

An attractive, eye-catching, 
sales-making, combination 

carton and display box that holds 12 
of the newly designed Imperial Folder 
Roll Label boxes, each with a continu- 
ous strip of 250 labels. The small boxes 
follow through with the same patriotic 
color scheme as the large carton. It’s 
Imperial’s new method of truly distine- 
tive packaging that your customers 
can’t miss and won’t forget! 


COLORED STRIPE FOLDER LABELS 


Convenient books of folder labels with 
colored stripes that are just what your 
customers have been wanting. Of strong 
manila gummed, buff stock for easy read- 
ing and a cleaner, neater appearance. 
Eight labels on each perforated sheet and 
500 to a pad. Easy-to-use size . . . 3%” 
long. Order a stock today! 


FIND OUT HOW TO SAVE MONEY; 
Send for the brand new Imperial catalog 
and Price List No. 44. 


FREE ON REQUEST. 





No. 39 


COLORED 
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* Harter’s New Line of 
Self-Fitting Posture Chairs 
Means Quick Profits 


UICK PROFITS because of quick sales—and quick 

sales because of three reasons: (1) These new Harter 
Posture Chairs are easy to sell...they offer new ease in 
making adjustments, new comfort, new beauty, as well 
as new and exclusive Harter features. (2) Full dealer 
cooperation, dealer-helps, a friendlier way of work- 
ing with dealers. (3) Back of it all, a concentrated cam- 
paign of national magazine advertising to 6,000,000 
of your prospects. This is an unbeatable combination. 
That’s why we say, “Dealers, this new line means 
quick profits for you!” 

In all of these famous posture chairs, for executive, 
secretarial, stenographic and general office use, the 
need for special fitting devices has been eliminated. 
These chairs are self-fitting! Adjustments for seat height, 
back rest depth and back height—all are made instantly 
and simply with quick-acting hand controls. 

_ With this feature, Harter has succeeded in over- 

Yy coming the greatest single handicap of posture chair 

. selling—the difficulty of making adjustments. In 
Harter Posture Chairs, correct seating is finger-ti 

SELL POSTURE * PLUS COMFORT controlled. Quick! Easy! Send for sac ng . 

QUICK ADJUSTMENTS * ENDURING THE HARTER CORPORATION, STURGIS, MICH. 


STR e NGTH * SMART APPEARANCE Chicago Office: 14 E. Jackson Blvd. NewYork Office: 354 Fourth Ave. 


A NEW CATALOG of Harter Posture Chairs is now ready. liiniatiamastall 
It describes in detail the simple adjustments, and the new Li — 
designs, styles and materials which make this new line the 
leader of posture seating. Send for your copy today!—see 
for yourself why Harter is the Quick Profit Line! rl nM _ Nn 


HARTER POSTURE CHAIRS FOR SECRETARIAL AND GENERAL OFFICE USE 


i l- wn 
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IN OTHER LANDS 
(Continued from page 62) 


of accounting machinery, filing devices, before produc- 
tion can even begin. The industry asks but why pena- 
lise him for being nationally minded? Many and 
long are the discussions. The mystery, however, re- 
mains unsolved. The need for improved factory and 
office methods is greater than ever. Ernest Bevin, 
Minister of Labour, has said that “the war cannot be 
won by the men of the services alone, however gal- 
lant and courageous they may be; there must be in 
addition the full use of the organising and productive 
genius of our people.” 
* * * 

Mechanical aids to efficiency are the commercial 
mechanics of modern business. The calculator and the 
tabulator interpret to the executives the work per- 
formed in the machine and assembling shops. 


* * * 


The Office Appliance Trades Association of Great 


Britain & Ireland held its twenty-first annual meet-! 


ing and election of officers on Tuesday, October 29, at 
the Connaught rooms, its “coming of age” celebration 
being well attended. The chairman and executive com- 
mittee were re-elected for a further year of office 
Past Chairm.an G. V. Speke of Acco Company Ltd. 
and Thomas Dixon of Dictaphone Company Ltd. paid 
tribute to their good work over a very difficult period. 

A note of sadness in the proceedings was the infor- 
mation that Frank Howard of the International Busi- 
ness Machines Corp. had been the victim of enemy 
action a few days previously, together with his wife 
and son. The meeting spent a moment in silence as a 
tribute to their memories. 

The factories and premises of several members had 
also been the targets of bombs: Gestetner Ltd., Kolok 
Manufacturing Company Ltd., Dictaphone Company 
Lt., Columbia Ribbon & Carbon Manufacturing Com- 
pany Ltd. These firms were, however, enabled to 
maintain production. 

It was a good meeting and although not quite up to 
the accepted standard of “coming of age” parties, yet 
it was productive of exhibitions of much good will and 
that fine spirit of cooperation that has from its incep- 
tion been the hallmark of the O.A.T.A. Edgar Smith, 
Block & Anderson Ltd., acting Hon. Secretary in the 
absence of J. Halsby, whose presence was greatly 
missed by all, did good work to ensure for coopera- 
tion in the future in relation to the many problems 
that constantly confront the trade. Many past chair- 
men were also present—Harry E. Stiles, W. Desborough, 


E. B. P. Jackson, A. R. Jackson. Service duties pre-| 


vented Lieut. E. C. Rylands and Wing Commander 
N. W. R. Mawle joining the gathering. 

The meeting both met and dispersed to the note of 
the “Alert.”—SSE 

*—- 
DEUTSCH TO REPRESENT SEATMASTER 
IN SOUTHWEST 

A. Millman, Seatmaster Company, 50 East Cullerton 
street, Chicago, Ill., manufacturers of “Nukraft” seat 
cushions last month announced the appointment of 
Fred Deutsch as sales representative for the South- 
west territory. “Nukraft’” is the trade name of a 
product developed and patented by The B. F. Good- 
rich Company and is used in the Seatmaster line of 
seat cushions. Mr. Deutsch, who spent considerable 
time in Chicago recently getting acquainted with the 
line will continue to represent other manufacturers 
as well. 

—<—_>> 
IMPERIAL LEATHER FURNITURE CORPORATION 
EXPANDS INTERESTS 

For the past eight years the Imperial Leather Furni- 
ture Corporation, 18 East Eighteenth street, New York, 
N. Y., has been manufacturing a complete line of up- 
holstered leather office furniture for the office furniture 








THE WORLD 


of Tomorrow exists wherever office 
practice keeps abreast of Panama 
and Beaver Products 
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trade in the metropolitan New York area. For a period 
of time they have found an increasing demand for 
their products growing out into adjacent territories 
with the result that the firm offers their line to dealers 
throughout the whole of the United States. 

Accordingly, a new catalogue has just been pro- 
duced and is now ready for distribution. Office equip- 
ment dealers will receive a copy upon request. 

This company is in a position to render a fast and 
reliable service on not only the line as illustrated in 
their new catalogue, but on any specials customed to 
dealers’ requirements. 





*—- 
KING BECOMES OFFICIAL OF COPY PAPERS, INC. 

On November 18 Copy Papers, Inc., Chicago, an- 
nounced the appointment of Fred J. King as vice- 
president and general manager of the organization. 

Mr. King, associated with the duplicating machine 
and supply industry since 1925, joined Copy Papers 
upon the founding of the company in 1931. 

The excellent record and the contributions he has 
made in the development of duplicating machines, 
papers and supply materials has been largely respon- 
sible for the rapid growth and expansion of the organ- 
ization he now heads. 





"7. OUR MANY friends in the office furni- 


ture and stationery business—the entire Im- 
perial organization wishes you all “A Merry 
Christmas and a Happy New Year!” May 1941 


bring you a rich share of prosperity and happi- 





' 
ness. 


VAN DYKE’S 1941 FLUORESCENT DISPLAY FOR DEALERS.— 
Pictured here is one of ten new display units made available 
to dealers by Van Dyke Industries, Chicago. These displays 
are traveling about the country on a prearranged schedule 
and each is allotted to a dealer for window use for a stated 
period. In addition there is a smaller display which the dealer 
may use permanently. A comparison is made between a fifteen- 
watt fluorescent tube and an incandescent bulb of the same 
wattage and this feature is of exceptional interest, tending to 
attract onlookers for a more detailed examination of the Van 
Dyke lamps. 
. —><-  —— - 
HEATH STARTS INFRINGEMENT SUIT 

Almon A. Heath, owner of Heath Filmed Stencil 
Products, Hawthorne, Calif., has instituted a suit in 
the District Court of the United States for the 
a a a a Southern District of California for infringement of 
1941! This 60-inch all-Walnut desk Letters Patent No. 2,203,280, against Henry G. Frankel, 
ae ha teatueatiilinas eee owner of the Frankel Carbon & Ribbon Company, Den- 
ver, Colo., with sales offices located in Los Angeles, 

Calif. The Milo Harding Company, Los Angeles, Calif., 


uses the Heath patented stencil film. 
—-- 
° BIOW SEEKS TO REPRESENT FIRMS IN 
Wt CTL WASHINGTON, D. C. 
Irving E. Biow, formerly associated with the Wash- 






ington office of the Federal Housing Administration, 


D E S K _ O M Pp A N Y has recently opened an agency in Washington, D. C., 
to act as manufacturers’ representatives. The organ- 
EVANSVILLE, INDIANA ization is located in the Tower building and is known 


as Irving E. Biow Associates. 














Luxuries you can afford! 





org 


Ann Miller, star of Melody 
Ranch, a Republic Picture. 


Desirable territories still 
open for progressive 
Dealers. Write for details 
of ourexclusive franchise. 





Old Town 


SILA and SABLE? 


Breathes there a man with soul 
so dead who doesn't get a throb 
from a thing of beauty. ..wheth- 
er it’s the star-studded dancing 
feet of gorgeous Ann Miller 
or a beautiful specimen of a 
typewritten letter? Distinctive 
executive correspondence is a 
luxury every firm can afford. 
OLD TOWN PuRE SILK TYPEWRITER 
RIBBONS make impressions that 
impress everybody. OLD TOWN 
SABLE is the aristocrat of carbon 
papers. Together they are an 
unbeatable team... outstand- 
ing in clarity, durability and 
economy. 






Secretaries ... send for 
your copy of “The Secret 
of Beautiful Letters.” It's 
a liberal education. 


— Oda Youn 


Ribbon & Carbon Co.,9ne. 


MANUFACTURERS 


750 PACIFIC STREET, BROOKLYN, N. Y. 


59 East Van Buren Street 
788 Mission Street 


Chicago 


San Francisco 

















When the Office Outfitter 


“OELLS 


the User Aleguires a Business 055i 


In the modern business office, 
records of all types and descrip- 


tion have permanent value. 


The active records need files that 
insure accessibility and visibility 
... files that have the maximum 


of usable filing capacity, ease of 


operation and durability. The 


active records of modern business 
need Super-Filer...the mechanized 
file that is chosen on the basis of 


its value to office production. 


The files replaced by Super- Filer 
are still efficient for filing less 
active records...for use as trans- 


fer equipment. 
















Make Use of Filing 
Equipment Accordin g 
To Its Adaptability 





















The use of Super-Filer gives to your 
customer the type of filing equipment 
52i that business needs. Super-Filer’s swing 
front increases capacity by permitting 
easy accessibility and visibility to com- 


pletely filled drawers. 


Super - Filer does more than replace 
rigid front files; it makes files now in 
use available for permanent use as 


transfer equipment. 


mt GENERAL FIREPROOFING coneamr 


Youngstown, Ohio 


PRODUCTS BY GF: METAL DESKS e ALUMINUM CHAIRS e« FILING CABINETS e SAF 






e STEEL SHELVING e STORAGE CABINETS e FILING SU 














70 
REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY ACTIVI- 
TIES FOR THE MONTH IN EVERY DIVISION OF THE INDUSTRY 








MISCELLANY 





—i- 


VICTOR SAFE ANNOUNCES TWO IMPORTANT 
PROMOTIONS 
The Victor Safe & Equipment Company, North 
Tonawanda, N. Y., has announced the promotion to 
important positions of two men who have been con- 




















J. B. SUMMERS 


R. J. MOULTON 


nected with the firm for some time. They are R. J 
Moulton, who becomes sales manager to fill the va- 
cancy created by the resignation of W. F. Block, and 
John B. Summers, who takes over educational and 
promotional activities. 

Mr. Moulton first joined the Victor organization as 
New York City sales manager in 1933, with a previous 
experience of many years in executive sales capacities 
in other office equipment organizations. 

In September, 1936, he was transferred to the home 
office staff as sales manager in charge of the then 
infant Victor steel line. This being successfully 
launched, in 1937 he once more went into the field 
to develop the highly important Washington, D. C 
and adjacent territory, where he was until September 
of this year. 

Mr. Moulton takes to his new position a wealth of 
experience gained through many years of close asso- 
ciation with dealers in the office equipment and supply 
industry. His practical knowledge of their problems 
makes him particularly qualified to successfully carry 
on and accelerate the progressive program that has 
marked Victor’s advance in the industry during the 
past several years. 

Mr. Summers, Victor’s assistant sales manager, has 
spent thirty years in the office equipment industry. 
He was one of the pioneers in the introduction of 


visible record equipment and has also served some of 
the leaders in the field in various executive capacities, 
as well as being active in advertising and sales pro- 
motion. 

For the past five years he has been on the sales 
executive staff, in which capacity his experience and 
insight into dealer problems have been of immense 
assistance to dealers. Mr. Summers now also takes 
over the development of sales educational and promo- 
tional plans in cooperation with Victor’s many fran- 
chise dealers and their salesmen. 

Allan Murray has directed the advertising activities 
of the company for the past twelve years, having 
joined the company in 1928 and organized its first 
advertising department. 

Since then, he has had an important part in the 
firm’s development from the time it handled only 
Victor’s well-known line of safes, to the present organ- 
ization that embraces most of the major office equip- 
ment lines used by modern business. 

Mr. Murray will continue as advertising manager 

















ALLAN MURRAY 


and already has plans under way for a considerably 
expanded advertising program which includes maga- 
zine space, displays, literature and other practical sell- 
ing aids for dealers selling Victor products. 
6 

WITTSTEIN TO REPRESENT MUTSCHLER BROS. 

The Mutschler Brothers Company, Nappanee, Ind., 
last appointed H. H. Wittstein to represent the firm’s 
lines of office tables in a territory consisting of Ohio, 
Kentucky, Indiana and Michigan. 
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Duo Top Folders---made double thick where 
the wear is greatest---are the logical new-type | 
folder to be installed at transfer time. And | 
transfer time is the logical period to suggest 

changing to Duo Tops. ““Tell >Km and You | 
Can Sell ’Em.’’ Get free advertising material | 


and sample sets for your salesmen. | 


THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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“The Line Thats Going Places” 


More and more are the calls for a single drawer 
letter size file for close-at-hand personal use. This 
new 1890GS #2@STEEL file meets the require- 
ments. Made from heavy cold rolled furniture 
steel, nicely finished in olive green baked enamel. 
File is 18 inches long and drawer operates on roller 
bearings. Put one on display and see how they 


will sell themselves. 


THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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“The Line Thats Going Places” 





If your customers want longlived Box Letter Files | 
suggest the YaeSTEEL line to them. These new 
files are made from heavy cold rolled furniture 


steel, accurately made and nicely finished in olive | 
green baked enamel. Equipped with A to Z, Months 
and Daily (1-81) indexes. Two capacities—Standard 
and Giant. Sure will send you a sample if you 
are a dealer and interested. 


THE WEIS MANUFACTURING COMPANY 
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For Personal Use 
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Weis Pressboard Folders are the kind to 
suggest to users for personal use. Made 
from heavy pressboard with linen gusset at 
bottom for expansion. Furnished with plain, 
celluloided or metal tabs. Once you get a 
person using the deLuxe Pressboard Folders 


they seldom return to the use of cheaper kind. 


THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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MEETINGS—CONVENTIONS—DINNERS 





0. E. MANUFACTURERS HOLD ANNUAL MEETING 

With twenty-five of the thirty-three member organ- 
izations present or represented, the annual meeting of 
the Office Equipment Manufacturers Institute was held 
on November 12 and 13 at the Waldorf-Astoria hotel, 
New York City. 

The two-day conclave was divided into a Series of 
pertinent discussions on important national affairs of 
the day, and addresses by men prominent in and out 
of the industry, topped off with the annual election of 
officers and the annual dinner. 

The present officers, all of whom were re-elected for 
the year 1940-41, are: 

President, W. D. Caton, The Standard Register Com- 
pany; vice-president, L. C. Stowell, Underwood Elliott 
Fisher Company; vice-president, C. E. Hallenborg, Dic- 
taphone Corporation; treasurer, W. F. Arnold, Under- 
wood Elliott Fisher Company; secretary and assistant 
treasurer, E. D. Taylor, 100 East Forty-second street, 
New York City. 

There was a slight change in the board of directors, 
with two new members being added. W. R. Cummings, 
Monroe Calculating Machine Company, was elected to 
succeed W. R. Hickok, and Arthur Walsh, Thomas A. 
Edison Industries, was elected to fill a vacancy created 
by the resignation of W. K. Page, Addressograph-Mul- 
tigraph Corporation. With these men, the board is 
composed of the following: 

S. C. Allyn, The National Cash Register Company; 
T. E. Miller, Shaw-Walker Company; C. E. Hallenborg, 
Dictaphone Corporation; F. W. Nichol, International 
Business Machines Corporation; W. D. Caton, The 
Standard Register Company; J. L. Stewart, Burroughs 
Adding Machine Company; L. C. Stowell, Underwood 
Elliott Fisher Company; R. P. Templeton, American 
Sales Book Company; W. H. Wheeler, Jr., Pitney-Bowes 
Postage Meter Company. 

The opening day witnessed the reading of reports 
and the election of officers and directors, and then 
followed a discussion on the subject of “The Office 
Equipment Industry and the National Defense Pro- 
gram,” under the leadership of Mr. Stowell. At the 
noon luncheon it was announced that illness prevented 
the scheduled appearance of M. A. Spayd, executive 
vice-president and general manager, The Standard 
Register Company, but it developed that his promised 
address had been recorded and it was reproduced at 
the luncheon. 

In his talk Mr. Spayd directed attention to the vast 
amounts of money that were to be expended in the 


speakers’ table, L to R, are: W. O. Bryant, assistant branch 
manager in charge of adding machine division, Los Angeles: 
J. A. Johnson, Los Angeles branch manager; W. M. Coffman. 
Pacific district manager, San Francisco; James D. Donovan. 


national defense program as presenting new and vital 
problems for our industry. In accepting this business, 
the speaker declared, all companies, salesmen and 
branches assumed new responsibilities which needed 
the cooperation of all to produce the greatest degree 
of good. 

In the afternoon, John R. Bangs, Jr., professor in 
charge, department of administrative engineering, Cor- 
nell University, led a discussion on the subject of “A 
Co-Ordinated University and Industry Program for 
Preparing Men for the Field of Distribution.” Prior 
to this, however, F. M. Farwell, International Busi- 
ness Machines Corporation, presented a report of the 
committee on sales training education, showing that 
noteworthy progress had been made in selling colleges 
and universities on the idea of providing specialized 
training for preparation to the field of distribution 
just as they provided courses for engineering and other 
subjects. Professor Bang’s discussion was on the same 
subject considered from the viewpoint of the univer- 
sity. 

Before the afternoon session closed a report was 
read by C. E. Hallenborg, Dictaphone Corporation, on 
“Office Equipment and You.” 

The speaker of the evening at the annual banquet 
was James H. Rand, Jr., president and chairman of 
the board, Remington Rand Inc., whose address em- 
phasized the need for intensive and continuous re- 
search and development to improve the products of 
our industry. He reviewed the obligations and respon- 
sibilities of the office equipment industry in respect to 
the national defense program and in respect to the 
large commercial, industrial and economic organiza- 
tions throughout the country. 

The Wednesday morning session of the meeting 
opened with a report on the market research activities 
of the Office Equipment Manufacturers Institute. This 
was followed by a general discussion on several subjects. 


—>-—_—_— 


UEF HOLDS LOS ANGELES SALES MEETING 

Visiting officers and members of the personnel of 
the Underwood Elliott Fisher Company’s Pacific dis- 
trict gathered in the Biltmore hotel in Los Angeles for 
a successful and entertaining sales meeting on Mon- 
day, October 28. 

The entire Pacific Coast was well represented with 
salesmen and agents from eight southern counties on 
hand for the meeting. In addition the gathering in- 





sales manager, typewriter division, New York City: Oscar 
Zaun, special representative, New York City; T. L. Sloat, as- 
sistant manager in charge of typewriters, Los Angeles; P. R. 
Zimmerman, assistant manager in charge of accounting ma- 
chine division, Los Angeles; W. J. Dietrick, Los Angeles. 
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The entire personnel of 


Ames Supply Company 
joins in wishing you a 
Host Joyous 
Christmas 


and a 
Bountiful 
New Year 


TIALS AAAAAA KAMAL AMALGAM BSS 


Ames Supply Company 


Manufacturers and Distributors of Typewriter and v 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


964 W. Randolph St., Chicago 


37 Murray St. 583 Market St. 


New York San Francisco 
206 Lane St. 11 Pryor St. 
Dallas Atlanta 


Agencies in — 


Boston Detroit Pittsburgh 
Cincinnati Indianapolis St. Louis 
Cleveland Los Angeles Seattle 
Denver Minneapolis Washington, D.C. 
Philadelphia 
London, Eng. Mexico City 
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OFFICE APPLIANCES 


cluded the following: James D. Donovan, New York 
City; W. F. Coffman, San Francisco, and Oscar Zaun, 
special representative, New York City. 

After short preliminary talks by Mr. Donovan and 
Mr. Coffman, Mr. Zaun demonstrated the new Master, 
the S-Master and the Underwood noiseless typewriters. 
Such features as the new automatic stroke control, 
duplex carbon and fabric ribbon device and auto- 
matic justifying device were explained and operated 
for the benefit of those present. 

At noon an excellent luncheon was served and the 
visitors then settled down for another meeting in the 
afternoon, bringing the day to an end. 

singel icstitinis 


VICTOR ADDING MACHINE EMPLOYEES TURN OUT 
FOR GOLF TOURNAMENT 

With nearly 100 home office executives and em- 
ployees in attendance, the semi-annual golf tourna- 
ment of the Victor Adding Machine Company, Chicago, 
was held recently at the Shorewood Country Club. 

When the first automobile rolled up to the club 
grounds there was officially opened a day of sports 
and fun, climaxed with an excellent banquet and pro- 
gram of entertainment. During the dinner, employees 





FOUR VICTORITES PAUSE FOR THE CAMERA AT THE 
COMPANY’S GOLF TOURNAMENT.—(L. to R.) A. F. Bake- 
well, assistant sales manager; H. M. Wilson, purchasing 
agent; Jack Proven, assistant sales manager in charge of 
branches; Kurt Vasen, manager of the dealer division. 


who have been with Victor since its inception extem- 
poraneously expressed themselves regarding their rela- 
tions with the company. There were forty-one men 
who have been connected with the firm since 1918 
and each of these took occasion to arise and offer his 
opinion of his employer, leaving little doubt of the 
genuine pleasure these men get out of working for 
Victor. 

The golf tournament was considered a success, by 
those who actually got out on the greens and others 
who preferred to play their share of the game in the 
locker room. H. M. (Hack) Wilson, purchasing agent 
for the company, played an outstanding round, turn- 
ing im a par of 72 which gave him possession of the 
trophy known as the golden mug. 

Many were the alibis to account for high scores but 
one and all united in declaring that with the increase 
in Victor sales there will come about even higher 
ones in the 1941 tournament due to an expected lack 
of time for practicing. 

——_—_—> —__——_ 
NEW HAMPSHIRE ACCOUNTANTS HOLD 
BUSINESS SHOW 

A two-day exhibition of a quarter million dollars’ 
worth of business machines and modern office equip- 
ment was conducted November 7 and 8 in the ballroom 
of the Carpenter hotel, Manchester, N. H., under spon- 
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STREAMLINED/ 
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Steel Mill, Carnegie-Illinois 
Steel Corporation 


Sheet 





In answer to ever-increasing and ever more exacting demands 
upon the steel industry the Carnegie-Illinois Steel Corporation 
Steel) built its Works. the 


pictured herewith—for 


(a subsidiary of U. S. new Irvin 
most up-to-date sheet mill in the world 
the production of sheet steel and tin plate. 

Between Carnegie’s ribbons of steel and Columbia’s ribbons of 
silk also 
the ever-increasing 
an analogy that is immediately apparent to every keen business 


man. Both ribbons of steel and ribbons of silk must have strength 


streamlined in production proficiency to answer 


demands of modern’ business—there is 








the Columbia 
Department 


Part of 
Ribbon 





for the job to be done, quality to do it well, ability to do it 


economically. 
Streamlined performance in the office is of the utmost impor- 
NOW — in the increasing tempo of today’s business. Per- 


formance comes first. 


tance 
Low performance cost means more than 


low purchase price. NOW, you details of 
Columbia’s dealer proposition, so you can cash in on the rapidly 


should obtain the 


increasing demand for the many types of Columbia Ribbons and 
NOW is 


Carbons for all varieties of regular and special uses. 


the time to write us. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 


Main Office and Factory: Glen Cove, L. 


New York Sales and Export: 58-64 W. 40th St. 


London, England; Sydney, 


Factories 


@esr 


i th. tt. 
Kansas City, Mo.: Dwight Bldg. 
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TYPEWRITER RIBBONS & CARBON PAPERS 
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sorship of the New Hampshire Association of Cost 
Accountants. 

Nearly 200 calculating machines, duplicators, adding 
machines, mechanical stenographers, check recorders 


and typewriters were set up for demonstration by ex- 


perts from a score of leading office equipment concerns. 
Also displayed was a complete assortment of steel and 
aluminum office furniture. 

The show was sponsored by the State Association of 


Cost Accountants to enable New Hampshire business | 
men to see the latest developments in the field of office | 


equipment without traveling great distances. 
of the machines displayed at the show were particularly 
designed to meet the needs created for more detailed 
company bookkeeping under the social security law, 
recent graduated tax laws and other new legislation. 


Many | 


Exhibitors included the Addressograph-Multigraph | 


Corporation, Burroughs Adding Machine Company, 
Ditto, Inc., International Business Machines Corpora- 


tion, R. H. Llewellyn Company, Monroe Calculating | 


Machine Company, National Blank Book Company, 
National Cash Register Company, National Postal 
Metal Company, Pioneer Office Appliance Mimeograph 
Company, Public Service Company of New Hampshire, 
Remington Rand Inc., and R. S. Sawyer Dictaphone 
Company. 


The committee of the New Hampshire Association of | 
Cost Accountants in charge of the show consisted of | 


Paul S. Nutting, Thomas Buckley, Raymond Davis, 
Michael M. Sidell and Raymond McGrath. 

Officers of the association include: President, Ray- 
mond C. McGrath, treasurer of the University of New 
Hampshire; vice-president, La Terriere J. Fitzpatrick 
of Nashua; treasurer, Leslie R. Van Duyne of Man- 
chester; secretary, Harold V. Young of Manchester; 
directors, Waldon O. Gelinas of Manchester, Leo G. 


Riel of Manchester, Arthur W. Johnson of Durham, | 
Cecil A. Comfort of Exeter and Michael M. Sidell of | 


Manchester.—BJ 
i ee 


ILLINOIS RIBBON AND CARBON HOLD 
NOVEMBER MEETING 

With their president, Harold Quest, Quest Manufac- 
turing Company, back in the gavel-wielding position 
following a lengthy eastern trip, members of the Illi- 
nois Carbon Paper & Inked Ribbon Association held its 
regular monthly meeting and luncheon in the Atlantic 
hotel, Chicago, on November 4. 

With the national election only twenty-four hours 
away and the majority of those present pressed for 
time for various reasons, it was deemed best to hold 
the meeting without a guest speaker and with the 
minimum time allowance for business discussions. 

Mr. Quest returned from his eastern trip which. he 
ended in New York, after spending a considerable time 
in that city. In reply to questions he declared that 
despite the unrest brought about by European condi- 
tions—or because of it—he found business extremely 
brisk in the eastern market so far as ribbons and 
carbons are concerned. He also reported that despite 
reports to the contrary there is so far no apparent 
shortage of these products or ingredients which go to 
make them up and orders are being filled without 
difficulty. 

On a motion of Vice-President Fred M. Neely, Fred 
M. Neely Company, the appointment of a nominating 
committee was delayed until the December meeting. 


2 —__— 


CHICAGO PURCHASING AGENTS HOLD BUSINESS 
SHOW 

With a number of office equipment manufacturers 
and retailers participating, a two-day business show 
was held in the Sherman hotel under the sponsor- 
Ship of the Purchasing Agents Association of Chicago. 
The event took place on November 13 and 14. 

The entire mezzanine floor of the hotel was utilized 
and admission was by ticket only. Among the firms in 
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“ACE” STANDARD 
$600" 


“ACE” CADET 
$300" 


Because millions of ACE Stapling Machine 
Owners enjoy years of satisfactory trouble- 
free service—because dealers have yet to 
report repairs on ACE Staplers after hand- 
ling for many years—because many leading 
stationers in every state sell ACE Staplers 
exclusively—ACE Staplers LEAD IN SALES 
and are America’s first choice. 

ACE STAPLE REMOVER 


Saves your finger-nails c 
60: 


MOST COMPLETE LINE 
FROM $1.00 UP ENABLES 
DEALERS TO STOCK 
ACE EXCLUSIVELY 


..prevents torn papers. 
Every stapling ma- 
chine operator should 
have one. 


* East of Rockies 





ACE FASTENER CORPORATION 


3415 WN. Ashland Ave., Chicago 


Makers of 


MACHINES 





HE WORReee BEST STAPLING 








SO 


You can bounce 
it around 








A CANCO WASTEBASKET might not be ideal 
for basketball. 


But it will take plenty of bouncing around. 


A fortified-metal Canco is probably the 
strongest, toughest wastebasket going. 


Cancos are handsome wastebaskets, too. 
They’re lithographed in all sorts of attractive 


colors and wood-grain finishes. 


And when it comes to sales, Canco baskets 
are certainly fast-moving. We’d like to tell you 
more about these tough, handsome, fast-selling 
Canco wastebaskets. Write us! Do it today! 
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CAN COMPANY 


CITY PARK AVENUE & HAMILTON STREET 
TOLEDO, OHIO 
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this industry which maintained exhibits booths were 
the following: 

Autopoint Company.—Showing automatic pencils 
and sets. H. D. Gearhart in charge. 

A. B. Dick Company.—A large display of Mimeo- 
graphs and Mimeograph supplies. William Allen in 
charge. 

Kendrick Furniture Company.—Office furniture and 
business house equipment. Jack Minor in charge. 

National Blank Book Company.—A wide assortment 
of loose leaf equipment and supplies. Leonard Rose 
in charge. 

Office Equipment Company of Chicago.—A diversi- 
fied display of Browne-Morse and Stow-Davis office 
furniture. 

Frederick Post Company.—Many types of drawing 
materials and supplies were shown in this booth. C. W. 
Strassburger in charge. 

Spitzer’s Office Furniture House, Inc.—Showing a 
variety of office equipment and furniture. C. W. 
Spitzer, Jr., in charge. 

Triner Scale & Manufacturing Company.—Many 
types and styles of scales and weighing devices were 
shown. F. A. Lang in charge. 

Tallman, Robbins & Company.—A display of loose 
leaf equipment under the management of George 
Morris. 

Wilson-Jones Company.—Loose leaf equipment and 
new types of ring binders were displayed. George 
Cormack was in charge. 

—> + — 


FRIENDS HONOR W. B. WOOD AT BANQUET 

Friends and associates of W. B. Wood, Sr., owner of 
the W. B. Wood Company, Newark, N. J., last month 
tendered him a surprise dinner at the Newark Athletic 
Club to commemorate the thirty-fifth anniversary of 
his company. 

The big event of a big evening came when Mr. Wocd 
was presented with a handsome wrist watch which 
those present had selected as a fitting gift to express 
their friendship for the guest of honor. Prior to the 
presentation, however, Toastmaster James Dougan in- 
troduced three men high in the industry who had 
journeyed to Newark to attend the hanquet. They 
were J. S. Sprott, president, The Globe-Wernicke Co., 
Cincinnati, Ohio; A. D. Pettibone, president, The B. L. 
Marble Chair Company, and C. A. Greenwood, presi- 
dent, the Greenwood Carlton Corporation, Gardner, 
Mass. Other guests at the dinner were: 

W. F. Ackerson, O. R. Betzendahl, H. J. Dickens, H. 
Griffith, R. J. Freeman, C. W. Haseltine, H. Hodge, 
W. Hodgkinson, C. V. Jackson, W. Kern, Dr. F. J. Kerns, 
W. McKechnie, A. Melter, C. Naiman, C. B. Schubert, 
S. Seely, W. Teufel, O. A. Von Buckow, D. Walsh, R. 
Williams, A. S. Wright and W. B. Wood, Jr. 

ee ee 

ZAUN REVISITS PORTLAND FOR UEF MEETING 

Oscar Zaun, who was branch manager for the Under- 
wood Elliott Fisher Company in Portland, Ore., in 1929, 
and is now special representative out of the home 
office in New York, was back in Portland in late Octo- 
ber to conduct a two-day sales meeting covering the 
new model Underwood. 

All salesmen and sales agents operating out of the 
Underwood Elliott Fisher Portland branch attended 
the meetings.—ATW 

*—- © 
CHICAGO TYPEWRITER MEN START SEASON 
UNDER NEW OFFICERS 

As guests of the following firms, about one hundred 
members of the typewriter and office machine frater- 
nity gathered for the regular monthly meeting of 
the Chicago Typewriter Dealers Association at the 
Sherman hotel, November 18; Ames Supply Company; 
International Typewriter Exchange; Reliable Type- 
writer & Adding Machine Corporation; Remington 
Rand Inc.; Royal Typewriter Company, Inc.; Shipman- 
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PILE SALES OPPORTUNITY... 


there's an Art Metal File for every purpose.” In that phrase 
es one of the major reasons why Art Metal dealers have 
stablished such a remarkable record for getting, and keep- 
g satisfied customers. No matter what the specific request, 
o matter how much or how little the prospect wants to 
end, there’s an Art Metal file that will meet his require- 
ents. Each one is a champion that's designed to build 
ood will with superior service! 


SPEEDFILES 





Art Metal Transfer Cases 
sizes for letters, bills, ledger 
sheets, legal sheets, tabu- 
lating machine cards or 
cards from 5x3 to 8x 5. 


PLANFILE 














ADJUSTABLE FILE 
SUPPORTS 





LOW COST 
FILE FOR 
INACTIVE USE 









AIRLINE DESKS 
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FILE 
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THE DIRECTOR 
FILE— FINEST 
FILE MONEY 

CAN BUY 


BEST VALUE 
COMMERCIAL 
GRADE 
ACTIVE FILE 





LOWEST PRICE 
PROGRESSIVE 
SUSPENSION 
FILE 


As well as having a file for every size 
and price requirement, Art Metal Dealers 
can offer 5 exclusive features which make 
their franchise the most desirable in the 
whole office equipment field. Each im- 
portant feature is a development of our 
engineers and designers—developmenis 
which set these products widely apart 
from their competition. 


Modern, time-saving, work-speeding 
Art Metal equipment truly doubles your 
selling opportunities and multiplies your 
profits. A few territories still remain open. 
For information write to— 


ART METAL CONSTRUCTION CO., AGENCY DIVISION 
Jamestown, New York 


» Art Natal 


EQUIPMENT 
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. Unlimited! | 
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WITH THE MOST COMPLETE 
EXTRA PROFIT LINE OF TRANSFER 
EQUIPMENT IN THE WORLD 


Be prepared to give your customers quick 


service. Get your stock orders in now. 


If you do not handle this profitable line, inves- 
tigate at once, for Liberty and STAX ON 
STEEL products are known for quality 


wherever records are properly stored. 


Our advertising and promotion plan to help 
you sell is the most complete in the field. It is 
designed to help you make money. Write today 
for complete details, Catalog, Price Lists, Free 
Samples, Dealer Helps and Dealer Discounts. 


BANKERS BOX 


S536 SOUTH CLARK Sieeceéti 
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For Inactive Records 


LIBERTY Storage Boxes 
In 23 stock sizes 








For Semi-active Records 


STAX ON STEEL Transfer Files 
In 7 stock sizes 











For Loose-Leaf Records 


LIBERTY Permanent Binders 
20 stock sizes—special 
sizes in any quantity 








For packaging small forms 


LIBERTY String Binders 
To order in any size 


COMPANY 
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Ward Manufacturing Company; L. C. Smith & Corona '- 


Typewriters, Inc.; Underwood Elliott Fisher Company 
and Woodstock Typewriter Company. 

The meeting was called to order by President Sam 
Fogel, who introduced the other new officers and then 
turned the meeting over to Jim Ward, who served as 
chairman of the evening. Mr. Ward invited everyone 
present to make it a habit to attend the association 
gatherings each month. He pointed out that the pur- 
pose of this initial meeting of the association year 





SAM FOGEL 


was to rally the forces of the office machine dealer 
group in Chicago and stimulate membership in the 
association. 

Jim Keenan, who qualifies for the title of industry 
old timer, and is now connected with the Typewriter 
Manufacturers Clearing House, spoke on conditions 
that existed in the typewriter trade forty or fifty years 
ago. He revealed some interesting things about com- 
petition in those days and made some of the younger 
men realize that problems of competition today are 
comparatively small. 

Elmer Young followed and spoke convincingly on the 
value of belonging to the association. 

Speaking on future programs, President Fogel as- 
sured those present that each meeting would take up 
some definite phase of selling office machines at re- 
tail. The only divergence from this basic idea is to 
be the December gathering, which has been designated 


as a grievance meeting. At that time all who have | 


problems to present will be given an opportunity. He 
concluded by referring to the annual convention of 
the National Typewriter and Office Machine Dealers 
Association, which is to be held in 
July. He challenged the local group to prove that 
Chicago can be one of the finest of hosts to dealers 
from all parts of the country. 

As a final number on the evening’s program, the 
American League’s motion picture on baseball was 
presented. Written and directed by Lou Fonseca, the 
picture vividly portrayed the activities of the various 
teams in.the American League and showed the stars 
in action. 

Following the picture, members and their friends 
Stayed for informal conversation in which process 
everyone became better acquainted with his fellow 
dealers. 

*—> ¢ 


J. ANDREW SMITH ADDRESSES DOUBLE MEETING 


Chicago next | 


J. Andrew Smith of J. Andrew Smith Company, office | 


outfitters and business equipment dealers, San Antonio, 
Tex., gave a talk before the Advertising Club and the 
Breakfast Club of that city on “Personalized Selling.” 

In his talk, Mr. Smith has emphasized the im- 
portance of making the sale harmonize with the in- 
dividual. “You wouldn’t think of selling a business 
man a desk or chair that would be suitable for a 


boudoir, yet many such sales have been attempted. 
The desk behind which a 


business executive sits 
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New Improved 


GRAND PRIZE 
TYPEWRITER 
RIBBON 


Brings 3 Special Advantages ! 


1. Positively Lasts Longer! 
2. Retails Deep-Writing Quality Beyond Ex- 
pectations! 


3. Combines Sharpness with Exceptional 
Recuperative and Easy-Erasing Qualities! 
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This new “GRAND PRIZE” Ribbon 
an advancement achieved only 
ars of experiment and ex- 
in the production of top 
quality ribbons. It's something new 
. something that will win 
business and hold it for you! 
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FREE BOOKLET 


gh a zet “Carbon Paper Facts” 
Too! Send for our free book- 
ali: nn sikiibahiatai let, “Carbon Paper Facts 
ari aes ee ee which gives you the impor- 
write ior our dealer tant facts you should know 
bout Carbon Paper! 


GRAND PRIZE 


CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, PRES. 
Head Office and Factory: 
145] Harrison St., San Francisco 


Los Angeles Denver 








84 


/ 


RECORD KEEPING 
EQUIPMENT 


The C.E. SHEPPARD CO.,, 


44-03 21% Street,- LONG ISLAND CITY, N.Y. 
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GET YOUR SHARE OF 
THE YEAR-END SALES 


Improved business has increased the demand for 
record-keeping equipment. Binders for filing 
and transferring of old records and binders for 
holding new records are a necessity at this time 
of the year. The many types of other loose leaf 
equipment and accessories such as forms and 
indexes, are especially needed by your custom- 
ers now. 

To increase your sales of these record-keeping 
items—sell the CESCO line of loose leaf equip- 
ment. Among its features are: Distinctive, ex- 
clusive mechanisms—new types of equipment— 
and a complete stock of more than 5000 items 
in all standard sizes and a variety of binding 
grades. 


Some of the items manufactured are: 


Post Binders 


Ledger Binders 
Ring Binders 


Catalog Covers 
Prong Binders 
Transfer Binders 
Visible Record Systems 


Commercial Forms For Every Purpose 


SEND FOR CATALOG 


Established dealers who are interested in an ex- 
clusive territory agency arrangement—investi- 
gate our plan. Full information on request. 
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should reflect his personality. If he is a big, outdoors- 
type individual, then he should have a desk and chair 
that would harmonize. 

“In the same manner that a man selects his clothes 
according to his type, so, too, should he select his 
desk and the business equipment with which he works 
to reflect his business and his type, as well as his 
personality. 

“When you call on a man and find him sitting 
behind a dainty desk, seated in a chair that should 


| be in a home, and using equipment that does not 





harmonize with his business, your relations with him 
are not as effective as they would have been had he 
been in a fitting atmosphere. But when you call on a 
man and he is seated behind a business desk, and the 
auxiliary equipment in the office reflects a big enter- 
prise, you are impressed accordingly.” 

The talk was well received by both groups.—BCR 

SS eS eee 

JOHNSON CELEBRATES 25 YEARS WITH ROYAL 

Oscar S. Johnson, service foreman at the Minneap- 
olis branch of the Royal Typewriter Company, last 
month celebrated a quarter-century with his firm. He 
was the guest of honor at a dinner given by Branch 
Manager Fred W. Fogg, the highlight of which was the 
presentation of a handsome watch to Mr. Johnson. 
Those present listened with interest to Mr. Johnson's 
story of the experiences he has gone through since 
starting as a delivery boy in 1915. 
—-——___ 

STANDARD EMPLOYEES MAKE MOUNTAIN TRIP 

The entire personnel of the Standard Mailing Ma- 
chines Company, Everett, Mass., on October 12 enjoyed 
a trip to the New Hampshire mountains as guests of 
F. W. Storck, president of the company. The outing 
was held at the Alpine hotel, North Woodstock, where 
the Standard employees and their families found prac- 
tically every type of sport and entertainment awaiting 
their pleasure. 





= pag i 
N. Y. OFFICE MACHINE DEALERS MEET 

The regular monthly meeting of the Office Machine 
Dealers Association of New York was held November 
14 in the Hotel New Yorker. There was a good crowd 
present and the evening was spent in a discussion of 
the portable typewriter situation and of plans for the 
associations dinner dance, tentatively scheduled for 


next March. 
—>-—— 


FREY ADDRESSES N.O.M.A. MEETING 

Arthur R. Frey, manager of the stationery and filing 
supplies division of The Globe-Wernicke Co., was guest 
speaker at the monthly meeting of the Cincinnati 
chapter of the National Office Managers’ Association, 
November 12, at Hotel Gibson. Mr. Frey’s subject was 
“Filing as a Profession.” 

*—- © 
CHICO ANNUAL BANQUET DATE SET 

The eleventh annual banquet of the Chico organiza- 
tion, composed of stationery in the Chicago area, 
will be held on January 13 at the Medinah Michigan 
Avenue Club. A full report of the event will be pre- 
sented in the February issue. 

© ee 
LEXINGTON DEALER FINDS XMAS CATALOGUE 
PAYS DIVIDENDS 

The idea of issuing a catalogue of Christmas gift 
items usually carried by a stationery store has proved 
valuable to the Office Equipment Company, 128 West 
Short street, Lexington, Ky. 

Not of large size, the catalogue is printed and made 
ready for mailing about the middle of November. 


| Typewriters, fountain pens, calendar pads, zipper 


cases and desk sets are featured items, according to 
Leslie Key, manager of the store. 

The Office Equipment Company is one of the largest 
stationery and supply stores in the state and, in addi- 
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The MACHINE of a THOUSAND fastening uses. 


This little giant of a Stapler will do anything that 
any machine of equal capacity can do. PLUS hun- 
dreds of fastening jobs that can only be accom- 
plished with a Plier-type machine. 


Due to the quality of workmanship, utility of the 
device, the “stand-up-ability” and the all around 
handiness of the machine, plus the mighty fine 

cooperation of NEVA-CLOG dealers, this model 
is the best selling machine in the NEVA-CLOG 
line. 


At its low price of $3.00 for a QUALITY ma- 
chine you experience no consumer price re- 
sistance. If your outside men will demon- 


strate its many uses on their calls, volume sales 
will help boost your profits and the repeat Staple 
business gives you constant turnover. 


In addition, you get full cooperation from the 
NEVA-CLOG people with displays, circulars, 
blotters and other sales helps to maintain your 
promotional efforts. 


Why not get the whole story? It will be well 
worth your while. WRITE 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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Better Protect 


EILIN. 


Mr. Dealer: 
The Meilink Line Is the 
“Complete Dealers’ Line” 





All practical sizes of Underwriters "A" and 
"B" Labeled Safes and the most complete 
line of One Hour Safes, Security Chests, 
Safe Drawers and many other protective 


items built. 





wHy MEILINK is your 
SAFE vine 


@ No Factory Competition. 

@ All Inquiries Referred to Dealers. 
@ Personal Assistance. 

@ Interior Planning Department. 

@ Direct Mail Campaign Aids. 

@ Engineering Department Service. 


@ Simplified Catalog—Easier Sales. 


Write Today for Full Information and Catalogs 


MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 


CHICAGO NEW YORK 
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tion to employing a staff of ten persons, maintains 
complete service, merchandise and repair departments. 

The firm is the local distributor for the A. B. Dick 
Mimeograph, Shaw-Walker filing supplies and steel 
furniture, Jasper chairs, DoMore chairs, Royal port- 
ables, Royal Metal chrome furniture, Boorum & Pease 
loose leaf supplies, Acme visible systems, Carter rib- 
bons, Victor adding machines, Stow-Davis furniture 
and other lines—CG 


OREMING TONS 
pe WAEWAITERS 








TWO NEW REMINGTON TYPEWRITER DISPLAY UNITS.— 
Remington Rand Inc., Buffalo, N. Y., has received a large num- 
ber of favorable comments and reports on the two new display 
units available to dealers. At left is the store counter display 
which is a favorite with most dealers, while on the right is the 
island display for use where space is not available for the 
bigger unit. Colors are an attractive red with chrome trim- 
ming and a natural wood finish. 


$$ 


SHOW OPENS IN CHICAGO FURNITURE MART 

The Furniture Mart, Chicago, was the scene last 
month of a one-week showing of home furniture and 
equipment in which a number of manufacturers of 
office furniture and supplies participated. 

Unusually fine autumn weather plus preparations 
for the holiday season being made in every section of 
the country brought a large number of buyers and 
visitors to the Furniture Mart to inspect the display 
rooms in which manufacturers set up individual ex- 
hibits. 

Among the manufacturers of office furniture who 
took part in the event although not necessarily show- 
ing office equipment were the following: 

Gaylo Manufacturing Company, Chicago.Showing 


| folding card tables and chairs in combinations and in 
| a wide variety of colors. Mr. Kennedy was in charge. 


High Point Bending & Chair Company, Siler City, 


| N. C.—Several new models of household settees and 


chairs for all occasions and purposes. David M. Lea 
was in charge. 

Imperial Desk Company, Evansville, Ind—A wide 
variety of bookcases and desks for the home in many 
new designs and patterns. Norman Gerth in charge. 

Indiana Desk Company, Jasper, Ind.—This showing 
consisted of a large display of dressers, bookcases and 
desks for home use. J. L. Schnaus was in charge. 

Interstate Metal Products Company, Chicago.—In 
addition to its regular lines of steel lockers and cabi- 
nets, household tables and chairs and kitchen equip- 
ment, this company was exhibiting new lines of office 
settees and chairs and wardrobe cabinets. Paul Skobel 
was in charge. 

Lloyd Manufacturing Company, Menominee, Mich.— 
An unusually fine display of chairs and other house- 
hold items with a number of new styles and designs 
featured. C. D. Dalrymple in charge. 

Murphy Chair Company, Owensboro, Ky.—A display 
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NJ CARD CABINETS 
CASH BOXES 3 x 5 size $2.75 
$2.00 


PERSONAL FILES 
$3.24 


A MOST MODERN 
EQUIPPED FACTORY 
WHICH MAKES THESE aii aes 

FAST SELLING 

POPULAR PRICED, 
UTILITY CABINETS COLE AND PRONTO 
Pn sere ITEMS POSSIBLE. STORAGE CASES 


35 DIFFERENT SIZES 
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Write for our new catalog 


COLE STEEL EQUIPMENT CO. 


349 BROADWAY, NEW YORK, N. Y. 










STORAGE CABINETS 
$14.95 





STORAGE 
FILES 
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equally divided between household and office chairs. 
Practically every model of wood chair was shown but 
the display also included many models richly uphol- 
stered in leather in a variety of grades. Fred Wehrhan 
was in charge. 

Mutschler Bros. Company, Nappanee, Ind.—This firm 
made a large showing of household items and kitchen 
equipment. R. C. Chapman in charge. 

New Indiana Chair Company, Jasper, Ind.—A num- 
ber of new designs in plain and upholstered chairs 
with some new models featured. 

Norcor Manufacturing Company, Green Bay, Wis.— 
A showing of folding tables and chair sets handsomely 
finished in a wide variety of colors to match practically 
any type of surroundings. Al Kreuger was in charge. 

St. Johns Table Company, Cadillac, Mich—-Several 
new styles of Dynette table and chair sets for the 
home. R. L. Petrie was in charge. 

Troy Sunshade Company, Troy, Ohio—A number of 
new styles and designs in chairs, desks and settees, 
with the company’s well-known chrome finish fea- 
tured. George Fraley was in charge. 

Tell City Chair Company, Tell City, Ind.—This firm 
showed a large selection of late design chairs for all 
purposes. John O’Toole was in charge. 

= ouiine 
CLEGG GIVEN TWO PRINTING AWARDS 

For the third consecutive year The Clegg Company, 
San Antonio, Tex., has won honors for printing pro- 
duced in its plant. These honors were awards of merit 
in the classes of “production of sales promotion print- 
ing” and “four-color process printing” given by the 
Southern Master Printers Federation at its annual con- 
vention. 

Last year the Clegg organization was given the award 
for sales promotion printing and, two years ago, for 
originality in printing design. 

A booklet produced for the Edgar Tobin aerial sur- 
veys brought in the sales promotion prize, while the 
four-color award came as a result of the reproduction 
of an oil painting by Harry Anthony de Young of 
Dr. Amos Pollard. This was used in an invitation sent 
out to the pilgrimage to the Alamo during the Fiesta de 
San Jacinto. 

In making the awards, T. G. Flynn, president of the 
Master Printers Federation, wrote: 

“You are indeed to be congratulated on having won 
this distinction. Competition was keen and there were 
many pieces exhibited in both the particular classes in 
which you have won.” 

—————_#0 = __ 
MILLS TAKES MID-WEST TERRITORY FOR 
OLD TOWN 

F. T. Mills has recently been appointed a representa- 
tive of the Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., and has taken over a Mid-West ter- 
ritory consisting of Illinois, Indiana, Ohio, Michigan. 
He will also cover western Pennsylvania, including 
Pittsburgh. 

Announcement of the appointment was made by 
A. W. Young, general manager of the company, who 
pointed out that Mr. Mills is an experienced ribbon 
and carbon man of many years standing. Before tak- 
ing over his duties Mr. Mills spent two weeks at the 
plant going over new lines and working with the fac- 
tory staff on a new dealer distribution program which 
is to be announced soon. 
oe 


L. C. SMITH DALLAS BRANCH MOVES 

New and considerably larger quarters have been re- 
cently taken by the Dallas, Tex., branch of L. C. Smith 
& Corona Typewriters Inc., which is under the man- 
agership of Noel Boulware. The new offices are located 
at 1926 Main street, and are supplemented by a mod- 
ern repair department in charge of Henry Willerford. 
The branch was formerly at 1605 Commerce street.— 
JDM 











‘A Mornry (hustmas, 
Mr. Dealer’ — 
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Santa says, “I’m getting a lot of calls for 
Monarch Portable Typewriters and Remington 
Electric Shavers this season. No wonder! For 
there’s no finer portable than a Monarch! And 
a Remington Shaver gives a close, gentle shave 
quicker than Donner can say ‘Blitzen’. If you 
typewriter dealers want to really ‘Cash In’ on 
the big Christmas business, my advice is to stock 
up on Monarch Portable Typewriters and Rem- 
ington Electric Shavers. Send in your order 


today ig 


There are 4 new 1941 
Monarch Portable mod- 
els, including the De- 
Luxe Noiseless; and 6 
Remington Shaver mod- 
els, including the new 
Triple Header. Pictured 
is the Remington Dual 
No. 70. 










For price lists, samples of dealer helps or further 
information of any kind, write to our Dealer’s Service 


Department at 


AMERICAN WRITING MACHINE CO. 


115-117 WORTH STREET NEW YORK, N.Y 


Est. 1880 





















12 sets 3x5 
12 sets 4x6 
6 sets 5x8 


PUT UP IN 
PRACTICAL COUNTER 
DISPLAY CASES 


EACH INDEX CELLOPHANE WRAPPED 


ATTRACTIVE 
NOVEL AND 
PRACTICAL 


THEY SELL THEMSELVES 


Sold Only through Retail Stationers 


THE Wabash CABINET COMPANY 


FILING SUPPLIES EXCLUSIVELY, WABASH, INDIANA 














The Wabash Cabinet Co., Wabash, Ind. 


Send us information about your NUBIAN FIBRE Card Indexes. 
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PHILADELPHIA BUSINESS SHOW 
(Continued from page 53) 


mittees had to surmount. It was apparent from the 
applause that the diners concurred in his opinion of 
the success of the show. His expression of appreciation 
to all manufacturers who had a part in the exhibits 
and to the boys who manned them was particularly 
sincere. 

Mr. Stagg then reminded that this thirty-fifth anni- 
versary dinner had as guests of honor three of the 
original members and founders of the association. 
Accordingly he introduced Charles Connell of the Auto- 
matic Printing Company, as “Old Faithful.” Mr. Con- 
nell acknowledged briefly, reminding all that not only 
had he been a member of the Philadelphia Stationers 
Association for thirty-five years, but had been an 
officer of the association during twenty of those happy 
years. 

Francis B. Irwin, James Hogan Company, was the 
next “Old Timer” recognized by the chair. He acknowl- 
edged gracefully, stating his pleasure at being able 
to be at the thirty-fifth anniversary dinner of the 
association he helped to found. Then he called atten- 
tion to the fact that the chairman had paid many 
compliments to those about him, but not one had 
spoken of him. To his request for a round of applause 
for Mr. Stagg, the diners responded with zest. 

Lou Hawkes, now retired and formerly secretary of 
C. Howard Hunt Pen Company, upon introduction as 
one of the “old timers,” expressed his thankfulness at 
being privileged to attend the gathering and closed 
with glowing tribute to William Henry Brooks, Wm. F. 
Murphy’s Sons Company, dean of stationery business 
in Philadelphia, and acknowledged the devoted work 
of the president and other active members of the 
association. 


Carroll Is Speaker 


The regular routine of introductions was interrupted 
by the arrival of the speaker of the evening, Vincent 
Carroll, local assistant district attorney, whose time 
that particular night was cut short by his political 
activities. 

Mr. Carroll explained his activities for the past weeks 
had all had a political flavor and indicated his diffi- 
culty in focusing his mind on a topic of general inter- 
est because he believed that the outcome of the elec- 
tion was extremely vital to the continuance of United 
States as a democracy. Leading into his main remarks 
with parlor stories, he asked, “What would you say 
if I told you I was not in favor of the universal draft?”’ 
The speaker noted this announcement made most sit 
up and listen. 

And so he went on to tell some of his experiences 
in the war games held this year in the northern part 
of New York. As a high commanding reserve officer 
he was right in the thick of it. He told of how the 
boys commandeered trucks, pipes and refuse pails to 
represent war equipment which should have been 
ready for them for the purpose of perfecting their 
skill in use. He told of various other situations all of 
which indicated that while the manhood of America 
was willing, the government had not provided even 
adequate housing for training let alone the implements 
of warfare. So he charged all present “If you have 
any influence with anybody, anywhere, stand fast 
against this proposition that would put young Amer- 
ican men in camps unprepared for occupancy.” He 
then made clear the distinction between registration 
in which he was in thorough agreement, and the draft 
which he believed premature. He closed with the 
thought that the main danger to America was not from 
without but from within. 

The president, apologizing for the interruption in 
his presentations, introduced A. W. Gill, A. W. Gill 
Co., Trenton, N. J., governor of the third regional dis- 
trict. Mr. Gill acknowledged the recognition by con- 
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27” Deep 


Grade A features through 
out in this strong, rigid trans 
fer. Wide case pilaster, re- 
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inforcing channels, formed 
drawer bottoms with or with 
out rollers, follower blocks, 
bases, locks. 26! 4” filing 
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No. TL4 Letter 
No. TC4 Legal 


TRANSFER TIME IS HERE AGAIN! 


Two different grades to meet varying requirements. Don't wait ‘til the 


last minute to replenish your stocks for the January transfer period. 


Your customers won't wait. Right 


a 


now we can take care of you prompfly. 
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24” Deep 
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THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 
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gratulatory remarks directed at the Philadelphia Sta- 
tioners Association and other groups who were re- 
sponsible for the business show. 

The president then recognized the remaining guests 
at the head table: George Wustner, Wm. F. Murphy’s 
Sons Company, secretary, Philadelphia Association; 
Walter Stringer, Joseph Dixon Crucible Company; Burt 
Brewster, president, Penn-Mar-Va Travelers Club; Ed. 
Kastner, 
F. D. Waterman, Jr., 
pany. 


president, L. E. Waterman Com- 


| 


retired, formerly L. E. Waterman Company; 


Seated among the diners, Mr. Stagg acknowledged 


D. R. Dayhoff, Parker Pen Company; C. H. Waterman, 





BOOTH OF THE STATIONERS LOOSE LEAF COMPANY AT 


THE PHILADELPHIA BUSINESS SHOW. 


L. E. Waterman Company; Leo Solinger, 
Company; R. P. Towne and Paul Buckwalter, 
Blank Book Company. 

Then on with the show—and what a‘show. A group 
of twelve men recruited from the ranks of the Penn- 
Mar-Va Travelers club and the stationers’ association 
donned black face and costume and presented a bang- 
up minstrel show which merited the great round of 
applause with which the enthusiastic group greeted 
the final curtain. Here are the players: 

Frank Donohue, Shanahan & Company; 
and John Hart, Yeo & Lukens Company; George E. 
Harscheid, National Blank Book Company; Ed. Moore, 
Dennison Manufacturing Company; Stan Woodruff, 
Weis Manufacturing Company; Ned Baynon, Eberhard 
Faber Pencil Company; A. Fassett, 
Schofield and W. Schofield, Wm. F. Murphy’s Sons 
Company; J. Hamilton, A. Pomerantz & Company; 
J. Emhardt, Columbia Steel Equipment Company. 

In conclusion prizes donated by Philadelphia Sta- 


Ken Haines 


unattached; J. | 


a Pencil | 
National 


tioners Association and Penn-Mar-Va Travelers club | 


were awarded. 


*—-?¢ 
SMITH & BUTTERFIELD TO MOVE SOON 
The Smith & Butterfield Company, 


Evansville, Ind., | 


will shortly move from their present location on Main, | 


between Third and Fourth streets, to 305-07 Main 
street. This will make the eighth location for the com- 
pany since its founding by Jonas Smith in 1866. 

Remodeling of the new store will start February 1, 
including a new front, new stairways and a modern 
elevator. Present plans are to use the first floor for 
commercial stationery, 
oping. New tables and shelves will be put in. 
department will be equipped with special 
fixtures. 

On the second floor in the new building the company 
expects to have twice the area for displaying desks, 
chairs and filing cabinets, as they have in the present 
premises. 

The Smith & Butterfield Company is one of the 
oldest and best known business concerns in Evansville. 

WBC 
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Lifetime 
STAPLE- MASTER — 
Retail $6.00 with 1,000 assorted staples 


Lifetime ~~ =~ 
STAPLE- CHIEF 


STAPLE-ROBOT 
Retail $1.50 with 100 staples 
With Tack Remover 
Retail $1.65 





HANDI-CLIP 
Retail $2.50 with 400 assorted 
staples. 
“RX46A" HANDI-CLIP 
Pinning and stapling 
Retail $3.00 
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STAP DNAUGHT 
STAPLE - SPAN — 


12" reach 
Retail $8.00 





Retail $8.00 


Heavy Daty 

















Displays — Leaflets 


FREE to Markwell Dealers 
Inquiries from Select Dealers invited 


MARKWELL MEG. CO, inc 


NEW YORK 








200 HUDSON STREET 
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Hand 


MODEL 1221 - ° 


MODEL 1231E - - Electric 


A beautiful machine in design and color, brilliant 
in appearance, dependable in performance. It 
costs no more than an ordinary adding machine 


of like capacity. 


‘Precisioned by Monolype” is a de- 
pendable guarantee for the utmost in Accuracy 
and an assurance of Mechanical Perfection and 
Durability. The Monotype Company is proud 
to place its name and guarantee on this remark- 
able new Barrett Printing Calculator. 


Purchase your next Adding Machine on the 
basis of performance and results. Idle machine 


| 





OFFICE APPLIANCES 


Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


USINESS was good in all lines having to do with 
office equipment during the month of November, 


_ and that is not the word of one dealer alone but of all 
| dealers interviewed. There was not one exception. 
| Typewriter salesmen, adding machine salesmen, sta- 
| tionery store proprietors, everyone ate his Thanks- 
| giving dinner with a smile draped across his face. 
| Back of much of this upswing in sales of course lies 


| 


the business of national defense expenditures, money 
that is now beginning to percolate rapidly through the 
wholesale and retail business structure of Southern 
California. In addition to that, however, adding ma- 


| chine and calculating machine men all expressed en- 
| thusiasm over their new models. At least three of them 








hours are costly. This new Barrett will have | 


fewer idle hours, as it will do all of your adding 
and listing, having a capacity of 12 columns, 
$9,999,999,999.99, 


On it may be figured all problems of Multipli- 
cation, it has Direct Subtraction, and will Mul- 
tiply by the short-cut method at a great saving 
in machine operations and with a True Printed 
Proof of All Factors. 


Consult Your Office Appliance 
Dealer or Write to Us Direct for Information 


BaRRETT Prices START AT $49.85 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY | 


Monotype Building, 24th at Locust Street, Philadelphia, Penna. 





| 
| 





said, “I think we’d have good business even without 
the defense program because our new models are 
making such an appeal. The fact that the national 
election is a thing of the past and the public mind has 
been allowed to settle down to something approaching 


| normalcy also has something to do with it.” The man- 


ager of the typewriter department in a local store said 
the section had just finished the biggest month in its 
histury. 

* * + 

Golf and Dinner—The Golden State Travelers’ Club 

was scheduled to meet for its regular dinner and golf 
tournament at Fox Hills Club, Los Angeles, on Friday, 
November 29. In general charge were Blake Lockard, 
secretary and treasurer, and E. R. Daniel, president. 
The meeting in October was held on the twenty-fifth 
but rain that day made golf impossible and reduced 
the attendance to the minimum. A card game took 
the place of golf with equal recreational results. 

* * * 


October and November Top History.—The typewriter 
department of the Eastern-Columbia department store, 
Los Angeles, had the biggest October and the biggest 
November in its history, according to the manager, 
B. Klepak, and Harry Cherry, merchandise manager 
in charge of concessions. While an ensemble idea used 
during the two months had much to do with the vol- 
ume of sales yet the general demand was good ex- 
clusive of the ensemble idea. Standard and portable 
machines are Selling in about equal number in this 
store and the same can be said of new and recondi- 
tioned machines. 


* * * 


Adds Line of Ribbons.—George Williams, represent- 


| ing Royal’s Roytype ribbons, a resident of San Fran- 


cisco, on his regular sojourn in Los Angeles last month 


| placed the complete line with the Southern California 


Adding Machine Company at 847 South Broadway. 
The boys at this address are so busy these days that 
they have added three mechanics in the last two 
months. Servicing and reconditioning adding and cal- 
culating machines are the big stunts in the shops here. 
Recently a contract for servicing adding machines for 
the Automobile Club of Southern California, a big job, 
has added to the activity at this address. 
. * * 

Barlow Visits West.—A. W. Barlow, western sales 
manager for the Royal Typewriter Company, Inc., 
arrived in Los Angeles, November 19, and spent a few 


days in the area in connection with the multitudinous 


duties connected with his job. 


* * * 


Dimuzio With Royal.—Bill Dimuzio, formerly with 
Remington Rand Inc., has joined the sales force of the 
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The concentration of effort 
depicted in this chart has 
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ERSHIP. for Oxford deal- 


ers everywhere. 
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FILING SUPPLIES ARE NOT A DIVISION OF THE 
OXFORD LINE—THEY ARE THE WHOLE BUSINESS! 





“Jack of all trades, master of none”——“Doing one thing well”—*“This is 


the age of the Specialist” — 


There you are, if you want proverbs to prove the wisdom of making 


filing supplies our WHOLE BUSINESS. 
But if you want tangible evidence, too 


Just look at Oxford products! In every item, your customers’ demand 
for high test materials, modern design, precise workmanship, convenience, 
and efficiency has been met. Furthermore, the line is complete—every 
filing supply requirement can be filled out of the wide range of Oxford 
products. Oxford sales helps, displays, packaging, and advertising also 


do their part. 


On every count it is evident that the Oxford policy of specializing only 
in filing supplies makes these supplies easier for the dealer to sell—brings 
him Sales Leadership and profits. 


"Your filing supply specialists” 
OXFORD FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn, N. Y. 125 So. 8th St., St. Louis, Mo. 
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VYlow—DurRInG TRANSFER SEASON 


YOUR Customers 
“Thousands use f . 
these filing aids. will be needing new 


They insure filing 


6 eo & 
Accuracy and Efficiency.” f t i in Cc con ft ain e rs j 


BE SURE TO 
SHOW THEM 


Quality-Bilt SLeathrewid 
FILE POCKETS 


| ail. and 
— 


tal / Double Top TGpemanila 
= & FILE JACKETS 


Increase Your Sales by showing these items Now! 























The Ideal Containers for grouped letters and bulky correspondence 
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FILE POCKETS 








MADE IN LETTER AND LEGAL SIZES F | L if J A & K if T S 

with 15 312” and 51% a Have MADE IN LETTER AND LEGAL SIZES 

reinforced corn and fo Idover gu ane et tops 

with do uble fronts rectly mary glue welded — * » 1% eS los geo « Sige nengg 
oughout. Reinforced ta he eat wear 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, III. 
FACTORY AT ST. PAUL 
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Royal Typewriter Company taking the place of Art 
Hoppe who resigned in order to enlist in the coast 
artillery service. 

~ « * 

Staffeld Visits Los Angeles.—D. C. Staffeld, superin- 
tendent of Comptometer training schools, was in Los 
Angeles for a few days recently looking over the school 
conducted in connection with the Felt & Tarrant 
Manufacturing Company’s set-up in the Chamber of 
Commerce building. John M. Flowers, local manager, 
says Mr. Staffeld was highly delighted with the quality 
of the school here. Mr. Flower says that business is 
away above last year and is constantly on the increase. 

x * - 

Pictures Taken of School.—Pictures taken of the 
Stenotype Company of California’s school in the 
Chamber of Commerce building have been made avail- 
able for showing on the screen throughout the city 
and are in demand, according to the management of 
the local office. The school is now running five days 
and five nights in the week and at that can not keep 
up with the demand. The call by the government for 
girls with this training has been so large that it has 
been difficult to fill the demand these last few weeks. 

- x * 

Herman Miller Makes Eastern Trip.——Herman Miller, 
in charge of the school conducted by the Stenotype 
Company of California, has returned from an extended 
trip through the East. He visited New York, Phila- 
delphia, Detroit, Chicago and other large cities viewing 
various schools and comparing notes in a general way. 

* ~ * 

Tonkin on Sales Trip.—Bill Tonkin, Pacific Coast 
sales manager for the Victor Adding Machine Com- 
pany, took a trip through Arizona and neighboring 
territory about the middle of November and says he 
found business plenty good in most localities that he 
visited. 

7 * * 

Bauer Has New Job.—K. C. Bauer, who has spent 
many years in the office appliance industry having 
served his time with the Schwabacher-Frey Company 
and with the Stationers Corporation, has been chosen 
Pacific Coast representative for the Cooke & Cobb 
Company with territory “from Denver west.” He will 
make his home in Los Angeles. J. W. Willmore, vice- 
president and general manager of the company, was 
out this way for several days during the month of 
October looking for competent representation for this 
area. He seems to have found what he needed. 

* x * 

Smith in Better Position.—There are reputed to be 
several Smiths in the world, but be that as it may, 
one Smith has a better job now than he had a few 
weeks ago. The lucky Smith is C. S. Smith who after 
having spent fifteen years or so in the employ of 
Eversharp, Inc., has been named Pacific Coast regional 
manager. The office is located at 153 Kearney Street, 
San Francisco. 

* = - 

Wiley Gets Promotion.—Marshall A. Wiley is the new 
Pacific Coast general manager (Denver-west) for the 
General Pencil Company, a nice promotion for a fellow 
well liked in this neck o’ the woods. 

* a * 

Bob Reed in Hawaii.—Bob Reed of the American 
Pad & Paper Company has been looking after the 
interests of his company in the Hawaiian Islands this 
fall. At this writing he is still over there. 

* * * 

Bill Gincig Dies.—Bill Gincig, one of the most popu- 
lar salesmen among office equipment men in Los 
Angeles, died October 17 very suddenly from a heart 
attack. Mr. Gincig spent some time in the employ of 
the Grimes-Stassforth Stationery Company but in later 
years was with the Schwabacher-Frey Company. 


* x * 


Daughter for Brann.—Lester Brann of the West 






famous for more than 50 years 


RECORD PROTECTION 
by VICTOR 


You can't go wrong with the predetermined, test- 
ed, certified quality and modern design of Victor 
Record Protection Units— or with Victor's com- 
plete coverage of your customer's protection 
needs. Here is a line that offers everything you 
need to make major profits for your business. 


VICTOR 


one hour 
certified 


SMALL SAFES 


Underwriters’ C Label 
S.M.N.A. | hour Label 
These safes comply 
with Federal specifi- 
cations AA-S-81 








VICTOR 
Certified 
1—2—4 hour 
FILING SAFES 


many sizes 





Underwriters’ and 
S.M.N.A. Labels 
These safes also 
comply with Fede- 
ral specifications 


AA-S-81 





VICTOR 





BURGLARY CHESTS 

sizes and grades of 

protection for every 
business need 


v4 





Underwriters’ and 
S.M.N.A. Labels 


... plus the new, modern equipment 
for protecting records in bulk... 


VICTOR 
FIRE MASTER 
INSULATED FILES 


1 hour — 14 hour 
A complete line that combines 
effective protection with effi- 
cient filing. 


(sold only through exclusive franchise 
dealers— many opportunities still open) 





GET THE FACTS — How Victor Equipment 
will add profits to your business — write for 
VICTOR PROTECTION folder. 





THE VICTOR SAFE & 








NORTH TONAWANDA, NEW YORK 
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The Super-Gealwre 


ADDING MACHINE ROLL 


Thousands 
UbLQNrL 
Me cvcky day. 


250 feet in every 
roll. 


2 


Every roll is hard 
wound, no breaks, 
no patches. 


3 


Every roll has warning 
signal in red, three feet 
before the end of the roll. 


4 


Every roll is smooth, individ- 
ually sanded, vacuumed and 
brushed. Clean, easy to handle, 
easy to use. 


§ 


Cores are hardwood . . . wax- 
dipped. clean and free of splinters. 


6 
Every roll in any of the 6 grades is 
uniform in quality, texture and weight — 
Standard for the particular grade. 


7 
NO WASTE IN STARTING THE ROLL 
This patented feature makes starting a new roll 
easy ... and eliminates practically all waste. 
Full measure in SPOTSEALD ROLLS and you 
can use all of every roll. 


PAPER SPECIALISTS FOR THE STATIONER 


ROCKWELL-BARNES CoO. 


1525 West 38th Street Chicago 
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Coast Stationery & Printing Company, 1144 South 
Broadway, is happier than most men these days due to 
the arrival at his home on October 26 of a daughter, 
Laura Lee. All are well and all is well. 


Rogers Goes to Frisco.—Joe Rogers who has been 
accounting machine salesman for the Underwood 
Elliott Fisher Company in Los Angeles has been trans- 
ferred to the district manager’s office of the same com- 
pany in San Francisco. Added to the force in Los 
Angeles is Maurice Aase. 

* : * 


Business on the Ups.—Ted Sloat, manager of the 
typewriter division for the Underwood Elliott Fisher 
Company, says sales are decidedly ahead of last year 
in his department. He attributes this gain to four 
causes, to-wit—money put into circulation by the na- 
tional defense program, more intensified sales effort, 
the calm that follows a national election, and the 
popularity of the new models. 


—-¢ 






NEW PACKAGING 
FOR IMPERIAL FOL- 
DER ROLL LABELS.— 
The Imperial Methods 
Company, Forest Park. 
Ill., has introduced 
this new container- 
display box for its line 
of folder roll labels 
which were fully de- 
scribed in the Octo- 
ber issue of Office Ap- 
pliances. The box is 
principally for counter 
use and measures 


only 8!/2 by 11'/2 inches although holding twelve packages of 
the labels. When the lid is raised for display purposes it re- 
veals a pleasing and attractive combination of red, white and 
blue colors with red predominating in such a manner as to 
catch the eye and attention of a person entering the store. 
With the lid folder down the box is only two inches in height 
for easy and convenient stacking on stock shelves. A small 
circular hole in the cover of each individual package permits 
the customer to choose the label color best suited to his needs. 
—-— 
CAMPBELL RECOVERS FROM BURNS SUFFERED 
DURING STORE FIRE 

G. P. Campbell, president of the Commercial Sta- 
tionery & Supply Company, Chattanooga, Tenn., is well 
on the road to recovery after suffering severe burns 
incurred when he was trapped on the second floor of 
his store shortly after fire broke out. 

Mr. Campbell had attempted to reach the stairs to 
the ground floor when the intense heat forced him to 
retreat to a rear window. He kicked out the window 
in an attempt to escape but the ensuing draft sped 
the flames to him and he was severely burned about 
neck, face, ears and hands before firemen could place 
a ladder to the window and rescue him. 

The fire, which broke out in a second floor stock 
room, caused considerable damage to the second and 
third floor and destroyed a large quantity of stock. 
Prompt work by firemen in spreading tarpaulins, how- 
ever, held the damage to the minimum on the first 
floor and balcony of the store. 
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SHEAFFER'S 








THREE NEW ENSEMBLES 


THE PATRIOT, $4 4-00 
F C Jj. THE VIGILANT, $49.75 
Oo a t 4s THE DEFENDER, $ @.00 


Designed for Volunteers and 
others who are training, or will 
shortly train, in the Army, Navy 
or Marine Corps. 


They meet all service regula- 
tions. 


Make your stock complete with 


the addition of these new en- 
sembles at once. 


ALSO NEW—NON-BREAKABLE PLASTIC 


Safety Skup | rn: 


Ideal for the service man, the 
student in exam rooms, and all 
who travel. Carries safely in pocket. 
suitcase or traveling kit. Translucent 
material makes contents visible. The 
best way ever devised for carrying a 
reserve writing fluid supply. Write, or 
see your Sheaffer salesman, for special 
introductory offer. 

















W. A. Sheaffer Pen Co., Fort Madison, lowa 
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ABOUT THE TRADES 


MOST VALUED FRANCHISE ? 





Are you ready to talk? 


About More Profits 
for 1941 


"T° HE Shaw-Walker Franchise is any dealer’s major 
profit opportunity; Shaw-Walker dealers regard 
this franchise as their most prized business asset. 
Shaw-Walker is the related line of 8,000 office 
items, each matched with the others to produce more 
results for the user—a sales story that clicks. Customers 
who start buying Shaw-Walker keep on buying the 
line through the years. 
Shaw-Walker’s trade mark is the best known in this 
industry. The Shaw-Walker Office Guide is recog 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNI- 





nized as the greatest “Junior Salesman”, the biggest 
single source of both new and repeat orders in this 
business. Since supplies alone can and should amount 
to at least 30% of your business, and often exceed 
50% with Shaw-Walker dealers, this one great division 
of Shaw-Walker dealer profit is readily understood. 


Do You Qualify? 
In certain areas this franchise is now available. Possi- 
bly your status has changed, possibly you now qualify 
for this lifetime profit opportunity. If so, we are ready 


to talk to you. Write to-day. Get set for 1941. 


GHAW-WALKER 


MUSKEGON, MICHIGAN 





TURE AND FILING EQUIPMENT IN THE WORLD 
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PASSED AWAY 





P. E. McAULIFFE 

Stricken with a heart attack while staying at a 
New York City hotel, Patrick E. “Pat” McAuliffe, 
treasurer and manager of the McAuliffe Paper Com- 
pany, Inc., Burlington, Vt., died October 25 in the 
St. Vincent’s hospital, New York. He was in his sixty- 
seventh year. 

Known simply as “Pat” to his hundreds of friends 
and business associates in New England and the East, 
Mr. McAuliffe had had a long career in the field, 
which began fifty-four years ago. During the latter 
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part of his life he was a familiar figure at stationery 
gatherings in and around New England. 

Born in Burlington on February 16, 1873, Mr. 
McAuliffe gathered his education as rapidly as he 
could and began his business life by entering the 
employ of Samuel Huntington, a book and paper mer- 
chant at the age of thirteen. He took an instant 
liking to the paper making industry in which he was 
destined to spend his whole lifetime. In 1912 he 
became affiliated with the newly organized McAuliffe 
Paper Company which had been launched by his 
brothers, but for a short time prior to that had been 
connected with Whitney & Shanley as a salesman. 

Active in club and fraternal circles Mr. McAuliffe 
was a charter member of DeGoesbriand Council, 
Knights of Columbus, of which he was a past grand 
knight, past state deputy and a past master of the 
Fourth Degree Assembly; also a member of the St. 
Vincent De Paul society, the Catholic Order of For- 
esters, Burlington Rotary Club, Burlington Country 
Club, Burlington Elks lodge, National Stationers Asso- 
ciation, United Commercial Travelers of America; was 
a member of the Fletcher Free Library commission, 
vice-president and a director of the Burlington Cham- 
ber of Commerce and for several years a charity 
commissioner. 

Mr. McAuliffe is survived by his widow, Helen M. 
Corley McAuliffe; four daughters, Miss Ruth McAuliffe, 
Mrs. Helen Robins, Mrs. Francis Wisell and Mrs. 
Patricia Kehoe; one grandson, Patrick Stephen Robins; 
one granddaughter, Sheila Mary Kehoe; three brothers, 
Richard L., Henry J. and David F. McAuliffe, and 
several nieces and nephews. 


y ¥ v 
| | 


EDWARD MONTAG 

Edward Montag, one of the founders of Montag 
Brothers, manufacturing stationers, died October 22 at 
his Atlanta, Ga., home in his seventy-second year. A 
native of Germany, Mr. Montag came to this country 
sixty years ago with his two brothers and established 
the Montag Brothers organization, which he built into 
one of the largest firms of its kind in the entire South. 
Five years ago he severed his connection with the sta- 
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The Dawa Manufacturing Corn 


HALL-WELTER CO, INC. 


12 CHAMPENEY TER. 


ROCHESTER, N. Y 











MOSLER 


/INSULATED RECORD CONTAINERS 


| WITH LETTER FILES OR LEGAL CAP FILES 
AND SUBSTITUTE INSERT DRAWERS 


MADE IN THREE AND FOUR DRAWER UNITS 


THE CONVENIENCE 
OF A FILE 


THE PROTECTION 
OF A SAFE 






Patent Applied For 


Four-Drawer Letter File. 
© receded 


This is a fast-moving, profit- 
able dealer line, because 
prospective customers are 
quick to recognize the great 
advantages of “ONE HOUR 
FIRE PROTECTION com- 
bined with the maximum 
efficiency of this Improved 
Vertical Filing System. 





Four-Drawer Letter File. Door 

closed and locked. Combination 

lock can be added for dual 
contro! 











*This is the ONLY FILE bearing both the 
Underwriters’ Laboratories and Safe Man- 
ufacturers National Association One-Hour 
Fire Labels with Drop or Impact Test. 


YFACTURERS NATIONAL Ass 


r FIRE INSULATED SAFE 
GLEE | Dasa 


OClATION 








Dealers are requested to write Dept. D of The Mosler 
Safe Co., Hamilton, Ohio, for catalogs, prices and in- 
formation about our proposition on this line, as also 
Fire-Resistive Vault Doors, Safes and Burglary-Re- 
sistive Chests. 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
320 FIFTH AVE., FACTORIES: 
NEW YORK CIT) HAMILTON, OHIO 
BOSTON PITTSBURGH 
84 Sudbury 395 Union Trust Bidg 








Dallas, Kansas City, 
Washington, D C, 
nited States 


Ri Shanghai, Tokyo 
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tionery house to become president of the Perfect Belt 
Company, which he established.—_JHR 


> > 
W. F. WYMAN 


The many friends of Walter F. Wyman, general sales 
manager of the Carter’s Ink Company, were grieved 
to hear of his death on November 21. He had been in 
ill health for the last three years and had been con- 
fined to his bed since June. On orders from his physi- 
cian he had tendered his resignation on November 1. 

He will long be remembered because of his vision 
which resulted in such items as Cico, liquid paste; 





W. F. WYMAN 


Midnight, decorated back carbon; a de luxe typewriter 
ribbon box with a secondary use, the ideal powder 
box; and other Carter exclusives, including guaranteed 
stamp pads and cube-stands. 

In addition to his work for the company as assistant 
New York manager, export manager and general sales 
manager, Mr. Wyman has served for over twenty-five 
years as an officer or committee chairman in many 
business organizations in the varied fields of sales, 
advertising, credits and exporting. In the days of 
N.R.A., he was chairman of the Code Authority for the 
writing ink and adhesive industry. 

Mr. Wyman had lectured on foreign and domestic 
commerce at Dartinouth, Harvard and other educa- 
tional institutions; and had written many magazine 
articles and books on business subjects. He was dis- 
tinguished for keen and informed interest in all phases 
of life from athletics to the arts. 

Mr. Wyman is survived by his widow, Mrs. Roline 
Phillips Wyman; a sister, Martha A. Wyman; a daugh- 
ter, Elsbeth Wyman Horack of Durham, N. C.; a son, 
Robert Bruce Wyman, and a grandchild, the baby 
daughter of Mrs. Horack. 

—->-— 
W. J. BAUER 

Walter J. Bauer, research engineer of the Eastman 
Kodak Company in Rochester, N. Y., for the past three 
years and former vice-president of the Remington or- 
ganization in Elmira, N. Y., died suddenly November 
16 at the home of his mother, 99 Front street, Middle- 
town, Conn. He was in his fifty-first year. 

Mr. Bauer had been in Philadelphia on business and 
went to Middletown to visit his mother, who had been 
sick. After returning from the Wesleyan-Trinity foot- 
ball game he sat down to listen to the radio and when 
his mother called him for supper she found him dead 
in the chair. 

A wide background in research engineering was 
gained by Mr. Bauer through experience in fifteen or 
twenty different factories in various parts of the 
country. He learned the tool making trade at the Pratt 
& Whitney Company in Hartford, Conn., and grad- 
uated from the Hartford public high school night 
course. 

For many years Mr. Bauer was employed in the 
Remington Rand Inc. typewriter factory in Middle- 
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or a business building 
impulse is needed— 


Wherever an installation 
is under consideration—— 
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and better value 
for the money is an 
influential idea— 








Recommend 


JASPER CHAIR CO. 
Leather Upholstered Office Chairs! 


Plenty of good news in Jasper Chair Co. chairs! Giving 
your customer a comfortable seat in one is the first item. 
Telling the construction story is another. The strict adher- 
ence to standards of production adopted at the establish- 
ment of our business continues to guarantee lifetime satis- 
factory service. 


Improvements in general design, tailoring 
Many different designs are offered in of leather upholstery, selection of woods 
our leather upholstered line but even and finishes are continually studied, en- 
greater variety is available in our all : . ‘ 

wood executive and general office line, abling us from time to time to announce 
posture chair group, jury chairs, stools; to the trade new and more attractive de- 


etc., all shown in our general catalog. : 
Separate catalog describes our school signs and features. 


om Always have some Jasper Chair 


EPER_CHA; ss . ° . 
Ape RS Co. chairs in your display and 


wer ° : 
( aspire" ™ \ stock. While your orders will 
ine «| always receive our best atten- 
A’ > e/ tion, you can sell more chairs 
Ino: when you have them on hand, 
The Right Chair At The Right Price ready for delivery. 





JASPER CHAIR CO. 


JASPER, INDIANA 





REPRESENTATIVES 
Geo. A. Litchfield, Sales Mgr 
R. J. Freeman (Eastern) E. W. Thomas, (Southwest W. H. Brown (Chicago-Midwest 
383 Madison Ave.., 3004 Mountain Ave., Apt. No.2 6708 Glenwood Ave., Chicago 
New York, N. Y Birmingham, Ala Phone ROGers Park 3644 
S. H. MacDonald, (West James S. Fowls, (Southern 
405 Orpheum Bldg 3414 Euclid Heights Blvd 


Seattle, Wash. Cleveland, Ohio. 
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STEELCASE 
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‘is the line that lifts 





adequately handle their requirements. The smart styl- 
ing and exclusive features of the new Steelcase Desks 
give them the plus value that means easier sales. com- 
plete satisfaction and repeat business. 

Steelcase Desks are the finest in the industry. They 
have been developed from years of continuous experi- 
ence with thousands of outstanding installations of 
every type. It will pay you well to investigate the 


profit potentialities of the entire Steelcase Line. Write 


us today! 


STEELCASE EXECUTIVE DESK 
No. 7720 66 x 36 inches 





Steelcase Desks are furnished in a variety of pleasing colors and 
reproductions of walnut and mahogany graining. They feature 
“Roll Edge” battleship linoleum tops; stainless steel binding 
strips to protect linoleum against damage; wiring provisions for 
easy installation of telephones, intercommunication systems and 


desk lamps: plus dozens of other exclusive features. 


found where business succeeds 


METAL OFFICE FURNITURE CO. 


GRAND RAPIDS, MICHIGAN 
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town, working up to superintendent about 1925. Later 
he went to the Remington Ilion, N. Y., plant as assis- 
tant manager and subsequently was promoted to man- 
ager of the Elmira, N. Y., plant and vice-president of 
the firm. 

Mr. Bauer was a member of St. John’s Lodge, F. & 
A. M., of Middletown; Sphinx Temple in Hartford, the 
Odd Fellows and the Rochester Episcopal church. 

Surviving besides his mother, Mrs. Sophie Bauer, 
are his widow, Mrs. Leta Bauer; and three sisters, 
Mrs. James Bayley, Miss Alice A. Bauer and Mrs. S. R. 
Crowell, all of Middletown.—BJ 

+ i 
M. L. POUNDSTONE 

Suffering a stroke after he was believed on the road 
to recovery from a recent illness, Marton Leroy Pound- 
stone, prominent manufacturers’ representative of Tul- 
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sa, Okla., died last month in a Tulsa hospital. He was 
in his sixtieth year. 

Mr. Poundstone had spent many years in the indus- 
try, beginning in 1918 when he went to Tulsa from 
Kansas City, Mo., as representative of the Western 
Bank & Office Equipment Company. For a while he 
operated a radio sales and repair store but again 
entered the office equipment field and began the rep- 
resentation of a number of the larger manufacturers. 
At the time of his passing he covered a territory con- 
sisting of Oklahoma, Arkansas, northern Texas, Kan- 
sas and Missouri for the Anderson-Hickey Company, 
Geneva, Ill., C. L. Barkley & Company, Chicago, Securi- 
ty Steel Equipment Company, Avenel, N. J., and the 
Sherman-Manson Manufacturing Company, Chicago. 

Deeply interested in fraternal work Mr. Poundstone 
was connected with the Odd Fellows lodge and was al- 
ways most active at National Stationers Association 
conventions. He was a charter member of the City 
Commercial Club, forerunner of the Tulsa Chamber 
of Commerce, the Hi-Twelve Club, the Civitan Club, 
the Masonic order and the Saba Grotto. 

Mr. Poundstone is survived by his widow, Mrs. 
Pauline B. Poundstone; a daughter, Mrs. William C. 
Jackson; a son, Robert L. Poundstone; a sister, Mrs. 
Roy Bettis, of Anthony, Kans., and four brothers, W. J. 
Poundstone of Winfield, Kans.; Arthur H. and John 
Poundstone, both of Anthony, and Bertis Poundstone 
of Harper, Kans. 


C. V. MERCER 

Charles Venable Mercer, secretary-treasurer of the 
B. B. Johnson & Sons Lithographing Company, Mem- 
phis, Tenn., died November 2, following a heart attack. 
He was in his fifty-eighth year, and had had consid- 
erable experience im the office supply and equipment 
field. 

Mr. Mercer was stricken while visiting in the home 
of a sister, Mrs. Jesse Armstrong of 1793 Forrest ave- 
nue. A native of Yazoo, Miss., he had lived in Mem- 
phis since 1938, previously spending many years in 
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URPHY CHAIR 





No. 9291 





The design, construction, finish and mechanical 
features of all Murphy swivel chairs, have contributed 
in large part to their popularity with a majority of 
the retail trade. 

No short cut methods enter into the production. 
Each detail, to provide comfort and promote effi- 
ciency, is carried out to the “nth” degree. 

Feature Murphy Chairs and grow healthy profits. 





No. 8283 No. 8273 


BE SURE YOU HAVE CATALOG NO. 68 


Murphy Chair Co. 


INCORPORATED) 


OWENSBORO, KENTUCKY 
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is the quality rating accorded 
to VAIL products by Dealers 
thruout the country. 


* 


Your continued patronage is the 
evidence of your approval of 
our service, our merchandise 
and our strict dealer policy. 


* 


We appreciate your confidence 
and you are assured that our 
ingenuity will be constantly di- 
rected to enhancing our value 
to you as a source of supply. 


a, xa4 
* A Boy 
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I 
Latest Price List 7 4 
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on request 
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VAIL 


MANUFACTURING 
COMPANY 
900 E. 95th St. Chicago, III. 








"MAIL IT TO VAIL” 








OFFICE APPLIANCES 


Jackson, Tenn., where he was president and manager 
of the McCowat-Mercer Company, an office supply 
firm. 

He is survived by a widow and two daughters in 
addition to the sister—CG 

+ kk + 
R. L. THOMAS 

As this issue goes to press we learn of the sudden 
death of Robert L. Thomas, sales manager of Lucas 
Brothers, Inc., Baltimore, Md. Mr. Thomas joined Lu- 
cas Brothers thirty-six years ago as a clerk and by 





THE LATE R. L. THOMAS 


dint of hard work and a thorough study of the sta- 
tionery business, worked his way up to the position 
he held at the time of his passing on November 7. 
He was deeply interested in association work and for 
two terms served as governor of the third regional 
district of the National Stationers Association. He 
is survived by a widow and two sons. 


H. C. FARINGER 

Harry C. Faringer, part owner of the Standard Type- 
writer Company, Columbus, Ohio, died at his place of 
business on November 11 following a heart attack. He 
was in his fifty-ninth year, and resided at 1073 Studer 
avenue. 

When Mr. Faringer collapsed employees of the store 
at 22 North Third street called the fire department, 
and although an inhalator squad was rushed to the 
establishment, he was dead upon its arrival. 

A resident of Columbus for twenty years, Mr. Far- 
inger had been connected with the typewriter firm 
since 1937. Previous to taking up residence in the Ohio 
city he lived in Philadelphia. 

Surviving are his widow, Mrs. Cecile Faringer; his 
mother, Mrs. Clara Faringer, and a brother, Charles 
Faringer. 


Cc. E. ARCHBALD 

Charles E. Archbald, president of the Duplico Manu- 
facturing Company, New Brunswick, N. J., died Novem- 
ber 8 in a local hospital at the age of seventy years. 
He had resided at 701 South Second avenue, Highland 
Park, N. J., and was head of the firm he founded 
thirty-five years ago in New Brunswick. 

Mr. Archbald was a noted yachtsman and for six 
years held the championship for deck canoe sailing 
along the Jersey coast. He was also a past president of 
the local Kiwanis Club. 

Surviving are the widow, Mrs. Helen Regan Archbald; 
a son, Charles E. Archbald II; a daughter, Miss Alex- 
andra Archbald, and a sister, Mrs. George H. Napier. 


y v Y 
=< i os i 


J. C. MARSHALL 


J. Carl Marshall, president of Marshall-Smith, Inc., 
Cleveland office supply house, died November 1, a few 
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Dealers everywhere have come to know that 
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Vertical Filing Cabinets are outstanding in their 
respective classes. This however is only half the 


story, because COLUMBIA also makes a complete line 


~ W/}, 
Pree) //, 


of Bank Equipment ty Wide Sections 





Sections y Short Line “gy and Card Index Files ¢ oy 


—furthermore, the design and construction of custom 


Sj together with complete lines of 


built equipment 
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Steel Desks hap Steel Chairs % and Fireproof Safes 
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to its ever-growing list of progressive dealers in 


office equipment. 


COLUMBIA STEEL 


eu AtEL 


LINCOLN-LIBERTY BUILDING 





(> round out the general service offered by COLUMBIA 
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GIVE YOUR BUSINESS THE SAVINGS 
THIS WONDER MACHINE CAN DELIVER 


m It’s the talk of every office where figuring is done. 
The Printing Calculator saves time and money, because 
it prints all factors of every calculation , . . automatic 
division, multiplication, addition, subtraction . . . direct- 
ly onto tape. It saves time because you don’t need to 
“double-check”, or copy the answer from dials. It saves 
money because its simple 10-key numeral keyboard re- 
quires no specially-trained operators. It’s a“natural” on 
every figuring job! Try it today. Phone your nearest 
Remington Rand office... or write Remington Rand 


Inc.. Buffalo, New York. 


The Remington Rand 
Printing Calculator 


ONLY aa ? 
: ton Rand NOISELESS, STANDARD, PORTABLE TYPEWRITERS ... ADDING, CALCULATING, BOOKKEEPING, PUNCHED-CARD ACCOUNTING MACHINES ... KARDEX VISIBLE 
Reming CAN BURNISN SYSTEMS, RECORD PROTECTION, FILING METHODS AND EQUIPMENT, LOOSE-LEAF DEVICES... PHOTOGRAPHIC RECORDS EQUIPMENT... AND OTHER 
PRECISION PRODUCTS INCLUDING THE FAMOUS REMINGTON RAND DUAL CLOSE-SHAVER — DEALERS, SALES AND SERVICE OFFICES IN 517 CITIES 









EVERY OFFICE NEED 
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hours after he was stricken with a heart attack in his 
home at 10822 Carnegie avenue. He was in his sixty- 
fourth year. 

A native of Mount Pleasant, Ohio, he went to Cleve- 
land in 1892. Before becoming associated with the 
Marshall-Smith organization in 1933, Mr. Marshall was 














THE LATE J. C. MARSHALL 


for twenty years employed by The Brooks Company, 
another office equipment and printing firm. 


Mr. Marshall is survived by his widow, Mrs. Grace | 


Marshall; a daughter, Mrs. H. D. Farnam; three 
brothers, Roy of Los Angeles, Earl of Bridgeport, Ohio, 
and Thomas of Cleveland, and two Sisters, Mrs. 
Blanche Murain, Martins Ferry, Ohio, and Mrs. Leota 
Heidler, Cleveland. 

t + 


G. M. MacWHORTER 


George Merritt MacWhorter, assistant branch man- 
ager in charge of accounting machines for the Under- 
wood Elliott Fisher Company at Washington, D. C., 
died Sunday, October 27. He was in his forty-first 
year and resided at 3114 Rittenhouse street, N.W. 

Born August 8, 1899, at Washington, Mr. MacWhorter 


had spent his entire lifetime in that city. He began | 


his career with UEF on December 1, 1917, and resigned 
in March, 1923. However, he was reemployed again on 
May 16, 1935. 

Funeral services were held on October 29 at the 
Hines chapel in Washington, followed by interment in 
Cedar Hill cemetery. 

Mr. MacWhorter is survived by his,widow, Mrs. 
Marion Ritche MacWhorter; two sons, Robert B. and 
George M. MacWhorter, Jr., and his mother, Mrs. Ida 
Emmett MacWhorter, all of Washington. 


ok + 
E. J. WERNIG 


E. J. Wernig, manager of the office furniture de- 
partment of the Skinner & Kennedy Stationery Com- 
pany, St. Louis, Mo., died October 30 in St. Mary’s 
hospital in that city. He was in his forty-ninth year 
and had been ill for three months. 

Mr. Wernig had been associated with the office sup- 
ply and equipment industry for more than twenty-two 
years, ten of which he had served with the Skinner & 
Kennedy organization. 

He is survived by his widow, Mrs. Stella Wernig; 
two sons, the eldest of whom, Dale, is connected with 
Skinner & Kennedy, and three daughters. 

+ ok 
J. T. TOWNES 

As this issue goes to press word is received of the 
death November 6 of James Thomas Townes, president 
of the J. T. Townes Printing Company, Inc., Danville, 
Va. It is expected that additional information and de- 
tails of Mr. Townes’ career in the industry will be 
forthcoming for presentation in the January issue. 











An Old House 
WITH A NEW LINE 


THE NAME SLOANE needs no sales talk to put it across 
to your customers. For many years, Sloane has stood 
for quality furniture. 

NOW, AFTER BUILDING only fine executive furniture 
to order, Sloane presents a group of twelve stock 
executive suites. On them has been lavished the same 
authentic designing, the same top workmanship and 
ide range of designs affords a selection 
and pocketbook. And because Sloane 
resources...delivery on any of the 


quality. A w 
for every tast 
has such great 
suites can be made promptly from stock. 
ALL SLOANE’S stock office suites are made by Sloane, 
under the strictest supervision...with Permo-Weld 
panels proofed against climate, age and checking. 
WRITE FOR DETAILS about handling the Sloane line in 
you Send for our literature and prices. 


your market. 
Illustrated: Sloane’s Queen Anne executive suite, in 
mellowed walnut. Desk, $360 ; telephone cabinet, $84; 
$36; swivel chair, $105; armchair, $97. 


costumer, 


All prices list, subject to a liberal dealer discount. 


Wholesale Office Furniture Division 


ws! Sloane 


575 FIFTH AVENUE + NEW YORE 
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CASH DRAWER—ADDING MACHINE 


ee eae 


@ Today's merchant must know the status 
of his business from day to day. Any make 
of adding machine, mounted on an Indiana 
Cash Drawer, tells him at a glance, which 
items are most profitable . . . gives him a 
clear picture of cash on hand .. . cash paid 
out. Instantly assembled or disassembled, 
the Indiana Combination functions both as 
adding machine AND cash register—at a 
price any retailer can afford to pay! 


Step up your Sales! 


Whatever make of adding machine you han- 
dle, let us show you how easy it is to sell 
a combination cash register for every three 
adding machines. Mail the coupon... 





todayl 
INDIANA CASH DRAWER COMPANY 
SHELBYVILLE, INDIANA 
Please send full information. prices, etc., om cash drawers for use 
with an adding machine. 
Check make 
of addin 
aiiae bandied Name 
C) Allen Wales 
[) R. C. Allen 
() Barret Address 
{|} Burroughs 
() Corona 
[) Monarch City 
[} Remington Rand 
() Sundstrand 
(} Victor State 
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CHATTANOOGA’S OLDEST STATIONERY HOUSE 
CELEBRATES 75 YEARS OF BUSINESS 
Way down in the sunny South, in the city of Chatta- 
nooga, Tenn., is a stationery and office supply house 
named the T. H. Payne Company. At its head are Mr. 
and Mrs. C. H. Howell, who are president and vice- 
president, respectively and the company is seventy- 
five years old, an age which was celebrated last month 
by the Howells and a large number of friends. 
And with the stage set, the main characters intro- 
duced and the curtain rung up, here is the story. 
The smoke of battle of the Civil War had hardly 
cleared away when, on October 24, 1865, T. H. Payne, 








FRIENDS SAY IT WITH FLOWERS.—Amid bouquets of flow- 
ers sent by friends and well-wishers, Mr. and Mrs. C. H. 
Howell pose for the camera on the occasion of their firm's 


seventy-fifth anniversary. They are president and vice- 
president respectively of the T. H. Payne Company, Chat- 
tanooga, Tenn. 


a Union soldier, and his friend, Z. C. Patten, opened a 
stationery and magazine store on the site now occu- 
pied by the Sears, Roebuck store in the southern city. 
It wasn’t much of a store, measuring only six feet wide, 
and had a stock consisting principally of tablets and 
writing paper. Chattanooga was not the city of today; 
instead it was a struggling village with a main street 
which has been described as “a cloud of dust in Sum- 
mer and a sea of mud in Winter.” But, to the late 
member of the quartermaster corps of the Union army 
it looked like paradise. 

Chattanooga had been hard hit by the war, recon- 
struction was late getting under way and business was 
not too good when the Patten & Payne’s book store 
opened its door. But despite all of these obstacles the 
little two-man organization prospered from the first, 
and on June 1, 1871 moved into much larger quarters 
at what was then 823 Market street. It is an odd fact 
that the steady growth of the business is attributed 
by the present owners to the fact that Mr. Payne was 
a lover of good books with which he stocked his store, 
and was reputed to be the best fly fisherman in the 
State of Tennessee, which accounted for his ever- 
growing number of friends and customers. With others 
he formed a fishing group which lasted fifty years. 

Mr. Howell entered the picture when he joined the 
firm in June, 1901, He immediately took over the com- 
mercial side of the business while Mr. Payne devoted 
himself entirely to the book department. 

Since that time many departments have been added 
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There are four full - 
lines. to meet the — 
requirements of | 
all your custom- 
ers. 





ASE Dead Storage 
FILES 


Every bus- 
iness or- 
ganization 
needs this 
low-cost > 
equipment 
for filing permanent and 
inactive records. 








ASE STORAGE and 
WARDROBE 
CABINETS 
Fifty-seven 
models for high 


quality—low 
cost. 


a. 





DESKS and 
TABLES 


Two complete lines— 

modern and 
yw convention- 
al designs, 
built in all 
popular sizes 





All-Steel-Equip Company 


612 John St., Aurora, Il. 


Mail complete information about A-S-E Aurora ( ) Files 
( ) DS Files ( ) Cabinets ( ) Desks and Tables. 
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Address 
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Bassick 


CASTERS 90 FLOOR PROTECTION EQUIPMENT 








BASSICK RUBBER 
CUSHION SLIDES 


A small product with a large 









market—and an attractive profit. 
Every customer who uses chairs 
is a prospect. You can sell them §@ 
to schools, churches, restaurants, ¢ 
offices, hotels, ete. 














THE BASSICK LINE IS COMPLETE WITH EVERY TYPE OF PRODUCT 
TO SERVE YOUR CUSTOMERS’ NEEDS ... PROTECT THEIR FLOORS 





DIAMOND ARROW CASTERS 


The largest-selling office chair casters 
in the world ... with the full floating 
ball bearing construction that has 


made them the standard of quality 











as well. 
ATLASITE CUPS NOMAR RESTS 





You'll fir ad i coder stn ot 


THE BASSICK COMPANY ¢e BRIDGEPORT, CONNECTICUT 


The world’s largest manufacturers of Casters and Floor Protection Equipment 
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until the firm is one of the most completely stocked 
stationery and office equipment stores in the state. 
These various additions called for more space and 
seven years ago the firm moved next door to its pres- 
ent location at 821 Market street. Mr. Patten had 
sold his interest many years before so, at this time, 
the firm was known as the T. H. Payne Company. 

In 1925 Mr. Payne died and Mr. Howell, then vice- 
president and general manager, was elevated to the 


presidency, a position he holds today, with Mrs. Howell | 


as vice-president. 
. ote 


MELVIN IS RETIRING—MAYBE! 


After more than twenty-five years of active service | 


in the stationery and office furniture business, Howell 
D. Melvin of the Melvin Printing Company, 246 South 
First street, San Jose, Calif., sold to McWhorter- 
Young, Inc. of Oakland, his retail stationery and 
office furniture business, retaining his original firm 








HOWELL D. MELVIN 


of commercial printing. Now he plans to dispose of 
that and retire. Mr. Melvin was always active in 
association work. He joined the National Stationers 








Association more than twenty years ago, and for three | 


terms served as governor for California and Nevada. 
Mr. Melvin is quoted as saying: 

“It is this acquaintanceship and participation in 
organization work that I am missing, and will con- 
tinue to miss unless fate forces me again into the 
stationery and office furniture retailing. 


“It was my contention that very few could operate | 


a business successfully and remain self-contained. 
While it has cost our firm many thousands of dollars 
for memberships and expenses in attending conven- 
tions and organization meetings, we always felt that 
it was money well spent, as these associations were of 
great educational value and kept us acquainted with 
the constantly changing ideas of modern merchan- 
dising. 

“T have been a great believer in the value of trade 
journals and have subscribed to practically every one 
that I thought carried real messages. I have made 
it a point that all employees had an opportunity to 
read the various trade journals, and have found that 
this endeavor was worth the effort. 

“Twenty-five years in business should be enough 
for any man. However, I know that it will be impos- 
sible for me to stay away from some conventions, 
especially when old friends like Charlie Garvin, and 
many past national officers and prominent dealers I 
know, who are always active in organization work, 
attend.”—SS 

—- 
HARBORD BAGS DEER ON HUNTING TRIP 

A. E. Harbord, Harbord-Rogers Company, Portland, 
Ore., last month returned from a successful and event- 
ful hunting trip in the Wallowa mountains, where he 
bagged a 205-pound, six-point buck. 

Mr. Harbord said there were other reasons for re- 
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BARKLEY 24:2 TAB INDEXES 


MAGMIFIED 


VISIBILITY 






NO CUTS OR 
SCRATCHES... 


Smooth contour, plas- 
tic surfaces eliminate 
completely the possi- 
bility of broken finger 
nails or injury to the 
file clerk ... no sharp 
projections to snag 
record ... non-inflam- 
mable. 





NO STOOPING 
OR CHANING... 


Insert placed at 45° 
perfect reading angle, 
the lower file drawer 
is as accessible as the 
upper drawers for 
quick and convenient 


RANGE 


VISIBILITY 
reference. | ge : J 


RELIEVES 
EYE STRAIN... 


Specially designed 
convex shape magni- 
fies 35% ... Ordinary 
lettered or typewritten 
inserts are enlarged to 
perfect legibility. 
Speeds filing and 
finding. 


WRITE FOR 


: 2 tee es ie 1 
SAMPLES TODAY. ia a : Suk a ae & 0 


C.L. BARKLEY & CO. 


Established 1921 
517 S. JEFFERSON STREET 


'BARIKLEY jue 


. BARKLEY TAB 


CHICAGO, ILL. 





Att RR Cts 
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Things to Remember 





IMPERIAL TYPEWRITER 
RIBBONS — unexcelled for 
performance, sharpness of im- 
pression and lasting durability. 


= IMPERIAL CARBON —the 
sheet that produces crystal- 
clean copies and outlives or- 
dinary carbon several times 
over. 





® IMPERIAL HECTOGRAPH CARBON—both spirit and gelatin— 
produces more beautiful copies from a single master than any 
Hectograph on the market, bar none. 700 copies or better is easy. 


® PEERLESS TUCHTYPE KEYBOARD—without doubt the most 
famous, most efficient rubber typewriter keys on the market. Gives 
“magic eyes’ to the operator's fingers. 


Dealets and Carbon Specialists . . . . the whole 
trade knows that IMPERIAL is the "up-and- 
coming" PROFIT LINE. Our files are full of 
case histories of Dealers and Specialists whose 
carbon business took a new lease on life with 
the IMPERIAL line. We gave them something 
to cheer about. Can you stand a spurt in 
sales—a profit transfusion? You owe it to 
yourself to at least find out what we have to 


offer! 


Purchasing Agents and Secretaries... . 
thousands upon thousands of contented users 
throughout America are proof of IMPERIAL 
quality—IMPERIAL economy. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St. Newark, N. J. 
THE KEY MEN OF AMERICA._Manufacturers with the dealers’ 


iew point 
BRANCHES: 


New York City, 321 Broadway 
Detroit, 803 American Radiator Building 


Chicago, 19 South Wells St 


Los Angele s, 827 S. Main St 
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; membering the trip. The hunting party packed into 
| the mountains about fifteen miles and on the way one 


of the pack horses slipped and rolled down the moun- 
tain side, without much injury to the horse but con- 


| Siderable damage to the grub box he was packing. 


About the fifth roll the box flew open and scattered 
bread and eggs among the rocks the rest of the way 
down. The horse was brought to the trail again by a 


| long detour back the way they had come. To top it 


off, when they were ready for the return trip they 

found two horses were gone. Mr. Harbord walked back, 

leading the horse which packed his deer.—ATW 
Oo 


SHEAFFER’S QUALITY PENCIL FOR ADVERTISING 
WINS DEALER APPROVAL 

A consistent checkup of the results obtained by using 

a quality pencil for advertising purposes has recently 

been conducted by the W. A. Sheaffer Pen Company, 


| Fort Madison, Iowa, with satisfaction. 


| 


about IMPERIAL! 


"use the lithographed Fineline pencil has been given an 


The checkup was made through Sheaffer dealers who 
stock the company’s lithographed Fineline automatic 
pencil, an item made expressly to carry a firm’s im- 
print, college or school colors, etc. 

Dealers have found, according to Grant Olson, the 
Sheaffer advertising manager, that business and pro- 
fessional men make up a ready market for a quality 
pencil to be used as an advertising gift because the 
item does a better job of reflecting the standing of 
their firms than does a similar number of lower 
quality and price. 

Reports from dealers show that in addition to school 


enthusiastic reception by a number of different busi- 
nesses including laundries, stores, garages, insurance 
agencies and banks. 





A DISPLAY STAND FOR BRIEF CASES.—This new and effec- 
tive display unit, capable of holding six full-size brief cases, 
has recently been made available to the dealer by the 
National Brief Case Manufacturing Company, 512 South 
Peoria street, Chicago. Unusual in construction and made for 
either window or counter use, the display stand is so de- 
signed that the dealer may equip it in such a manner that a 
customer can carefully and thoroughly inspect both the 
inside and outside of the brief cases as shown in the above 


| illustration. Details on obtaining the stand will be supplied 


on request to the company. 


o i 3 


Y AND E FURNITURE INSTALLED IN MEMPHIS 
RADIO STATION 
The A. R. Taylor Company, 18-20 South Second 
street, Memphis, Tenn., has recently completed an 
installation of Yawman and Erbe furniture in radio 


| Station WREC located in the southern city. The Mem- 


phis firm is the local Y and E representative —CG 
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FIGURING 
MACHINES 
a 


PORTABLE ELECTRIC -  ADBID _ ees 
ADDING MACHINES ADDING MACHINES CASH REGISTERS CAI 


.. for further information a eee 
ALLEN CALCULATORS, INC. 

22 East 40th Street. 

New York City 





about this popularly known 
Complete Line of 


| 
| 
| 
| 
| 
| 
| 
| Please forward full information about the complete line of 
. : 7 ! C n FIGURING MACHII 
Figuring Machines | a ee 
‘ 
. . . Firm 
—clip and mail this coupon. | 
dividu aes 
ALCULATORS Ine. | 
ALLEN CALCUL: N INC. | 
| 
22 EAST 40th STREET + NEW YORKCITY |! C ‘ pai 
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DESKS AND TABLES 
Many styles and sizes pro- 
vided in Globe-Wernicke Modern equipment for the office of today 
steel desks and tables for tables, letter files, telephone stand, chairs, and office accessories 


eee |T WILL PAY YOU TO SELL 
THIS WELL-KNOWN LINE OF 
MODERN G/W OFFICE EQUIPMENT 


Your sales and profits will greatly increase 
by offering customers modern and efficient 
Globe-Wernicke steel business equipment 
.. . built for long, useful service with many 









. “Streamliner’’ steel desks, 

















exclusive features of special benefit to users. 


G/W products are sold through dealers . 
the most complete line available from one 


source of supply. Write for catalog, prices © sree: HorzontAL 
SECTIONS 


and details of our proposition . . . free from Horizontal sections are 
widely us or lung 





unsound practices and unfair competition. os.g eR eee 
Stock units permit many 
useful combinations. 








VISIBLE RECORDS 


Both book and cabinet type 
equipment are available for 


TRI-GUARD FILES any size business . . . ideal 
Tri-Guard guides slide on olor ae epee m) 
three rods which act as a 
‘““sway-check”’. . . contents 
stay in an upright posi- 
tion . . . indexing is always 
pt) 0 0) (- ee boME-> cod BOTS 07-1 














. STEEL SHELVING 
Globe - Wernicke feature. a acetates fos 
Globe-Wernicke steel shelving .. . 
easy to install . . . can be adapted to 
individual needs. 


Globe Wervicke 


OT areralar-lOmmelalie 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Service Stee! and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—-Specia! Stee! 
— and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving. 


Patented fea- 
tures have 
many distinct 
advantages. 
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PROVIDENCE PAPER COMPANY TAKES NEW 
QUARTERS 


The Providence Paper Company, one of the leading 
paper dealers and stationers of Rhode Island, located 
for fifty-five years on lower Weybosset street in Provi- 
dence, has announced the purchase of a five-story 
concrete and steel fireproof building at 160 Dorrance 
street in that city. 

The building extends from Dorrance street through 
to Orange street, where ample facilities are available 
for unloading and loading merchandise. 

The new building is one and one-half times as large 
as their present quarters, and with the mezzanine and 
basement it contains approximately 35,000 square feet 
of floor space. It will be used as a warehouse for print- 
ers’ papers, heavy papers, paper specialties, twines, 
ropes, tapes, furniture, equipment and office supplies, 
which the company carries in its five large depart- 
ments. 

B. J. Hogue, president of the company, has an- 
nounced that the stationery, gift and party goods store, 
one of the largest of its type in southern New England, 
will continue at its present location until after Decem- 
ber 25, when it will move to newly renovated quarters 
at 76-78 Weybosset street, opposite the Arcade. This 
division of the company will continue under the man- 
agement of Miss Lurena G. Adams. 

The company has long felt the need of increasing 
their facilities for warehousing, receiving, distribution 
and shipping of the thousands of items in their various 
departments and now all of these activities will be 
consolidated under one roof. 

The business, established in 1885, has enjoyed steady 
growth throughout the years until gradually all avail- 


| 
| 





e ae es ® ° ° | 
able space in the original and adjoining building was 


leased and outside warehouses filled. 

Occupancy of their newly acquired property is 
scheduled to take place on or before December 1, 1940. 
It is planned to have the entire first floor devoted to 
a salesroom for furniture, equipment and office sup- 
plies. The mezzanine floor will be utilized to display 
suite furniture. The general and executive offices and 
sales department will occupy the second floor. The 
third, fourth and fifth floors, as well as the basement. 
will provide ample space for the proper storage and 
smooth handling of merchandise and a continuance 
of prompt service. 


———— es 
MISS WIRTENSON CELEBRATES 30 YEARS WITH 
ROYAL 


Miss Florence Wirtenson, manager of the employ- 
ment department, New York City branch office of the 
Royal Typewriter Company, Inc., celebrated her thir- 
tieth anniversary with the company on November 7. 





Miss Wirtenson joined Royal in 1910 to establish the | 
first employment department in New York City. Since | 


then she has succeeded in building up her department 
to a point of great prominence. 

A dinner and theater party were given in her honor 
by members of the New York office. In addition to 
many congratulatory telegrams, she received several 
gifts from individuals and groups in the company. 


can claim more than twenty years of service, Miss Wir- 
tenson has been prominent in developing and training 
efficient typists for many business firms in New York. 


——— 
OFFICE FURNITURE SHIPMENTS ON INCREASE 


A recent report released by the Census Bureau at 
Washington, D. C., and based on statements of manu- 
facturers in the industry shows that steel office furni- 
ture totaling $2,339,441 was shipped during the month 
of August. This was an increase of approximately 
$90,000 over July. During the first eight months of the 
year shipments totaled $17,811,026, compared with 
$14,065,596 in the corresponding 1939 period. 











“Gangway! 
J. K. just had another thought!” 











F YOUR SECRETARY can perform like the one 
in the picture, you probably don’t need a 
Dictaphone. 

But if she isn’t an Olympic champ—if she can’t 
sprint into your office before your finger leaves the 
buzzer—you can use a Dictaphone profitably right 
now. 

For this modern dictating machine allows you to 
dictate memos, letters and instructions at a second’s 
notice—at any time. 

Meanwhile Miss Jones can be a real secretary to 
you—taking care of phone calls and visitors, filing 
and typing. No waits and interruptions for you. 
No interruptions and wasted time for her. You both 
do more... with less effort. 


A Dictaphone salesman will bring you a new 
Cameo Model Dictaphone for you to try in your 
own office. No obligation. Clip the coupon—mail 
it now! 


























1\¥OU di : ili Di h . 
One of the few women members of her company who | sinc sae as Declan amie 





wees See 


word DICTAPHONE is the Re egistered Trade-Mark of Dictaphone Corporation, 
in x haa of Dictating Machine a Accessories to which said Trade-Mark is joes 
OA 


DICTAPHONE CORPORATION, 420 Lexington Ave., New York City 
In Canada—Dictaphone Corporation, Ltd., 
86 Richmond Street, West, Toronto 


}Send me the Progress Portfolio describing the new Dictaphone 
Cameo Dictating and Transcribing Machines. 


l)I should like to see and try the new Dictaphone Cameo without 
obligation. 


Company 


Address... 


SHE transeribes while you dictate. 
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now’s your chance... 


OPPORTUNITY OF THE 
IS RIGHT ON YOUR HEELS FOR 


/ 
Ne 


THE GREATEST 


\N y, 
we, a 
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You have more prospective customers than you've had for twelve 







months. The transfer period is here. Everyone is clearing the decks 
for the business of a New Year. Merchandise will be wanted in a 
hurry. Not in a week. Not in a month. NOW. So be ready. Replen- 


ish your stock with 


Browne-Morse Filing Equipment 






the glider line 
O 


All year you've been a_—7), 
wanting to sell that cus- 
tomer some new office 
equipment. Now’s your 
chance to do it—right 
when he’s considering 
changes. See that he 





TRANSFER CASES 





doesn’t begin another 
year with that out-of-date 
equipment. Outfit his 
office with the Browne- 
Morse Glider Line—that 
embodiment of effortless 
motion in filing equip- 

ment and desks. 
¥ He'll thank you. 


REMEMBER 


Don't sell your 
customers infe- 
rior transfer 
cases, if you 
want their re- 
peat business. 
Browne- Morse 
transfer cases 
are ALLSTEEL, 
with four roll- 
ers. No card- 
board to disin- 
tegrate or col- 
lapse. They're 
sturdy— Strong 
and permanent. 





for every require. 

“== ment of size or sys- 
3 tem there's a 

| Browne- Morse file, 

| with filing supplies 


Pons ‘ 4 built purposely for it 











r 


From the complete furnishings of the 
executive's office to the correspond. 





ence tray on the shipping clerk’s desk, 
Browne-Morse has the answer in. . 


* 


Browne-Morse Co. 
Muskegon, Michigan 





The Best in 
FILES - FILING SUPPLIES - DESKS - CUPBOARDS 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





The twenty-fifth or silver annual Northwestern Sta- 
tioners dinner will be held at the Hotel Saint Paul on 
January 25, 1941. Put this date in your date book, you 
travelers and dealers who plan on attending this gala 
event. The committee, which is composed of Arthur 
Grayston and Ed Hansen of Minneapolis, and Sterley 
Jerue, St. Paul, announces that they are planning a 
stem winder of a program, with some very high-class 
entertainment and a darn good feed. Further details 
on this party will be published in next month’s issue of 
OFFICE APPLIANCES. 

. * - 

Poor Dan MacDougall suffered agonized torture from 
the ribbing he received from his friends after Mich- 
igan’s defeat at the hands of the champions of the 
Big Ten, if not of the nation. 

> * * 

That sad and extremely quiet atmosphere so preva- 
lent on the banks of the Des Moines, Cedar, Floyd, and 
Mississippi rivers in Iowa and the Missouri, Platte, 
Elkhorn, and Big Blue rivers in Nebraska, is said to be 
due to the sturdy financial backing given their respec- 


| tive teams by residents adjacent to these tributaries. 


* * * 


Claude Fleet and Stanislaus Griebel have calmed 

down somewhat since the football season’s close. 
* + * 

Eddie Friedman, Le Page’s good will ambassador in 
the northwest territory, is again around calling on the 
trade, almost as good as new after his recent encounter 
with an automobile. Eddie is wearing a heavy cast 
around his chest and upper body, but says, except for 
a slight inconvenience and the fact that his friends are 
kidding him about his weight, he is feeling tip-top 
once again. 

* * 7 

Among the hunters braving the “unusual stormy 
weather” of Minnesota were E. Mortimer Hansen, Bob 
Davies, Art Grayston and Roy Micro Clarke. Among 
the stationers marooned at the Nicollet hotel in Min- 
neapolis on Armistice night were Arthur Walker and 
M. W. Knoblauch of the Farnham Stationery and 
School Supply Company. Among the travelers who 
were marooned were Ed Mendenhall, McMillan Book 
Company; Gene Mitchell, Hoosier Desk Company and 
other lines; Dan MacDougall, the Michigander and 
Mrs. MacDougall from Royal Oak and Stationers Loose 
Leaf Company; Karl Castle, the Weisman; Billace 
Smith; Pete Masterson, of Acco Products, Inc. 

> . * 

If you want to stir up an argument just tell either 
of the Herbs or Archie at Japs-Olson Company that 
the Golden Gophers were the luckiest team in the Big 
Ten this past season. Or for that matter make this 
statement to any of the stationers of the Twin Cities 
who are among the most loyal of the Gopher fans. 
This also holds true with some of the transplanted 
travelers from other sections of the country who are 
now residents of the Twin Cities. 

. z * 

Tom Valleau of the Valleau father and son team, 
was married on October 15 to the lovely Gerardine 
Thompson of St. Paul, Minn. The happy couple are at 
home at 25 South St. Albans street in the saintly city. 
Mary Valleau, the daughter of Bob and Clara Valleau, 
is away attending Carleton college this year. 

————— ” 
TO REPRESENT COMMERCIAL VISIBLE 
SYSTEMS IN MID-WEST 

The Commercial Visible Systems, 326 Broadway, New 
York, N. Y., last month announced the appointment of 
F. R. Curtiss & Company, 185 Church street, New 
Haven, Conn., as its representative in the Middle West 
territory. 


CURTISS 
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AM, the shoe shine man, could get along fine 

with very little machinery—maybe only a 
couple of brushes. But someone has talked him into 
putting handicraft onto a production line and Sam 
has a good start towards being up against some 
problem. It can mean a serious loss of time and 
money for any business to be sold too much (or 
too little) machine—figuring machines for instance. 


IT CAN’T HAPPEN WITH MONROE 


Monroe has so many models it can fit any con- 
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dition in any business. Take adding-calculators: 
Monroe has no less than 24 models! From the small 
hand operated Model L to the great Model A-1, 
“master mind” of all automatic calculating machines. 

And—Mornroe offers practical advice, based .on 
thousands of case histories, as to exactly which 
machine best fits your business. 

In short, only Monroe can give you the machine 
plus the figuring service that fits like a glove. Phone 


the nearest Monroe branch, or write us for literature. 





<< Lowest priced keyboard add- 
ing-caleulator on the market Model(L) 
Multiplies, divides, adds, subtracts. 





MONROE 


There is a Monroe machine for every 





type of business figuring —adding-cal- 
culators, adding-listing, bookkeeping, 
check writing and check signing machines. 











MONROE CALCULATING MACHINE COMPANY, INC. - ORANGE, NEW JERSEY 





Spot-proof keyboard. Light weight, 
portable and hand operated. Ideal for 
office figuring or use at home. 


The newest Monroe (Model sp» 
MA-7w). Simple and sturdy. Electric 
carriage shift and dials clearance. 
Divides automatically without pre- 
setting of levers. Priced to fit any 
budget. Economical for volume fig- 
uring or occasional use. 
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EVERY OFFICE BUYS 
ACCESSO DESK TRAYS 


Every prospect who enters your store— 
every person your salesmen interview—is 
a prospect for one or more “Yand E” 
Accesso Desk Trays. The sale is quick and 
profitable, for just a simple demonstration 
clearly shows how much easier it is to 
place and remove papers. No fumbling— 
no broken fingernails. 

The unique design of the tray makes 
possible stacking and bridging to any 
height or width. Frequently sold in dozen 
or more lots in mailing and filing depart- 
ments for sorting letters and papers. File 
shelf adapter permits attaching to file 
drawer pull, making a very practical file 
shelf. Letter or cap size—six attractive 
finishes. 

You need Accesso Trays in your line— 
you will find it a great sales “opener” and 
the profits of steady day-in and day-out 
sales help “lick’’ overhead costs—just one 
more example of the value of the ““Yand E” 
Franchise. 
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The above illustration is a 
feature of the attractive 
“Y and E” Accesso Tray Dis- 
play Card—that is available 
on request. Itis a “‘stopper”’ 
that sells “Accesso” to 


Stacking posts and interlocking 
every prospect. 


units permit “bridging’ which 
leaves greater free space on the 
desk top. These spans are firm 
when extended three or four 
trays wide. Battery of as many as 
20 trays fits conveniently on a 
60 in. desk. “4 


“FOREMOST FOR SIXTY YEARS” 


YAWMAN AND ERBE MFG. CO. 


1099 JAY STREET « ROCHESTER, N. Y. 
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“PHILCO” CREATES HUMIDIFIER PACKAGE FOR 
RIBBONS 

The Phillips Ribbon & Carbon Company, Rochester, 

N. Y., has recently patented and announced a new 

type of packaging for its line of typewriter ribbons 






4 

















AN INNOVATION IN PACKAGING. 
—Shown here is the new Humidifier 
packaging recently announced by the 
Phillips Ribbon & Carbon Company. 


which has been named the Ribbon Humidifier and is 
guaranteed to keep ribbons factory fresh for a period 
of two years. 

The Ribbon Humidifier carries six ribbons individ- 
ually wrapped in cellophane. The secret of its guaran- 
tee lies in a chemically-treated pulp liner combined 
with a perforated metal screen. 

Through the elimination of five ordinary ribbon 
boxes the new package conserves space and facilitates 
moving from stock room to department. Inventory is 
made simpler and danger of changes due to climatic 
conditions is eliminated. No additional charge is made 
for the new convenient method of packaging. 


a —_o <2 — 


SHAPIRO OPENS CHICAGO RETAIL STORE 





Edward (Ed) Shapiro, for the past thirty-one years | 


connected with Horder’s, Inc., and well-known to the 
industry throughout the entire Middle West, last 
month opened a retail stationery store in Chicago. 


The new establishment, which is located at 106 North | 


LaSalle street, is given the designation of the Esco | 


Stationery Store. It is well staffed with Mr. Shapiro 




















EDWARD SHAPIRO 


and three assistants, all of whom were kept busy greet- | 
ing visitors and well-wishers on the opening day, No- 
vember 18. Large baskets of flowers sent to Mr. Shapiro | 


along with “good luck” messages graced the entire 
store. 

Large showcases house the more expensive merchan- 
dise such as fountain pens, pen and pencil sets and 


| 
| 
| 
| 
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Operates 
on 


FINGER-TIP 
TOUCH 


TIME... 0nd 
EFFORT 






Gone are the days when raising or lowering 
the typewriter platform of your secretarial 
desk was an ordeal for the typist. The new 
E-Z LIFT Secretarial Desk attachment with 
patented fold-down carriage operates on easy 
finger-tip control without typist leaving seat. 
Saves effort saves time . .. increases 
efficiency. An important selling point for 
manufacturers and dealers. 


EASIEST-OPERATING SECRETARIAL 
DESK ATTACHMENT ON THE MARKET 


Your customers will alsoapprove these 





other E-Z LIFT advantages: smaller MANUFACTURERS 
sized desks have big desk drawer E-Z LIFT is 
space; Permits wider carriage type- designed for 


installation in 
wood and met- 
al desks. Write 
for free sample 
and literature. 


writers; Rigid three-point support 
with minimum vibration ; safe action. 
Patented safety catch positively pre- 
vents damage to typewriter by mak- 
ing it impossible to lift or return 
typewriter until in correct position. 


DEALERS! 


provement from your regular manufacturer. . 
us for names of available source of supply. 


MAIL THIS COUPON 











Cash in on the demand be- 
ing created for secretarial 
desks with the E-Z LIFT 
feature. Demand this im- 
. or write 





ST. LOUIS HARDWARE MFG. CO. 
1500 North 18th St., St. Louis, Mo. 


Gentlemen: Please send me literature and complete information 
about your E-Z LIFT Secretarial Desk attachment. 


Name 
Address 


City State 
My secretarial desk manufacturer is 








ST. LOUIS HARDWARE MFG. CO. 


1500 North 18th St. or. LOUIS, MO. 


Established 1902 

















PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “» STATIONERS 


Complete details on request 
ALLEN & COMPANY 


DEPT. wm 
11-13-15 Vandewater St., 
New York, N. Y. 


























Why Not Feature Our Leatherette 
Line of Office Chairs? 


We offer: 

GOOD MATERIALS 

STURDY CONSTRUC- 
TION 


EXCELLENT CABINET 
WORK AND FINISH 










Price attractive 
—generous 
profits 
We invite 
your 


inquiry. 


Write for 
catalog. 


JASPER SEATING COMPANY 


JASPER, INDIANA 
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desk sets, while another part of the store is given over 
to open display and shelves. A high window lends 
itself to a varied display ranging from budget banks 


to briefcases. 
——--e —  — 








PLAQUE FOR ZEPHYR AMERICAN CORPORATION. — A. 
Edward Pollock. secretary and treasurer of the company and 
creator of the company’s desk accessories, Autodex, Rolodex 
and Thermodex, is presented with a plaque won in a recent 
competition sponsored by Modern Plastics magazine. Mr. 
Pollock is shown receiving the trophy from his associate in 
designing, Richmond L. Chipman. Announcement of Zephyr 
American as a winner in the contest appeared in the November 
issue of Office Appliances. 
—_-—— = 
SMITH-CORONA PROMOTES HAROLD FOX 

Harold C. Fox has been appointed home office field 
representative for the Corona division of L. C. Smith & 
Corona Typewriters Inc. He will cover territories in- 
cluded in the branch offices of San Antonio, Dallas, 
and Houston, and will make his headquarters in Dallas 
branch. 

Mr. Fox’s experiences in the typewriter field began 
in 1925 when he started selling used typewriters in 
northwest Iowa. About a year after that he became a 
dealer for Harry Russell of the Office Equipment Com- 
pany, Des Moines, who were at that time state dis- 














HAROLD C. FOX 


tributors for Corona. Mr. Fox later operated a type- 
writer exchange at Estherville, Iowa, in partnership 
with Roy Burt. In 1930 he became a Smith-Corona 
dealer in Dubuque, Iowa, and in July 1931 moved to 
Waterloo, Iowa, operating as a dealer there. In 1932 
that business was taken over by the Des Moines 
branch, since which time Mr. Fox has been a salesman 
and Corona supervisor in charge of the Des Moines 
branch. 
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Van ‘Dyke Fluorescent 
The ‘Perfect Gift Suggestion ! 


+ Here's the Ideal way to Increase Holiday Sales. 

Put Van Dyke Fluorescent in your windows—on your 
counters—give it a Holiday Garb and watch it sell. 
It's New—Different—Saves Eyesight—a welcome 
gift. 
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WIRE YOUR CHRISTMAS ORDER NOW! 











The Ultimate in Fluorescent 







Genuine hand-rubbedg« 
solid walnut base with 
solid bronze pen rests and 4 
appointments. Exquisitely 
finished in PLATED dark bronze. 
Has nationally advertised electric 
clock and instantaneous manual 
type switch and ballast. Uses 15 
watt standard tube. For A.C. cur- 
rent only. 
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Model No. 900 
Value... Beauty 


Solid walnut base, 
solid bronze pen 
rest and appoint- 
ments. Ideal for 
the office or home. 


73 


Model less 
No. 900 tube 
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LIGHT COMPARISON DISPLAY 
for YOUR COUNTER or WINDOW 


A dramatic con- 
vincing display 
to help you sell 
“luorescent. 
Shipped with 
your order for 6 
or more Van 
Dyke lamps. 


_ fa D7 j THE 
LIGHT QUALITIES | 








AMERICA’S OUTSTANDING MANUFACTURER OF FLUORESCENT LIGHTS 


VAN DYKE INDUSTRIES 





2857 S. HALSTED STREET CHICAGO, ILLINOIS, U.S.A, 
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SIX PROMOTED IN REMINGTON SALES STAFF 

Six members of the sales staff of Remington Rand 
Inc., Buffalo, N. Y., have been promoted to branch 
managerships in line with the company’s policy of re- 
warding consistently good sales effort. They are L. A. 
Newman, J. J. Renshaw, B. W. Blackwell, W. D. Tufnell, 
L. G. Stewart and R. C. Shumway. 

Mr. Newman takes the Boston branch. He joined the 
company as a salesman in 1926 and eight years later 
became typewriter branch manager at Minneapolis. 
About a year ago he was transferred to Houston. 

Mr. Renshaw, who takes the Omaha branch, has 
been with Remington Rand since 1933. He worked out 
of several branches, but recently has been with the 
St. Joseph, Mo. office, where he established an out- 
standing sales record as district manager. 

Mr. Blackwell leaves the Salt Lake City branch to 
take over the Memphis office. He has been with the 
company for eight years working up a sales record 
which gave him the Salt Lake City branch manager- 
ship and led to the new promotion. 

Mr. Tufnell goes to the Houston branch from Mil- 
waukee, where he was associate branch manager. He 
started with the Remington Typewriter Company in 
1923, and at one time was manager of the Racine, 
Wis. office. 

Mr. Stewart, who takes the Salt Lake City branch, 
joined the organization in 1924 as a mechanic and has 
a record of progressive promotion ever since. He began 
his sales career in Oklahoma City and worked for a 
while at Amarillo, Tex. He takes a wide experience to 
his new job. 

Mr. Shumway becomes acting branch manager at 
Cincinnati, a city in which he won a reputation as the 
most successful typewriter salesman. During his time 
with Remington Rand he has worked in several cities 
both as a salesman and as a district manager and he 
has consistently piled up an outstanding record as a 
salesman of unusual ability. 

— oe 


CANADA CONFERS FURTHER HONORS UPON 
NAVAL COMMANDER CROSS 


Paul B. Cross, office supply store owner of Halifax, 
N. S., Canada, who was recently appointed commander 
of the Royal Canadian Naval Reserve and thereby 
second in command of the St. John, N. B., naval dis- 
trict, last month was accorded further honors when 
he was named an honorary aide de camp to the Earl 
of Athlone, the governor-general of Canada. 

Commander Cross has been connected with the 
office equipment business for a number of years, hav- 
ing entered that field in St. John. His business estab- 
lishment at Halifax is still in operation although he 
will probably be on active naval patrol duty until the 
end of the war-—WJM 


OME 


U. S. ORDERS SIX ERASER FIRMS TO CEASE 
PRICE FIXING 


The Federal Trade Commission last month ordered 
six manufacturers of rubber erasers to “cease and 
desist” from entering into uniform price fixing agree- 
ments. The six companies are American Lead Pencil 
Company, Hoboken, N. J.; Eagle Pencil Company, Inc., 
New York, N. Y.; Joseph Dixon Crucible Company, 
Jersey City, N. J.; Eberhard Faber Pencil Company, 
Brooklyn; Weldon Robert Rubber Company, Newark, 
N. J., and A. W. Faber, Inc., Newark, N. J. 


ee re 
FORD JOINS CLARKE & COURTS 

J. P. Ford, formerly connected with the L. A. Barnes 
Company and N. L. Wright & Company, both of Fort 
Worth, last month joined the Clarke & Courts Com- 
pany, Dallas, Tex., as manager of its office equipment 
and stationery store at 1506-8 Young street. Mr. Ford 
possesses a wide experience in the retail stationery 
field and is well-known throughout Texas.—JDM 
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p Mey we wish You a 
| MERRY CHRISTMAS 


aid a 
HAPPY New YEAR! 


Our sincere thanks for your coopera- 
tion during this year and our pledge 
of continued “goodwill” in 1941. 


THE BENTSON MFG. COMPARY 


Manufacturers of 
Steel Office Equipment 


AURORA, ILL. 
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Your Customers 
are 


Posture-Conscious 


and here’s a 
chair that 
makes PROFITABLE 


SALES 


Here’s a posture chair for most any requirement. 
It’s solidly constructed for comfort and durability. 
In addition to slat back style shown here, it is also 
available with upholstered seat and slat back, with 
saddle seat and upholstered panel back or full up- 
holstered back. Write for details and prices today! 


High Point Bending & Chair 
Company 
North Carolina 


No. 7814 





Siler City 
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As he realizes the wealth 
of satisfaction derived 
from using Airfoam 


Chair Cushions! 





CHAMPION STYLE 


: Airfoam Chair Cushion 


@ Buoyancy Which Only Airfoam 
Provides 


@ 2 inch Thickness, Assuring Max- 
imum Comfort 


@ Custom Tailored With Durable 
Chevron 


@ Popularly Priced 


@ Long Range Dealer Discount 





Send for CATALOG and PRICE LIST 








THE SUN RUBBER COMPANY 


BARBERTON, OHIO U.S.A 











COSTUMERS 


MADE and PRICED 
TO SELL 


Presenting the FAIR line 
of lacquer-finished quality 


‘costumers in a wide range 


























of low prices made possi- 
ble by specialization and 
large scale production. 


FAIR costumers are made 
with square, tapered, and 
turned columns walnut, 
mahogany, green, maple 
finishes and all other de- 
sired finishes and genuine 
oak. 


Write now for our catalog 
and price list. 


FAIR FURNITURE CO. 


215 CHESTNUT STREET, NEWARK, WN. J. 
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RIBBON AND CARBON INCREASES SHOWN 

Some interesting figures relative to the upward trend 
in the manufacture value of inked ribbons and carbon 
papers in the United States have been released by the 
bureau of the census, Department of Commerce, Wash- 
ington, D. C. 

The report shows that the total factory value for 
1939 was $20,776,745, a gain of 16.3 per cent over the 
1937 level of $17,859,622. 

There were fifty-eight establishments operating in 
the industry during 1939, compared with fifty in 1937. 
They employed 1741 wage earners, who received a total 
of $2,132,172 last year, gains of 7 per cent and 7.1 per 
cent. 

While the value of products went up to 16.3 per cent 
as indicated, cost of materials, supplies, fuel, purchased 
electric energy, and contract work increased 10.7 per 
cent, from $9,178,247 to $10,156,587. 


——>—e—___. 





TRANSPLANTED FROM PACIFIC COAST.—B. A. Strang. 

salesman for the Gregory Fount-O-Ink Company, Los Angeles, 

who was recently transferred to New York to take over an 

eastern territory, reports a substantial increase in sales and 

new customers as proof that a hard worker can succeed 

anywhere. He has taken up residence at L2 Chester Gardens, 
Englewood, N. J. 
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ROYAL SETS NEW TYPEWRITER SALES RECORD 

The Royal Typewriter Company, Inc., has announced 
that the standard machine domestic sales record estab- 
lished in 1939 has been broken and a new high estab- 
lished on October 31, 1940. The first ten months of 
this year showed a greater sales total in the United 
States of the Royal standard typewriter than had been 
achieved in any previous full year in the company’s 
history. 

At the same time, the company also announced that 
a new portable sales record for October had been 
reached. Sales of portables were forty-two per cent 
higher in October, 1940, than in the same month of 
1939, and greater than any single month in the history 
of the company. Sales for the year to date are ahead 
of total sales for a similar period in 1939. 

The Roytype division of the company reports that 
sales of Roytype typewriter supplies in October set a 
new record for sales in any single month in the history 
of the company. 

With two months still remaining in which to add to 
these new records, Royal expects that 1940 will show 
the greatest single sales volume in its history, far 
exceeding the previous high made in 1939. 


————- __ 
L. L. BROWN ISSUES NEW CALENDAR 


The L. L. Brown Paper Company, Adams, Mass., is 
now issuing its 1941 calendar. As it emphasizes per- 
manent record paper, a conspicuous and appropriate 
feature is an impressive illustration of the new 
Archives building at Washington, D. C. The calendar 
shows twelve months on a single sheet with the ac- 
cumulated number of each day indicated under it. 
Despite the large number of numerals involved, the 
design combines unusual attractiveness with maximum 
legibility. 
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Producing Name for you! 


Line up with this leader for 1941. Be set to serve the 
increasing demands of business for matched desks and 
tables, files in all sizes and combinations, concealed safe 
units (patented by Invincible), and dead record storage 
units. Invincible’s outstanding construction, convenience 
and performance features—plus consistent national ad- 
vertising—mean quick sales and frequent turnovers. 


Write for details of Invincible's exclusive dealer franchise. 









INVINCIBLE METAL 
FURNITURE COMPANY 


2612 Franklin St., Manitowoc, Wis. 


Eastern Warehouse: 
401 North Broad Street, Philadelphia 





Invincible's complete file lines include all grades—standard height 
letter and legal sizes, combination card insert and letter drawers, 
size 3 x 5 or 4x 6 card insert, || drawer 3 x 5 card file, 8 drawer 
check, 5 drawer bill, 7 drawer 5 x 8, triple compartment 4 drawer 
documents, concealed safe compartment, and full range of counter 


height and desk high files. 


Exclusive, patented Concealed Safes available in 2, 3 and 4 drawer 
height Invincible Files. Only Invincible dealers can get this great 


sales booster. 
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THE STORY OF CORRECT SEATING 

In the recently published catalogue of GoodForm 
aluminum office seating, The General Fireproofing 
Company, Youngstown, Ohio, included an interesting 
statement under the above heading. It reads in part 
as follows: 

“The importance of correct seating and its relation 
to the efficient functioning of every other piece of 
equipment in the office is not generally appreciated. 
Since every person who works in an office spends 
a very large part of the work day seated in a chair, 
that in itself makes the subject of major consequence 
in its own right. But, what may be of greater impor- 
tance is the dependence of all other equipment upon 
correct seating, if the maximum efficiency is to be 
obtained. 

“Even though the efficiency of an office can be 
greatly increased through the installation of desks, 
files and other equipment, each piece of which has 
been properly designed and carefully selected to do 





waneractante oF 
Tee GEMCHAL FIREPROOFING Company 


1eeetsioee once 


COVER OF THE NEW GENERAL FIREPROOFING COMPANY 
CATALOGUE WHICH IS DESCRIBED ELSEWHERE IN THIS 
ISSUE.—The illustration does not produce the three major 
shades of the handsome cover, on which the left side is in a 


beautiful orchid, with the lettering in silver, and the right hand 


side is a bright blue, with the lettering in black. 


each particular job, it can not be denied that it is 
impossible for other equipment to deliver the maxi- 
mum results unless all employees are comfortably 
seated. It matters little how perfectly conceived or 


how excellent in performance a desk may be, it is | 
futile to expect the best results without the user is | 


comfortably seated. Because of this, those who resort 
to halfway measures in office modernization are robbed 


of a portion of the money spent because of the failure 


to provide comfortable chairs. 


“Unlike almost all other products, the buyer of chairs | 
is not conscious of the one and only reason for making | 


the purchase ... the one and only reason for anyone 
ever buying chairs. That one reason is comfort. There 
is no reason why flat top desks, typewriter desks, 
tables and other office equipment should not be built 
of such height that all work would be done standing 
up. That is not done because of the discomfort from 
standing all day long which would impair efficiency. 
Then ... if it is just a case of providing something 
on which employees may sit, stools can be provided 
for a small sum, but that is not done because stools 
would not be comfortable. 

“Carefully analyzed, there can be no denying that 
the sole reason for buying a chair is comfort, but it 
should be remembered that comfort for one type of 
worker requires an entirely different set of chair re- 
quirements to another type of worker. For the machine 
operator to be comfortable, an entirely different chair 
is required to one that would provide comfort for the 
executive. 

“Chairs can be bought for almost any price the 
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Ideal Business Gifts 
*K 


PRACTICAL 
. 
ECONOMICAL 
° 


SIZES AND 
STYLES FOR 
EVERYONE 








Here are profits for stationery dealers .. . 
National Brief Cases. There are types, 
sizes and qualities for every class of 
trade: business men, salesmen, lawyers, 
musicians, students and everyone. 


National Brief Case Mfg. Co. 
512 S. Peoria St., Chicago 
10 E. 34th St., New York 

1709 W. 8th St., Los Angeles 















Grand Central Palace February 3 to 8 
New York City 1941 


37th ANNUAL 





| 


Ti 
BETTER 
BUSINESS 
METHODS 




















Displays and Demonstrations of Machines, 


Methods, Equipment and Supplies for Effi- 
cient and Economical Business Administration 


NATIONAL BUSINESS SHOW Frank E. Tupper, 
50 Church St., New York City Manager 

















A Low-Fulcrum, 
Compression-Rubber 
Action 






for 
Luxury 


Chairs 


Tilting chair comfort depends on two vital qual- 
ities —(1) correct initial tension to provide a 
steady seat and firm back support for desk 
work, (2) controlled resilience which permits | 
| the occupant to relax by tilting backward or | 
forward without a jolt or struggle. BOLENS | 

Type VR has both these essentials plus many | 
other great features. It sets a new standard of 
excellence in rubber resilient office chair ac- 
tions. Patent allowed. 


Write for information. 


|BOLENS MFG. CO., Port Washington, wis.| 

















FOR NUMBERING 
bigger discount gives 
you a bigger margin 


Send for prices, discounts and descriptive circulars 








The “Big Six,” a quality grouping, offers the advantage of 
a wide selection of any of its numbers, with the privilege 
of obtaining the greatest quantity discount ever offered on 
any line of numbering machines! 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 





Western Distributor 
LOUIS MELIND CO. 


362 W. Chicago Ave. 
CHICAGO, ILL. 


593 Market St. 
SAN FRANCISCO 
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buyer wishes to pay, but since the buyer is seeking 
comfort, true appraisal of any product under consid- 
eration must be based on the greatest degree of com- 
fort provided over the longest period of time for the 
amount of money expended. Comfortable seating in- 
volves a number of factors... each one of which must 
be in proper relationship to and coordinated with all 
others.” 

The statement continues with a general outline of 
the manner in which GoodForm chairs meet the 
requirements of correct seating. 

—><- ——- 


CAMPAIGN FOR 


“PREPAREDNESS” 
DEALERS 

A new direct mail advertising campaign has been 
developed for the dealer by the Diebold Safe & Lock 
Company, Canton, Ohio, as a means of increasing sales 
on its Cardineer rotary card file. 

The campaign is unusual in that the minimum of 
effort is required on the part of the dealer participat- 
ing. It begins by the dealer sending to Diebold the 
names of his most promising customers who might be 
Cardineer prospects. Diebold, on the other hand, has 
ready a series of three mailing pieces, each one of 
which is sent to the prospects at stated intervals. 
As each piece is sent the company notifies the dealer 
so that he in turn may send his salesman to follow 
up on the road paved by the Diebold literature. The 
work which each mailing piece is calculated to do is 
described in company literature as follows: 

Piece No. 1: Dramatizes how the office takes a tip 
from industry, turns non-productive office time into 
posting and reference work. 

Piece No. 2: Features speed in finding the facts and 
seeing them better ... all toward better control and 
lower costs. 

Piece No. 3: Summarizes in word and picture the 
complete story of what Cardineer will do... pointing 
toward the dealer’s demonstration of how it does it. 

As the prospect receives each mailing piece he can- 
not but be impressed with it due to the exceptional 
make-up and clarity of the large illustrations. The 
pictures, accompanied by descriptive text, are of the 
right kind to appeal to any business organization 
with filing problems on their hands. 

Dealers interested in the campaign may communi- 
cate with the Diebold company and will receive a stiff 
board envelope in which is included copies of the 
various mailing pieces which Diebold sends out, print- 
ed forms upon which the dealer sends his list of 
prospects to the company and complete details on how 
the campaign works. 


DIEBOLD’S 





MADE TO FEATURE NUBIAN CARD INDEXES.—The Wabash 
Cabinet Company, Wabash, Ind., has available for dealers a 
new set of counter display cases designed for the purpose 
of showing its line of Nubian card indexes. These cases are 
capable of holding twelve sets of 3 by 5 inch, twelve 4 by 6 
inch, and six 5 by 8 inch indexes, with each index cellophane 
wrapped. The dealer merely takes the lid off the box, re- 
verses it and sets the box inside the lid. An easel attached 
to the bottom of the box is spread and the display case is 
ready to go to work. 




















DECEMBER, 1940 131 


Ch Wr 


For 250 years, the world-renowned signature of 
Christopher Wren has symbolized architectural per- 
fection. Likewise for nearly 100 years the name of 
L. L. Brown has been the accepted guarantee of per- 
manence, utmost durability, quality and value in 
ledgers, light-weight papers, bonds and specialties. 
For this reason you can buy, use and recommend 
every L. L. Brown paper with complete confidence 
that “It must be best; it’s an L. L. Brown paper!” 





These 4 new papers also are backed by aGREAT NAME 


6 
FORWARD LINEN LEDGER... ESCORT LEDGER AND MACHINE 
100% New Rag Cuttings...unequalled for non- POSTING...50% New Rag Cuttings...a unique 
permanent records which must nevertheless with- dual-purpose paper, equally and perfectly suited 
stand hard use. both to ledger and machine posting. 


FORWARD BOND...100% New Rag ESCORT BOND...50% New Rag Cut- 
Cuttings...ideal for stationery and for documents tings... tub-sized and air-dried, with a special 
which must defy hard use, yet need not last per- finish that makes it an unusually serviceable paper 


manently.t for stationery. records and forms.t 


Use these other L. L. Brown Papers for other needs 


Rags Rags Rags 

L. L. Brown’s Linen Ledger 100% L. L. Brown’s Finet > 85% L. L. Brown’s Linent 100% 

Advance Linen Ledger 100% Greylock Linen Ledges , 85% Advance Bondt 100% 

Resistall Linen Ledger? 100% Greylock Linen Ledger, Hinged 85% Resistall Index Bristolt 100% 
{Resists water, oil and abrasion tEnvelopes to match 


CSD Gssaw Buf CPS. 


LEDGERS + LINENS + BONDS ©“ PERMANENT - DURABLE + DEPENDABLE 


LL. BROWN PAPER COMPANY «© © ADAMS, MASSACHUSETTS 
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See this Ball 


IT IS ONE OF EIGHT BALL BEARINGS ON THE 
BOTTOM OF THE DRAWER OF 


“"" FIREFOE TRANSFILE’ 


ASBESTOS COVERED — NON-INFLAMMABLE 


These eight balls, rolling in their races of unique design, reduce 
the friction of even the heaviest load to frog's hair. A gentle 
pull or push with your little finger will operate the drawer. This 
is the outstanding achievement in a long procesion of TRANSFILE 
contributions to the art. 

An AUTOMATIC STOP prevents drawers from being pulled out 


into your lap and spilling the contents all over the lot. 


















AND IT’S FIRE-RESISTIVE 


A specially processed fibre board covered with asbestos 
makes the case of the FIREFOE positively non-inflammable. 
It's vermin proof too. Thus this new file brushes away the 
last objection buyers might offer. With all the features of 
all the steel reinforced fibre board TRANSFILE FILES the FIREFOE 
offers the last word in low cost semi-active and inactive record 
filing and storage. In one of the four styles and 13 sizes, 
you will find a TRANSFILE FILE for every purse and purpose. 


*Trademark 


Send a sample order today. 
Show them to all your customers. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 


Manufacturers of the GUSSCO complete line of filing supplies—the 
profitable dealer line. 
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ROYAL ADVERTISING STRESSES STUDENT USE OF 
PORTABLES 

The Royal Typewriter Company, Inc., has opened up 
a new avenue of approach to the consumer in its 1940 
Christmas portable advertising campaign. 

Advertising Manager W. H. Beckwith outlines the 
campaign: “We established as the objective of our 
advertising policy the interest of mothers and fathers 
of America in the educational advantages the portable 
typewriter affords their children. In advertisements in 
September and October captioned ‘Why Should Eager 
Minds Be Chained?’ and ‘Can a Typewriter Help Your 
Child to Think?’ we initiated this mass effort. We now 
continue this program at Christmas under the head- 
line, ‘Give Your Child a Career This Christmas.’”’ 

Advertisements will appear in the country’s leading 
magazines. They will be full-page, four-color inser- 
tions. Dealer helps, newspaper mats, a four-color 
Christmas folder, a full-color lithographed “Santa 
Claus” display and window streamers will give effective 
support to the mass advertising at the point of sale. 





DISPLAY FOR NEW HANSON SCALE.—Small but effective is 
this display carton recently made available to dealers for the 
purpose of advertising the Model 8905 Viking Jr., spring bal- 
ance manufactured by the Hanson Scale Company, 525 North 
Ada street, Chicago. The carton measures only 7!/2 by 9 inches 
but holds twelve scales. It is set up quickly by folding back 
the cover to make an attractive display for counter or window. 
There is a special panel upon which the dealer can mark the 

price. 

—- <¢ 


GAYLO MANUFACTURING COMPANY MOVES 

Forced to move from its old location at 820 North 
Michigan avenue, Chicago, when almost the entire 
building was taken over by the U. S. Navy for recruit- 
ing activities, the Gaylo Manufacturing Company last 
month installed its offices and showroom in the Mer- 
chandise Mart. 

The new quarters are No. 14-119 in the Merchandise 
Mart, which, in addition to providing ample space for 
the offices, permits a showroom in which the com- 
pany’s complete line may be displayed, including bridge 
table and chair sets in a variety of color combinations, 
folding posture chairs and Utilitables. 

; °° 
CHICAGO CASH REGISTER PARTS COMPANY 
TAKES NEW QUARTERS 

Forced by a steadily increasing business to seek addi- 
tional stock and office space, the Chicago Cash Reg- 
ister Parts Company last month moved to new and 
larger quarters at 2810 West Addison street, Chicago. 
According to officials of the firm, the new location 
affords the company four times the space available 
at the former plant. It is planned to redecorate the 
new home and install new office equipment and a 
fluorescent lighting system. 
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a 
FOR 


HIGHER prorits 
and LOWER Inventories 


With 18 Re-New-Point Styles and a 
basic color assortment, Esterbrook 
Fountain Pens make it possible for 
you to completely satisfy any cus- 
tomer whenever it’s a matter of point 
or price. Backed by strong national 
advertising . . . with a rapid turnover 
guaranteed by limited inventories .. . 
Esterbrook Fountain Pens offer sta- 
tioners one of today’s finest profit 
opportunities. 


Retail (black or colors) $1.00 up 
Duracrome Re-New-Points 25c¢ 
Osmiridium Tipped 50¢ and 75c 


THE ESTERBROOK PEN COMPANY 


86 Cooper Street 
Camden, N. J., or 

The Brown Brothers, Limited 
Toronto, Canada 


Gstertrvok 


RE-NEW-POINT FOUNTAIN PENS 




















TECHNYGRAPH RAINBOW STYLI 


@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 
parent containers. 


@ 29 DIFFERENT 
STYLI, including ball 
points, loop, wheel, 
and shading. 


@eFEATHER- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Lumarith. 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy to clean 
and keep clean. 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 
handle averts eye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 


S, 
ON OO eee ree 


‘ 
) 
\. 
‘ 


@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
' ree aie page broadside show- 
STYLE TIPS E 

P ing the siyli in actual 
CACO size and color. 





THE TECHNYGRAPH, TECHNY, ILL. 















DL 2S 


lA HictaTon SILK 
( SUPREME 


Lines of ws temsiangd Ribbons 


RAVEN 
| NATIONAL 


Lines of Carbon Papers 
Use the “Bucki’’ Route to 
increased carbon and ribbon sales 
Write for Complete Details 
The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 





































for 
Stationers 
features the sensational 


new Kum-Kleen dis- 
pensing package. It 
brings you extra profits 
on Kum-Kleen Labels 
and Kum-Kleen Air 
Mail Stickers. These 
unique products “sell 
on sight.” They need 
no moistening ° 
stick until peeled off 
. leave no mark. 
Write for details of 
special Introduc- 
tory Deal for Sta- 
tioners and Free 
Sample Offer. 


This beavy metal | 
mtility bolder permit 
dispenting of 
tabels with ome hand 


Address: 


AVERY ADHESIVES 
334 E. 4th St., 


: Los Angeles, Calif. 
AD 
HESIVE In Canada: Enterprise Sales & 


PRICE-LABELS Distributors, 30 Front St., West 


Toronto. 
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DESPITE ACCIDENT, HOOD TAKES PHILADELPHIA 
JOB FOR MARCHANT 

A traffic accident which seriously injured him and 
partly demolished his car did not prevent F. A. Hood 
reaching Philadelphia last month to take over a ter- 
ritory there for the Marchant Calculating Machine 
Company. He was transferred from the San Francisco 
Bay district. 

Mr. Hood suffered a badly cut left elbow and severe 
body bruises when his car collided with a heavy truck 
near Palo Alto, Calif. Following emergency treatment 
he continued his journey, but upon arrival in Denver, 
Colo., was again obliged to enter a hospital for treat- 
ment of an infection which developed in the injured 
arm. Another two-day rest, this time in St. Louis, 
helped him toward complete recovery and he is now in 
Philadelphia. 

In the new territory, which comprises the industrial 
district along the Delaware river in which are located 
a number of manufacturing plants, Mr. Hood will work 
under the supervision of Harold Black, head of the 
Philadelphia branch of Marchant. 

sonnei 


STRAIN BECOMES SALES MANAGER OF DAVIDSON 
CORPORATION 

Walter Strain, for thirty years connected with the 
Multigraph division of the Addressograph-Multigraph 
Corporation, recently was appointed general sales 
manager of the Davidson Corporation, Chicago manu- 
facturers of the Davidson dual duplicator, folding 
machines, collators and compressors. 

Mr. Strain’s years of experience make him admirably 
fitted for his new position. Starting in 1910 as a junior 
salesman with Multigraph, he later handled his own 
territory in New York as a salesman. Still later he 
was advanced to the position of manager at Newark, 
N. J., handling the work there until he was promoted 
to manager of the New York office. During his six 
years in New York Mr. Strain became president of the 
Office Appliance Managers Club. 

In 1933 he was transferred to the Philadelphia 
agency, where he stayed for three years before being 
sent to Cleveland as a home office representative. 
Maintaining headquarters in the Ohio city, Mr. Strain 
operated as an agency supervisor, holding that job 
until resigning to join Davidson. 

ansainscasliglliii 


NEW FIRM FORMED TO FEATURE 
FOUNT-O-INK PRODUCTS 

A partnership has been formed by Everett Evelyn, 
son of E. G. Evelyn of the Steelcase Sales Corporation, 
and W. A. Clackner, for many years a salesman of that 
company, to specialize in the New York City sales of 
Fount-O-Ink writing sets and supplies. 

The two men will operate under the firm name of 
Evelyn & Clackner and will be located at 215 Fourth 
avenue, New York City, sharing a portion of the prem- 
ises of the Steelcase organization. 

Both Mr. Evelyn and Mr. Clackner are well-known 
in New York City and vicinity where their many 
friends in the industry will find them ready to serve as 
representatives of the Gregory Fount-O-Ink Company. 


STEEL FURNITURE SHIPMENTS SHOW 
BIG INCREASE 


Encouraging reports of 1940 shipments of steel office 
furniture over those of 1939 and 1938 have been re- 
leased by the Bureau of the Census, Department of 
Commerce, Washington, D. C. The latest report covers 
September of this year and the figures are as follows: 

The total for September, 1940, was $2,391,691, an 
increase over September, 1939, of $344,068, and an 
increase over September, 1938, of $724,451. 

September shipments of steel shelving and steel 
lockers for the three years were as follows: 

Shelving: 1938, $316,819; 1939, $417,778; 1940, $634,102. 

Lockers: 1938, $346,726; 1939, $490,922; 1940, $378,367. 
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Leland C. Adams*_~" | 
Chas. R. Barry Co. 





Mahlon W. Johnson 
\\ Chas. R. Barry Co. 
1)))) \ \ 


Nn Charles R. Barry 


Arthur O. Carlson 
Ches. R. Barry Co. 
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One ending of the year marks another milestone passed. It also marks the 
pleasant addition of many new friendships. 


The coming year presents further opportunity for us to serve our old friends 
and greet our new ones. 


We sincerely hope the new year shall truly bring, 


“Bence on Earth and Goodtwill to All Men” 


\ 
“ART STEEL COMPANY, inc ye 


NEW YORK . . U. Bae 
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A File for every 
Conceivable 


Purpose 
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PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA, PA. 
NEW YORK CHICAGO BALTIMORE BOSTON LOS ANGELES 
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SAN ANTONIO NEWS NOTES 
G. E. Miller, who has been in the office of Maverick- 
Clarke, has been transferred to the stationery depart- 
ment, where he is serving as a salesman. 
* ~ Aa 
Cecil Carson, salesman, and Woodrow Ray, stock- 
room, Maverick-Clarke, have left to join the National 
Guard. Also joining are Raymond Ewing, service de- 
partment, and William Neunhoffer, salesman, for the 
San Antonio branch of Royal Typewriter Company, Inc. 
* * 7 


Paul Anderson Company has taken a ten-year lease 
on the property at Broadway and Travis, and has 
moved to this location, which is three doors north of 
their former location. The new building provides three 
floors, mezzanine and basement, and will enable the 
firm to greatly consolidate all operations. The third 
floor will be given over to business furniture and equip- 
ment, with display booths fitted up in the manner of 
business offices. The second floor will hold printing 
operations; the mezzanine, the offices; the first floor, 
office supplies and small goods, and the basement, 
stock and shipping. 

* + 7 

E. C. Dosier has been placed in charge of sales and 
service for the Royal Typewriter Company in the Rio 
Grande Valley district, working out of the San Antonio 
branch office, which is in charge of G. L. Davis. 

This office has enjoyed an unusually good year, ful- 
filling its 1940 quota in September, and with eight 
salesmen of the staff of twelve going over their quotas 
last month. This has established an all-time record 
for the district for this office. 

A. W. Barlow, western general sales manager, Chi- 
cago, was in the city this month calling on Mr. Davis. 
# + * 

Southern Sales & Service of this city has established 
a branch in Brownwood, where they will have the 
agency for the Royal typewriter, and will engage in 
typewriter and business machine sales and service. The 
branch is being established in order to better handle 
and service government orders which this firm has 
secured from Fort Mabry, located near Brownwood, 
and will be in charge of W. P. Southern. Headquarters 
will be in the Citizens National Bank building. 

The San Antonio business will continue in charge of 
P. F. Southern. 

The business was established in October, 1939, and 
has enjoyed an unusual success since that time. 

* * a 

Sports Sweet Shop, Alpine, A. V. Gunn, proprietor, 
has been appointed representative for L. C. Smith & 
Corona Typewriters, Inc., and business machines in 
that territory, according to an announcement by E. P. 
Haye, district manager of this city —BCR 


—_————— > oe 


TOOF COMPANY TAKES PART IN MEMPHIS 
CELEBRATION 

More than 300 persons from Memphis, Tenn. busi- 
ness firms established fifty years or longer celebrated 
with a dinner Tuesday evening, October 29, at the 
Hotel Peabody, and gave special recognition to old em- 
ployees. S. Toof Brown, of S. C. Toof & Company, was 
one of the committee in charge. Two or three of the 
office supply firms of Memphis have had more than 
fifty years of service. The Joseph Cortese orchestra 
gave an “Hour of Music” program, featuring music 
written fifty years ago, and Colonel T. Russ Hill, presi- 
dent of Rexair, Inc., Detroit, was one of the speakers. 


—CG 
2 


WRITE, INC. BUILDING DESTROYED BY FIRE 

The two-story main building and entire stock of 
Write, Inc., Bridgeport, Conn., were ruined by a fire 
which broke out on the morning of November 2 and 
raged for two hours before firemen succeeded in bring- 
ing it under control. 
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CHAIRS 
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POSTURE 





No. 2800 i No. 2425 
Arm Swivel Chair Side Arm Chair 


TWO OF EIGHT NEW POPULAR PRICED CHAIRS 
Square Tubular Steel Construction 
Comfortable @ Smart e Colorful e@ Modern 
Write for 1941 Catalog 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 











POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 











The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 


FURNISHED IN 3 SIZES 








FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


BB A SAN 











MARKING DEVICE DEALER 


Peace sae 








Introducing 


ST. JOHNS New 


OFFICE TABLE No. 30 


Already among the best sellers in the St. 
Johns line of fast moving office tables is 
the new No. 30 modern office table pic- 
tured here. Built for utility, efficiency 
and strength, it more than meets the re- 
quirements for which it was created. Its 
simple functional design, durable construc- 
tion and excellent finish make it a welcome 
addition to any businesslike office. Priced 
for volume sales, it assures a rapid turn- 
over with a substantial markup to the 
dealer. 


Made of Solid Northern Michigan Hard 
Maple; Walnut or Mahogany Finish. Also 
School Brown Finish. Plank edge top, 
1%” thick with extra frame underneath 
to prevent warping. Legs are 2%”, 6-foot 
length table has 3” legs. Drawers are dove- 
tailed front and back with framed-in, 3- 
ply bottoms, dull chromium plated hard- 
ware. 5 and 6-foot length tables have two 
drawers. 





Office Table 
No, 30 


SIZES 
30 x 48 inches 32 x 60 inches 
34x 72 inches 


Write for the new catalog and price list today. 


ST. JOHNS TABLE CO. 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Co., 573 Broadway, New York 
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4) KSSURED Quality! 






Ehrlich leather furniture is 
checked and rechecked by 
qualified craftsmen who 
make sure all of the Ehrlich 
Sales Vglue is ‘‘Built-in.” 
This assures the highest 
quality and guarantees sat- 
isfaction. 













Write for 
Illustrated 
Catalogue 








Ehrlich Upholstery Works 


520 West 43rd Street New York, N. Y. 






















OFFICE APPLIANCES 


EISENHARDT BECOMES EASTERN DISTRICT 
MANAGER FOR A-S-E 

Harry Eisenhardt last month was appointed man- 
ager of the New York branch of the All-Steel-Equip 
Company, Aurora, Ill. The branch has offices and a 
warehouse at 56-58 West Twenty-second street, New 
York City. 

In addition to the managership of sales in the New 





HARRY EISENHARDT 


York territory Mr. Eisenhardt will also supervise the 
eastern district offices of A-S-E. 

With more than fifteen years of experience in the 
office furniture field, Mr. Eisenhardt possesses an 
understanding of dealer problems which will enable 
him to give valuable assistance to All-Steel-Equip 
dealers throughout the territory. 

= ote 
NEW ENGLAND TRAVELERS NOTES 

The membership is urged to reserve the evening of 
Tuesday, December 17, when the club’s annual Christ- 
mas party—an event which has become an institution 

will be held in the Boston City Club. 


* * * 

The club is glad to welcome back to New England 
Mel Wheeler, one of the organization’s best known past 
presidents. From now on, he informs all his friends, 
his address will be 25 Gibson road, Belmont, Mass. 


x x « 

The Narcus Brothers Company, Worcester, Mass., is 
again making a number of improvements in its already 
attractive store. The gift and card departments have 
been arranged and a new set of fluorescent lights in- 
stalled. 

* * * 

Net-Clubber Henry Reigel is one of the proudest 
men on earth. He was recently informed that his son, 
Bob “Ski” Reigel, had qualified for the national 
amateur golf tournament and is well on the way to 
becoming one of the foremost youngsters in the 
amateur ranks. 


* * 


* 

The above news items were gleaned from the N.E.T. 
Club News, official organ of the New England Trav- 
elers Club. 

— —_>-——— 
PECKHAM, LITTLE IN NEW QUARTERS 

In order to provide facilities adequate to handle a 
large business increase, Peckham, Little & Company, 
wholesale stationers, have leased new quarters, con- 
sisting of a store, basement and second floor, in the 
building at 243 West Seventeenth street, New York 
City. About 30,000 square feet of space are available 
at the new location, as contrasted with 20,000 square 
feet in another location in the Chelsea area from which 
the firm is moving. 

The stationery firm, established in 1887, was repre- 
sented in the negotiations by Herbert B. Gordon, treas- 
urer, who stated this was the fourth move by the 
company in fifty-three years. The transfer was an- 
nounced November 8.—BJ 
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BURNS COPYHOLDERS Have All Seven 
Important Features—Sell For Only ‘15 


NON-SLIP HOLDER 







Count them—the seven important features 








ee ae that make the Burns Copyholder unsur- 
em passed in quality and performance. Only 


STURDY STEEL in price does the Burns Copyholder differ 








CONSTRUCTION materially from expensive copyholders. 
BLACK SATIN 
FINISH It's easy to see why these copyholders are 
—_— making cash register music for dealers 


SINGLE, DOUBLE, 


OR TRIPLE SPACING throughout the land. Top quality and 


moderate prices are an unbeatable combi- 





piety el nation 

LINE-GUID ; ; 

FIRM, NON-SKID CONTROL 

BASE ote Other Burns models sell for as little as 








$3.00. Write today for details and dis- 


OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago, Ill. 





TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS * CHAIR & DESK PADS 








for their warm support during 1940 
dnd we wish wee a merry 


eo Pit Hat 


MITTAG & VOLGER, Inc. 


PARK RIDGE NEW JERSEY 
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A Magnificent Installation of the Waltham Federal Savings & Loan Association, Waltham, Mass. 
. Thomas M. James Co., Architects ... . 


Equipment Planned and Installed by Stevens, Fisk & DuPuy, Inc., of Boston 
Office Furniture Built by Leopold craftsmen at their shops in Burlington, lowa 

















UHL STEEL 


Filing Stool Filing Table 


Nearly every one concedes that the 
filing of correspondence and valuable 
documents is one of the most essential 
duties in any office. 

Backache, stiff knees and cramped 
legs are the curse of the filing clerk. 

But, with ease and comfort she does 
her work using the UHL Steel Filing 
Stool and Table. 

Built entirely of a special cold-rolled 
steel, making them strong, rigid, dur- 
able. With a lasting enamel finish, 
oven-baked. 


They sell readily when 
properly presented 


Ask for alesis 
Catalog siesta 














No. 5070 
Filing Table 


The Toledo Metal 
Furniture Company 


1708 Hastings Street 
Toledo, Ohio 












No. 5056 
Filing Stool 
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CHURCHILL TAKES FOUR-STORY BUILDING 
IN NEW ORLEANS 

A. M. Churchill, owner of Churchill’s Typewriter 
Repair & Sales Company, New Orleans, La., has re- 
cently moved his organization into a four-story brick 
building at 125 Camp street, as a means of celebrating 
twenty-five years in the office machine business. 

Mr. Churchill began his career with the old Reming- 


een 





FOUR-STORY HOME OF CHURCHILL'S TYPEWRITER REPAIR 
& SALES COMPANY 


ton Typewriter Company, now Remington Rand Inc., 
and in 1913 decided to branch out for himself. He 
opened his own business in a store on Royal street 
and, in 1925, moved to larger quarters at 202 Camp 
street, where he stayed for fifteen years. 

The new store front has two display windows flank- 
ing the entrance in front of which is a clock and a 
modern Neon-lighted sign. 

_———— > o 


NEWSPAPER HONORS CLEGG ON BIRTHDAY 

L. B. Clegg, president of The Clegg Company, San 
Antonio, Tex., was signally honored through a short 
feature appearing in the San Antonio Express on the 
occasion of his sixty-seventh birthday, November 17. 
Featuring a picture of Mr. Clegg when he was a boy 
together with a recent photo, the article stated: 

“The year 1873 saw the United States demonetize 
Silver as a legal tender amid hot debate among the 
nation’s leading statesmen. On November 17 of the 
same historic year, a boy, later destined to become 
a successful business man and civic leader, was making 
his ‘debut’ at Chatham County, N. C. The boy re- 
ceived his education at the Union Academy in Chat- 
ham County and at the Oak Ridge Institute, graduat- 
ing from the latter in 1890. He then went to work as 
an assistant bookkeeper in a cotton mill at Concord, 
N. C. In 1893 the young man came to San Antonio 
as a representative in a cotton mill, and a few years 
later he entered the printing and lithographing busi- 
ness. 

“In 1914 and 1915 he served as president of the Cham- 
ber of Commerce and for twenty-three years as chair- 
man of the military affairs committee of the chamber. 
The efforts of this man can be directly tied in with the 
bringing here of several military establishments. He 
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* HOLIDAY 
GREETINGS! 


Eaton (Paper Corporation 


MAKERS OF 


EATON’S FINE LETTER PAPERS 


%* "* 


“ErreR 


EATON’S BERKSHIRE 


TYPEWRITER PAPERS 








A type of visible equipment for every record job 


Substantially increase your business by selling Acme's 
complete line of visible systems equipment. 


The extra service by reason of applying the right type 
of visible equipment for each requirement will bring 
you closer to your customers thereby adding to your 
volume in all lines. 
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Styleotype 


SLIP-SLEEVE STENCIL BOX 





Styleotype Stencils (first grade) are now packed 


in the new Slip-Sleeve, process coated box for 
domestic as well as export shipment. This pro- 
tective packaging eliminates inside wrapping 
and a single stencil can be withdrawn or re- 


placed without disturbing other contents. 


Dealers: Send for Illustrated Catalog, Liberal Dis- 
counts and Samples of Styleotype and Red Feather 
Stencils. 


RED FEATHER PRODUCTS LTD., 


431 Bush St., San Francisco 


Makers of ‘‘Styleotype’'’ and ‘‘Red Feather'’ Stencils, 
Duplicator inks, Type Cleaner, Correction Fluid, ete 








justrite FP 


J51 


Made by the 
manufacturers of 
the most com- 
plete line of 
marking devices 


in Americe. 


Build your sales by selling JUSTRITE 
MARKING DEVICES...a line that 
creates instant customer confidence in 
you and the products you sell. You'll 
want complete information about this 
profitable line - write us today! 


nit ES 


MELIND 
COMPANY 


CHICAGO... NEW YORK 
SAN FRANCISCO 











@FFICE APPLIANCES 


also served as exalted ruler of the Elks in San An- 
tonio and as district deputy of the lodge. His favorite 
pastimes are hunting, fishing and golfing. Receiving 
felicitations today on his sixty-seventh birthday is 
L. B. Clegg, 510 West French place, and president of 
The Clegg Company.’—BCR 

——_—= > o—_—__—— 

RUBBER PRODUCTS OUTPUT SHOWS INCREASE 

Last year’s output of erasers, rubber bands, and rub- 
ber cement shows an increase over 1937, according to 
a report of the 1939 Census of Manufactures on the 
rubber products industry released by William Lane 
Austin, Director of the U. S. Bureau of the Census. 

Production of rubber cement rose from 15,447,489 
gallons to 19,605,464 gallons. Its value in terms of fac- 
tory price went up from $8,931,113 to $10,055,115. A 
drop in average price per gallon from 58 cents to 51 
cents is indicated. 

Stationers’ rubber bands show a gain from 4,274,434 
pounds to 5,059,604 pounds, with value up from $1,749,- 
292 to $1,802,363. Here too there is a falling off in 
average price, from 40.9 cents per pound to 35.6 cents. 

Output of erasers, not including pencil plugs, in- 
creased from 1,679,373 pounds to 2,031,996 pounds, with 
value rising from $902,231 to $1,015,998. Value per 
pound in 1939 is 50 cents, compared with 53.7 cents 
in 1937. 

The rubber products industry in 1939 comprised 
519 establishments, with products having a total value 
at the factory of $264,525,200. This does not include 
the makers of rubber footwear, tires, and tubes, who 


| are covered in separate reports. 


Other Manufactures Census reports pertinent to the 


stationery field are those covering pencils and crayons; 


paper; carbon paper and inked ribbons; and brief 
cases. 

Pencils and crayons made last year had a total 
value of $14,947,614, not including mechanical pen- 
cils. Writing paper amounted to $83,973,218, and blot- 
ting paper to $1,883,147. The value of carbon paper 
output was $11,727,097, of typewriter ribbons $5,427,022, 
and other inked ribbons $1,749,346. Brief cases totaled 
$3,007,629. 

The reports were compiled under the supervision of 
Thomas J. Fitzgerald, Chief Statistician of the Division 
of Manufactures. 

—_——— 
COMPANY PROFITS WITH UNIQUE 
ADVERTISING PLAN 

The Stewart Office Supply Company, Dallas, Tex., 
recently participated in a novel advertising feature 
staged by one of the local daily papers, with satis- 
factory returns, according to R. L. Stewart, general 
manager. 

Reader space was contracted for on a ‘“Who’s Who 
In Dallas” page scheduled to appear weekly for a 
four-week period. Interest was stimulated by a prize 
contest featured in conjunction with the page, where- 
in readers answered a question contained in each 
reader-type advertisement appearing on the page. 
Cash prizes totalling $200 were awarded to the eight 
most successful contestants sending in answers to the 
page. The prizes, ranging in value from $5 to $100 
cash were awarded by the newspaper management on 
the basis of correctness in answering the various ques- 
tions and neatness of the winning answers. 

Typical of the “reader’’ copy used was that of the 
Stewart company, which follows: “The Stewart Office 
Supply Company, Stationers and office supply outfitters 
for greater Dallas for more than a quarter of a cen- 
tury, is located in the Stewart building at 1521-23 
Commerce street. This concern has grown up with 
Dallas and, under progressive leadership, has kept pace 
with the expansion of a growing city. ... Year after 
year, it has met the demands for increased efficiency 
in record-keeping, office equipment and furnishings. 
... The Stewart building is not on the corner, yet faces 
two streets. Name them!”—-BART 
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A SHORT SHORT STORY 


By INDIANA DESK COMPANY 


illustrated by: 
THE NUMBER 29131 





STYLE AND QUALITY PLUS! 


IN GENUINE AMERICAN BLACK WALNUT 


INDIANA DESK COMPANY itnini 
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New 
Indiana 
Chair 
Co. 















rs that can 
“TAKE IT’ 


No. 551 
Bank of 
England 





Whether you sell stapling machines or use them, it will Va 


pay you to investigate this exclusive 47 year old ACME 
line of equipment. 

ACME Staplers are built to stand more than ordi- 
nary abuse—built to last many years with a minimum M . 
of service requirements. I atching 

Rugged construction, coupled with versatility of side chairs 
uses makes ACME equipment a favorite with all large 
industrial concerns. 


And ACME helps you sell the Silverstreak Line with 
attractive advertising folders, giving complete infor- 
mation. Send for a sample folder today and convince 
yourself of the possibilities in handling Acme Staplers 
and Staples. 


have turned 
posts and 
fore legs, 
and two piece 
steambent 
stretchers 
formed in 


the ACME. Silverstreak Line 


sweeping 
ACME MIDGET curves. 
(Pictured above) Light weight, handy desk stapler 
with noise eliminating, velvety-smooth lever action. For the conventional Bank of England design with square leg side 
chairs, see our No. 400 series. Both are offered in genuine walnut, 


ACME No. |... ACME No. 2.. ACME SURE SHOT... ACME SIMPLEX birch and quartered oak, and both pedestal chairs are fitted with 


ACME STAPLE CO. 


1650 HADDON AVENUE. CAMDEN, N.). 


rubber bumper strips along the contact edges of seat. See our 





other all wood executive chairs and the beautiful, modern leather 


upholstered designs in our current catalog. 


New Indiana Chair Co., Jasper, Indiana 
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No. 700 RIC 





The reclining back automa- 
tically adjusts to occupant 
of the chair. One may lean 
back and relax, the back 
reclines to proper angle. 
Sitting upright the back au- 
tomatically returns to its 
normal position. No mech- 
anical adjustments neces 


BRIGHT presents *" 


The Reclining Executive Chair opening a new avenue of profit for 
4 STY LE S all office furniture dealers. Smart in line and style, these new 
reclining chairs are as beautiful and imposing as they are com- 
hese: cabana fortable and relaxing. The reclining mechanism is strong and 
ee positive in action. Put one of these four numbers on your floor 


these numbers for the holi- 
dep Hada: Mey tide war today. They have real sales appeal. 
127-133 Bleecker St. 


ee BRIGHT CHAIR CO., INC. NewYork. Nn. ¥: 
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THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 








C L a A N G Pp i p CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
Tailor’s Marking 
Cleangrip Photo Offset Stormtex Silk 
Its distinctive appearance catches the eye. ; Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESISTANCE nan Fisher Machines eine 
TO CURL make it the carbon paper preferred by busy Gena Po Billing Rolls for | ; 
users Comnee Burroughs Posting American 
“Cleangri bines all the desirable f f good ae Reliance 
Cleangrip combines a : the lesirable eatures of gooe ee eae Register Rolls 
carbon papers plus the highly important special features Tally Rolla Ribbons for Address- 
possessed by no others. : : Reliance: Teletype Carbonized ograph-Multigraph 
It is profitable to the dealer as it brings new business Carbons in all Rolls Snesienant 
and holds it against competition. weights and | Rolls for Elliott- . 
DEALERS: Don’t overlook this business getter. Write Suieiens Addressing Machines | Dupligraph, etc., ete. 














Special Rolls 








for samples and prices. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 
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GREAT LAKES TRAVELERS NOTES 

The meeting held Friday noon, November 1, was 
different in character from the usual gatherings, be- 
cause a number of dealers were present as special 
guests and a program of motion pictures followed the 
luncheon. 

President Charlie Mueller called the meeting to 
order and after the usual introductions, he presented | 
the following special visitors: A. J. Markelz, The Book | 
Shop, Joliet, Ill., governor of the fifth district of the 
National Stationers Association, and Harry McFarland, 
McFarland Office Equipment Company, Rockford, Il., | 
president of the Illinois Booksellers and Stationers 
Association. 

A letter of congratulations from former N.S.A. Presi- 
dent Harold Hampton was read. It concerned the 
recently published membership roster of the Great 
Lakes Travelers Club. 

Because of the unavoidable absence of Ray Eichen- 
laub, chairman of the day’s program, Gordon Kickels | 
was placed in charge of the motion picture projection | 
machine. With the skill of an old maestro, he pre- | 
sented three films, one of which was in color. The | 
first picture was of the invasion of Norway, the second 
was a color reproduction of activities at the club’s an- 
nual golf tournament and the last one was billed as a 
bit of entertainment under the title “Boys Will be 
Boys.” 


of % * 


The club voted at its November 15 meeting to hold | 
a Christmas party Wednesday, December 18, on the 
second floor of the Brevoort hotel. Arrangements have 
been made for a large banquet room which the club 
has used on various occasions for special events. Al | 
Baugher of The Carter’s Ink Company was appointed 
chairman by Charlie Mueller, president of the club, 
with instructions to select his own committee. All | 
members of the club who will be in Chicago on the 
eighteenth are urged to put the Christmas party on 
their schedule. 


——____¢ 9 





KISTLER STAGES NOVEL PENCIL WINDOW.—Pencils were 
dramatized in an unusually effective manner at the W. H. 
Kistler Stationery Company, Denver, Colo., through this novel 
window display of one of the largest collections in the world, 
that of Hobart M. Green of Concordia, Kans. Displayed on 
cloth strips the collection made a striking appearance. It con- 
tained some 3300 pencils representing every state in the Union 
and thirteen foreign countries. Included in the collection was 
a huge silver pencil once owned by Kaiser Wilhelm of Ger- 
many and a large number of unique types and shapes.—BART 


—— or © 

ZELLERBACH TO HANDLE L. L. BROWN LINES 

The L. L. Brown Paper Company, Adams, Mass., last 
month announced the appointment of the Zellerbach 
Paper Company as distributor of the company’s Linen 
Ledger, Greylock Linen Ledger and Advance Bond in 
San Francisco, Stockton, Fresno, Oakland, Sacramento, 
San Jose and Reno. The first and last named papers 
are made from 100 per cent white rag fibres, while 
Greylock Linen Ledger is made from 85 per cent new 
rag cuttings. 
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QUICK PROFITS 


Stock dealers everywhere are cashing in on the demand 
for Ideal Stands. These quick profits are yours, when 
you stock and push Ideal Stands for office and home. 


Your customers need Ideals and will buy from your 
stock. Ideals sell on sight and repeat exceptionally 
well. Start taking your share of Ideal profits now. 






Model 23-A (left) is 
best-selling Ideal 
Stand. It has what 
your customers want. 





Correct machine oper- 
ation assured. Safe 
portability. 








Quick-operating rais- 
ing and lowering de- 
vice. 





Write for catalog and 
dealer's discounts. 





We sell 





through : 
& dealers A type and size for 
only every need. 


SHERMAN-MANSON MFG. CO. 


625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 


IDEAL STANDS 











It's in the air... . everywhere! 





REG. IN U.S. PATENT OFFICE 


Yes, Tempo Film is the chief topic of discussion in stencil 
circles everywhere among dealers and users alike. It's the 
only Film Stencil, patent-protected and going strong! Never 
in stencil history has there been a stencil that solved these 
four major problems of type-filling, type-cleaning, letter 
cut-outs, and roller-swelling! Because of these accomplish- 
ments, Tempo Film has no equal in the contemporary stencil 
market. It has no parallel in quality! No parallel in economy! 
You should try it to appreciate its extraordinary advantages 
and possibilities. Our Trial Order Plan does not obligate you 
in any way but it does open a new highway to stencil profits. 
8 


Let us send details of this fast-seiler and 
best seller. Write and order today! 


MILO HARDING COMPANY 


436 West Pico Bivd., Los Angeles, Cal. 
617 Commonwealth Annex, Pittsburgh, Pa. 
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A complete line of fix- 
tures for Office, Posture 
and Typewriter Chairs. 











No. 
866 





Equipped with rubber cushions or 
steel spring. C-K Products are stur- 
dily built of highest quality steel 
and are unexcelled for long service. 











COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 



























This office desk actually provides livelier serv- 
ice for executive and secretary. The hint ex- 
pressed in first impression is confirmed in every 
day of use. Made in standard sizes with island 
base as shown or with legs similarly centered, 
this design includes variety of size and type 
with accessory furniture to furnish the entire 


office. 


Compare the quiet, easy running drawer sus- 
pension, construction and interior equipment 
—and the moderate cost. The sooner you get 
ZEPHYR on display. the better will be your au- 
tumn and winter business. See our 409 catalog. 


Jasper Uffice Furniture Co. 


eph al 


A convincing value —a better buy! 





JASPER, INDIANA 
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CODO REPORTS SUBSTANTIAL INCREASE 

Frank Cooper of Codo Manufacturing Company re- 
ports that the fiscal year ending August 31 was the 
best in the company’s history. The total sales volume 
was twenty-five per cent greater than the year pre- 
ceding. The new fiscal year starting September 1 is 
retaining the increase and adding to it. Mr. Cooper 
reports a ten per cent gain in September and October 
over the corresponding months a year ago. 


*—-¢ 





A MAXIMUM OF STORAGE IN A MINIMUM OF SPACE.—As a 
means of demonstrating the ability of its line of DS files to 
take care of the maximum filing needs in an organization 
where space is at a premium, the All-Steel-Equip Company, 
Aurora, Ill., recently set up this battery of 126 files. One-half 
million checks can be safely and easily stored in this set-up 
beside which A. E. Malmer, field manager of the company, 
posed to show the relative size of the battery. 


—— 6 — ¢ 


AMANN COMPANY ABSORBS ADD & TYPE SERVICE 

The Amann Typewriter Company, 437 Baronne 
street, New Orleans, La., has recently taken into its 
organization the Add & Type Service, formerly of 609 
Commercial place. In addition to maintaining an ex- 
tensive stock of typewriters, the Amann company also 
operates a well-equipped service and supplies depart- 
ment. 








a >». ¢ 10 & 


BARBARA IRENE CONKLIN 
Mr. and Mrs. Duncan Conklin of Chicago are the 
happy parents of a baby girl born November 12 at the 
Illinois Masonic hospital. The young lady’s weight 
was seven pounds three ounces. Both mother and 
daughter Barbara Irene are progressing nicely. Mr 
Conklin is a salesman conected with the Chicago of- 
fice of Boorum & Pease Company. 
*— 
MASTER COLEMAN ARRIVES 
Henry I. Coleman, president of Nathan Coleman & 
Son, Savannah, Ga., office equipment house, last month 
celebrated the arrival of a son born to Mrs. Coleman 
on November 13. The young man, who tipped the 
scales at nine pounds, two ounces, has been named 
Nathan Charles Coleman 
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SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 






MODEL ‘‘L"? 
$ 50 
AUTOMATIC 36 


HAND reen 26% 







tlw 


SPEED-0-CABINET 


> 9) 























Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 
has made ii over all the dup- 


licator in demand.” 





ED-0-PRINT COMPORATION 


MICHIGAR AVENUE, CHPECAGO, ILLINOIS 








te PRICES SLIGHTLY HIGHER WEST OF ROCKIES * 
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OFFICE EQUIPMENT DEFENSE 
BUSINESS OPPORTUNITIES 


(Continued from page 35) 


There also are the people who occupy the dwellings 
that are being erected. Obviously they represent a 
very large potential market for the retailer of the area. 
Most of them are well paid. Carpenters, for instance, 
at Ft. Meade in Maryland, receive an average of $75 a 
week. And the number of new dwellings in a com- 
munity is startlingly large. San Diego, California, as 
an example, a city of roughly 150,000 persons, suddenly 
is being expanded by 50,000 persons. These people 
come usually in haste, as the need for their services is 
urgent, and they buy virtually everything they require 
in the mushrooming community. The same sudden 
growth is happening in the area around Norfolk, Va., 
and in many other places around the United States. 
This growth will continue for some time to come. It is 
expected to be greater next year than it is during 1940. 
And it is programmed to be a permanent condition 
until at least 1945. The government agencies naturally 
will always have a very direct influence upon the 
people who are part of these defense communities, and 
the men and women who represent the agencies will 
be the best means of maintaining profitable relations 
with the defense workers. 


The defense manufacturing plants are rising in all 
parts of the country. Some are being added to existing 
communities, others are being built in smaller towns 
which have no industries, and still others are being 
brought into existence in farm districts. The object is 
to keep the population settled where it now is located 
with a minimum of shifting and dislocation. It is par- 
ticularly the purpose to bring some of the plants to 
farming areas where unemployment is great. In these 
sections new towns are being erected on farms pur- 
chased by the Federal Government; and in these new 
towns the corollary industries and businesses will need 
everything human imagination might suggest. But in 
these places, and in other communities that depend 
upon the new plants or the expanded plants, the in- 
fluence that sways the goodwill of the people of the 
community will largely come from the industrial 
groups which conduct the plants. These defense in- 
dustries are part of the national plan, but they are 
more freely under the control of private persons. The 
local business man therefore will be wise to organize 
his business approach in these circumstances in rela- 
tion to the plant people. They will, obviously, be large 
potential customers themselves, and they will have an 
influence upon the buying of those who cluster around 
the plant. 

Business Boom in 1941 


It is anticipated that the business, now assuming 
boom proportions, will be even greater in 1941. Steel, 
automobiles, textiles, chemicals, railroads, machinery, 
construction, food industries and many other indus- 
trial activities, according to government experts in 
Washington, are on the verge of an all-time high, and 
the government people predict that the effect upon the 
retailer will be more definitely perceptible after the 
first of the year. Regardless of what happens in 
Europe or Asia these Federal people expect the indus- 
trial expansion to go along without interruption, and 
they anticipate little check by reason of legislation, 
because the question of new taxes is not expected to 
come up until later. The general assumption in Wash- 
ington is that unemployment will drop to 4,000,000 
persons in the earlier part of 1941. And the budget for 
next year’s national defense program already is esti- 
mated at not less than $17,000,000,000. All this ob- 
viously has a direct bearing upon your local plans, and 
your prospects after the new year. 

If you wish to secure a list of defense projects; or 
if you wish information about the defense projects in 
your immediate neighborhood, look in your telephone 
directory for the local officials of Public Buildings Ad- 
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OUR ew CATALOG 


Illustrating a complete line of METAL 
PARTS FOR LOOSE LEAF BINDERS 





* Copies on request * 


LOOSE LEAF METALS CoO. 


6816 Arsenal Street, St. Louis, Mo. 

















WARSHAW 
INDEX CARDS 


will help make this transfer season profitable 
to you and your customers. Check your stock 
today. Take advantage of the extra profit in 
quantity discount. 

Remember WARSHAW Index Cards are 
thoroughly protected by Cellophane. They are 
always as clean and crisp as the day they leave 
our eoribe : Made by full automatic machin- 

fo 










ery with all four sides rotary cut, WARSHAW 
Index Cards always give 100%, 
. satisfaction. 
Bi ag Order your transfer season 
INDEX CARDS stock now! 
REINFORCED 
FOLDERS THE WARSHAW MFG. CO., INC. 
PROTEX 1 MAIN STREET, BROOKLYN, N. Y. 
STICKONS 
MENDING TAPE 
GUMMED 
INDEX TABS 
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STAINLESS STEEL FILE SIGNALS 


A TYPE FOR EVERY MODERN FILING NEED 








Nos. 8 and 12A—Extra small signals 
for use where it is imperative that the 
signal shall not project beyond the 
visible margin. Upturned lips facil- 
itate attaching. 

Nos. 13, 14, 15—Visible record signals 
with flat tops and small, upturned lips. 
No. 3—A projecting signal which 
opens when squeezed together! 


Ideal for quick attachment to unusual WRITE FOR 
thicknesses. Takes 8 sheets of paper. SAMPLE CARDS 
No. 40—Specially designed for use AND FOLDERS 
where a projecting signal of lower DESCRIBING 


price is required. THE FULL LINE 
THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN- 


“ONE HUNDRED PERCENT DEALER PROTECTION” 


TODAY - More than Ever Business Needs 
SCHWAB SAFE DEFENSE! 


Carry this message to every store customer and 





prospect. Show these business men what hap- 
pens when valuable records are carelessly safe- 


guarded — how the loss from fire and theft may 


be irreparable. 


100% 
FIRE and THEFT 
PROTECTION 


There is no need for 
business to expose itself 
to these hazards. The 
right type of SCHWAB 
SAFE is modest insur- 
ance against such loss 
Executives will buy more 
safe protection if you 
dramatically present the 
idea. For best results, 
let Schwab Safe Co. di- 
rect your selling efforts. 
Investigate our dealer 
sales plan designed to 
secure the maximum safe 
business from your com- 
munity. 

Send for the Schwab cat- 
alog—-showing a wide 
range of capacities for 
all business records. 
Also safes for postoffices, 
banks, furriers, jewelers, 
etc. and fireproofed for 
all emergencies. 


THE SCHWAB SAFE COMPANY 


Lafayette, Indiana 
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ministration; the Farm Security Administration; the 
Federal Works Agency; The Home Loan Bank Board; 
the Federal Housing Administration; the United States 
Housing Authority; or the Reconstruction Finance 
Corporation. Or ask somebody in the nearest Federal 

eserve Bank or its branch. Probably the most com- 
plete and detailed information may be obtained from 
the Quartermaster Officers stationed at the following 
places: 

Alabama: Maxwell Field. Arizona: Ft. Huachuca. 
Arkansas: Army & Navy General Hospital, Hot Springs. 
California: Ft. Mason, San Francisco; Sacramento Air 
Depot, Sacramento; March Field, Riverside. Canal 
Zone: Quarry Heights.Colorado: Ft. Logan; Lowry 
Field, Denver; Fitzsimons Hospital, Denver. Delaware: 
Ft. Dupont. Florida: Ft. Barrancas. Georgia: 1306 
Twenty-Two Marietta building, Atlanta; Ft. Benning; 
Ft. McPherson. Hawaii: Hawaiian Dept., Ft. Shafter. 
Illinois: 1819 W. Pershing Road; Chanute Field, Ran- 
toul; Ordnance Depot, Savanna; Scott Field, Belleville; 
Ft. Sheridan. Indiana: 10th street and Meigs avenue, 
Jeffersonville; Ft. Benj. Harrison. Kentucky: Ft. 
Knox; Ft. Thomas. Kansas: Ft. Riley, Louisiana: 
Barksdale Field. Michigan: 611 Federal building, De- 
troit; Ft. Brady; Ft. Wayne. Massachusetts: Army 
Base, Boston; Ft. Devens. Maryland: Holabird Quar- 
termaster Depot, Baltimore. Missouri: Second and 
Arsenal streets, St. Louis; Jefferson Barracks. Mon- 
tana: Ft. Missoula, Missoula. Minnesota: Ft. Snelling. 
New Jersey: Ft. Hancock; Ft. Monmouth; Ft. Dix; 
Delaware Ordnance Depot, Pedricktown. North Caro- 
lina: Ft. Bragg. Nebraska: Ft. Crook. New York: First 
avenue and 58th street, Brooklyn; 90 Church street, 
New York City; Madison Barracks; Mitchel Fields; 
Ft. Niagara; Plattsburg West Point; General Depot, 
Schenectady. Oklahoma: Ft. Sill. Ohio: Wright Field, 
Dayton. Pennsylvania: Carlisle Barracks; Air Depot, 
Connellsville; Air Depot, Middletown; Gen’l Depot, 
New Cumberland; 2lst and Johnston streets, Philadel- 
phia. Puerto Rico: Port of San Juan. Tezas: Nor- 
moyle Quartermaster Depot, San Antonio; Ft. Crockett: 
Ft. Bliss; Ft. Sam Houston; Ft. D. A. Russell, Marfa. 
South Carolina: Ft. Moultrie. Vermont: Ft. Ethan 
Allen. Virginia: Langley Field. Utah: Ft. Douglas; 
Ordnance Depot, Ogden. Washington: Ft. Lewis; Mc- 
Chord Field; Vancouver Barracks. Wyoming: Ft. F. E. 


Warren. 
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Ann Arbor, Mich.—Calvin Wolf, a local office supply dealer, has been 
elected to serve on the merchants’ executive committee of the retail mer- 
chants division, Chamber of Commerce.—NPS 


Claremount, N. H.—The Reliable Paper & Supply Company, for the last 
ten years located in an upstairs office at 71 Pleasant street, last month 
moved into new quarters at 18 Main street. The new establishment is on 
the ground floor and offers the company much additional space for stock 
and display. The firm is operated by Irving and Herman Rosen, formerly 
of Burlington, Vt. 

Dallas, Tex.—The Stewart Office Supply Company has established a gift 
within its store, in which selections of stock of wide variety are on 
special display The arrangement includes all from furniture items to 
diaries. The area occupied is on first floor, and is fluorescent lighted 
throughout. Many of the merchandise displays have been effectively 
lighted by this medium through use of fluorescent desk lamps. The store 
ilso is featuring a special showing of personal greeting cards in connection 
with the gift shop section. Both this and the shop are being advertised 
through display window placards and special merchandise showings.—JDM 


Galesburg, ti.—Following a complete remodeling and redecorating of 
t ises, Weber's Book & Stationers, 107 East Main street, last menth 








shor 
p 


s pret 
1 formal reopening {mong the many features of the renovated 


e are a new front, a new department in the basement for the showing 
f office furniture and a filtered forced air heating system. Mr. and Mrs 
C. H. Weber and four employees operate the store. 





New York, N. ¥Y.—The Cunard Stationery & Printing Company, 140 Cedar 
street, has recently expanded its activities by opening a greeting card, lend- 
ing library, gift and novelty store at the same address as its other business 
The new department marks the second expansion of the company within a 

ear, the first taking place when the organization, which is headed by Ben 
Sargoy, moved from 135 Liberty street to its present address. 


service de- 


Portland, Ore.—Harbord-Rogers Company has enlarged the 


partment quarters to three times the original space and have added two 
more men to take care of increasing service business.—ATW 
Portland, Ore.—Art Schultens, salesman for Kubli-Howell Company, and 
I Ss Itens have just moved into their brand new home. They are 














DECEMBER, 194( 15] 








SImperi at ope 
_ er ture Corp. 


18 East 18th Street 
NEW YORK, N. Y. 


Proud are these Imperial craftsmen who fashion fine 
leathers, sound wood and quality materials into comfort giv- 
ing, distinctive, lasting office furniture. Styled correctly to 
the last tailored detail, every Imperial chair or sofa is thus 
an eyeful of charm and beauty. 


From the wide variety of styles and designs illustrated in our 
new catalog you will find selections to please most of your 
customers. All these numbers are customed in leathers of 
your own choice of grade and color. 


Write today for our new catalog. Then, send a trial order. 
We'll show what real rapid, efficient service is. 











THE IDEAL SECRETARIAL DESK— 


ALMA‘’S 
No. 1146-C 


Here's an entirely new idea 





in secretarial desks. Made 
to provide comfortable 
working space for the sec- 
retary—where a saving in 
floor space is desirable. 
Large knee drawer and 
large drawer at bottom 
of typewriter pedestal 
afford ample room for 
stationery and _ supplies. 
Hinged door, and extra 
strong mechanism support- No. 1146-C 
ing platform. Size 46x32 
(Quartered Oak) 


From the Popular 1100 
Series 


{Also—Combination Walnut or Mahogany) 


ALMA DESh COMPANY 


HIGH POINT, NORTH CAROLINA 
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64 Washburn Ave. 


For Modern Records, 
Sell Modern Signals 


naffcr 


NU-VIZ 
SIGNALS 


ee ie an eS __ 


No 04 NoO0B No09 No.2 | for visible record systems. Strike a 
a 1 = \ 


f new note in steel signal efficiency 


( Patented construction for easy attach- 





ing. No lip to eatch on other cards 


( or sheets. Of plated steel, in 4 styles, 


lol 
= $ widths, 12 brilliant colors 


Ar 
. CELLUGRAF 
NS SIGNALS 


Conceded the finest signal for visible 


WRITE systems. Transparent celluloid in 2 
for detailed sizes, 6 colors. Opaque style in 2 
information sizes, 4 colors. 


GEORGE B. GRAFF COMPANY 


Cambridge, Mass. 














A NEW LOW-PRICED HAND-OPERATED 


MULTIPOST ENVELOPE SEALER 


Model SS — Price $55.00 


An automatic feed sealer, backed by our 28 years’ experience. Positive 
separation, perfect moistening—at a speed of 75 envelopes per minute. 
An ideal envelope sealer for the small or medium sized office. 

We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Model SM at 
$150. This model is the finest machine of its kind. Seals 350 envelopes 
a minute. 


We also manufacture: 
4 Models LETTER OPENERS, 
2 Hand-operated, $50 and $90 
2 Motor driven, $110 and $150. 
4 Models MULTIPOST STAMP AFFIXERS, prices from 
$20 to $35. 
THE MULTIPLE MULTIPOST, an automatic stamp dis- 


penser, for handling various denominations of stamps. 
4LL machines shipped on approval—no obligation. 
DEALERS—Write for booklet and get dealer proposition. 


MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. 














New Improved AIRMAIL Model 


TRINER 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 


Capacity I lb. x Y% oz. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 

Write for Circular X. 


TRINE SCALE & MFG. CO. 
2714 W. 21st St. Chicago, Ill. 














RAUF 


Premium Ink 


FOR FINEST a 
PREMIUM 
RESULTS ON ALL DUPLICATING 


/ BLACK 
STENCIL DUPLICATING “gD 


MACHINES!! on 


This ink will help you make satisfied 
users and increase your repeat ink busi- 
ness. The Quality of PREMIUM INK is 
pest Dhete-bhel-te MM oh am-> del Eble h aM E- Velo) a-lie)@ Mert: 
of all raw materials. 


A Sample 1s Yours — 
for the asking ! 


We'll be glad to send complete 
prices and dealers discounts. 


INK SPECIALTIES CO., INC. 


525 S. LAFLIN STREET . . . . CHICAGO 
FRED B. CANODE, PRES. 
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“MEMORY MASTERPIECES” 
USEFUL 
DIGNIFIED 
ECONOMICAL 


| deal Gifts for All Chwilio 


No. 812 ROYAL 
ENVELOPE RACK, 
SOLID WALNUT 
RETAILS AT $1.50 





Write for Circular Illustrating the Many Items for Retail or for 
Good Will Gifts or Advertising Use. 


FINCH & McCULLOUCH. 


MANUFACTURERS OF 
“MEMORY MASTERPIECES” 


Rass. U. S. PAT. OFF. 


AURORA he tie ILLINOIS | 
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grade — é ected bY ordinary 
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WSILIAY UA 
CO 


PENCIL 


PHILADELPHIA, U.S. A. 





THE NEW PATENT STRING DEVICE 


LESS LES LES LA A TM 


ae MURRAY WARATc 


S 114-124 S. Clinton St., Chicago, II. . 


RELL ELL FLFR 


153 


NOS ES 2% FS Poa LI 


© Packs of ae 


Zipper Cases 


will be sold for Xmas! 








Be sure your stock is plentiful of the ever-popular 
VARAT line of leather cases. There is a style for 


every need and purse. 








A complete 
line of Ring 
Binders, 
Brief Cases, 
Zipper Port- 
folios and 
leather en- 
velopes. 


Write for Catalog 








* 


OMPANY 


iv. 





Codo “CARBON GRIPPER” 


A Flexible Backing Sheet 


“Carbon-Gripper” Grips and helds in place the assembled papers 
while being inserted in typewriter. Produces a greater number of 
fegible carbon copies at one writing. 
By 
sR .. ust 
e clean, strong copies - 







va 
{ Te iesur 


“CARBON 
GRIPPER” 


List Price 25c¢ 


@ Insures clean, 
strong copies. 


a Assures per- 
fect alignment 


- 
@ Saves wear on Corbon-Gripper” Dwretuane SS 


‘ 
ribbons woah way. Bend beck 
ag chewed tomgene will 
tesert smmmibied 
@ Saves wear on chen Trees 
platen Gig Gemaly and ineore © 
eal a Lacten Geiger” 
sm eyprecaer, 
: . erento’ 
One “Carbon-Grip- ber of ons “* 
per” in every box cypewrieer, © 


of Super-Kote and 
Keen-Rite Carbon 
Papers Without 
Charge. Write for 
details. 


Re —=Eeeeee 


Codeo- MANUFACTURING CORP. 


509 South Franklin St., 270 Lafayette St., 
Chicago New York 








Factory: Coraopolis, Pa. 



























And a Hand 
Shake Across 
\ the Miles 


ee 





ES 





Our holiday happiness would be filled to over- 
flowing if it were only possible to grasp the hands ‘\ 


PERS AS ZS 


of all our customer-friends scattered throughout the . 

os land, and to warmly wish each and every one the pS 
. compliments of the season. XX 
.) 7 May your holiday season be a joyous one and the e: 


New Year bring health, happiness and prosperity. pe 


._ §. Typewriter 
Filbert at Tenth St 


Ft. Ribbon Mfg. Co. 


' Philadelphia, Pa. 


Established 1895 


Calling All 
Office Equipment 
Dealers... 


Every office and 






factory in your vicinity 
without an efficient Inter-Communi- 


cation System is a first rate prospect for 








the LAST word . . . the BEST word . . . in modern 

Inter-Communication Systems. Saves time, steps and 
money for every executive. AMPLICALL is in successful 
daily use in hundreds of plants the country over. Get in 
on this new source of good quick profits by writing us 

for the full facts today. It will pay you well. Webster- 
Chicago Corpora- 
tion, Sec. D-54, 
5622 Blooming- 
dale Ave., Chi- 
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njoying all the privileges of getting settled and Art will hold forth on 
the beauties and advantages of their choice to all who will listen. He 
enjoys particularly the pheasants which visit his yard ATW 


San Francisco, Calif._ With the entrance of Bruce K. Barclay into the 


R. J. Morgan Company, the trade name now becomes The Morgan & 
Barclay Company Mr sarclay during his fifteen years in the western 
tat made many friends, who are wishing him well. His 


nery trade has 
' Supply Company of San 


enlarged and re- 


pa ine vears have been 
Francisco rhe store at 404 


irranged Ss 


with the Stationery 
Market street has 


been 


ger, manager of the Louis Melind Company 


San Francisco, Calif.—_.J. L. Ya 


California, 598 Market street, reports that stationers in Monterey 
ire vetting considerable additional business because of the great 
it it Camp Ord, one of the great defense projects of the west. 
Indelible ink and stamping outfits are in great demand.—SS 
San Francisco, Calif.—Saul C. Weiser has joined the staff of the Stationery 
Supply Company at 148 Second street. He will service the San Francisco 
San Francisco, Calif.—Arthur W. Smith of Hall & Smith, stationers 
il Market street, has been enjoying a month's visit at Washington, 


DD. { SS 

White Plains, N. Y._.Max Gold has recently opened an office supply and 
it store at 179 Main street, under the name of the Northcourt Sta- 
The new store, located in the Northeourt building, will maintain a 
ete stock including commercial stationery, cards and other items 


equipmer 








FURNITURE 


Chicago, Ill.-Kay'’s, In 4527 Broadway. has 
200 shares of common stock with a par value of 
pany sells office furniture and the incorporators are M 


and kK ‘K nn 





been incorporated with 
share rhe com 


Kahn, E. Kahn 


S100 a 








appointed Pacific Coast 
has taken up headquarters at 153 
Kearney street Mr. Smith has been fifteen years with the Eversharp 
irganization, nine of them having been spent in the Pacific Northwest. An 


ictive association worker, he has been president of the Oregon Trail 
Travelers, and at present is treasurer.—SS 


Calif.—C. S. Smith 
manager for Eversharp, In 





San Francisco, recently 


regional 








| TY PE w RITE R S 


Machine Company several weeks 
showing of typewriters marked down to 
this method of merchandising that the 
included in its weekly showing a typewriter, table and 
price.—J DM 





Tex.—The American Writing 
regular window 


So successful was 


Dallas, 
ig began i 
figures 
now has 
offered at bargain 


feature 
ompany 
hair, all 


McCook, Neb.—The office machine firm which has operated here for a 


number of years under the name of the R. E. Murphy Typewriter Com- 
pany has been purchased by Leo C. Horton, who has been manager of 
he organization since 1935. Mr. Horton said the establishment will be 
verated as the Horton Typewriter Company and will continue its present 

f office machines, supplies and equipment. 


San Francisco, Calif.—_W. H. Parks, comptroller for the Royal Typewriter 


Company, Ine., recently spent a few days here on an organization and 

expansion program. As a result, the local office will be furnished more 

space ind rearranged for greater comfort and convenience. This has 

be e necessary because of the increasing personnel, and the increasing 
of business SS 


San Francisco, Calif.—Earl W. White, San Francisco manager for the 
{mes Supply Company, returned recently from a visit to the Los Angeles 
He found dealers doing a very good business, due largely to the 
program, and very few making any complaints.—SS 


agency 


defense 


San Francisco, Calif.—C. E. Russ of the San Francisco Royal 


manager 


branch, reports a prosperous year, and everybody very busy. At the end 
if September, they had already passed their quota of sales for the entire 
ear.—SS 











ADDING MACHINES 


San Francisco, Calif.W. L 





Woempner, previously assistant branch 
sunager for the Victor Adding Machine Company at Portland, Ore., has 
manager of the local branch. He takes the place of J. K. 
Young, who has been made branch manager at Los Angeles. Mr. Woempner 
was formerly with the Burroughs Adding Machine Company, acting as 
salesman in St. Louis, Chicago, and Portland; and as manager in 
Idah ind Portland, Ore.—SS 


been made 


Boise 





MACHINES 








OTHER 





Reno, Nev.—Harry 8. Foote announces the removal of Harry’s Business 
Machines. Inc. to 130 West Second street. The new quarters provide larger 
space for the sales and display departments, and better facilities for the 
ervicing and repair departments.—sS 
San Francisco, Calif..-The San Francisco Cash Register Company has 
moved several doors up the street to 353 Market, in order to secure more 
floor space for their expanding stock of cash registers, and calculating 
machines. Their window display units include National, Victor, Remington, 
Burroughs, and R. ¢ Allen calculator SS 
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THERE IS ONLY ONE’ Tilda Compressing 
file — and it’s made by AUTOMATIC! 













Automatic originated and pioneered the Expanding and Compressing file drawer over 
20 years ago! And today Automatic files, through constant improvement, offer in 
addition to this feature the finest and strongest construction—plus these 


ADVANTAGES: 


1. Greatest usable capacity of any file! 
2. Extremely low cost per filing inch. 


3. Fire Protection of papers, guides and folders— 
through Compression. 


4. Greatest utility and convenience — through 
Expansion. 


5. Fastest filing and reference time. 


These are but a few of the reasons why AUTOMATIC dealers are realizing 
FULL PROFITS by eliminating all competition. 































INVESTIGATE FURTHER BY WRITING TO US TODAY—AND REMEMBER— 
“Only AUTOMATIC gives Expansion and Compression” 


AUTOMATIC FILE & INDEX CO. 


629 West Washington Blvd., Dept. A-56, Chicago, Illinois 















Sell ACCO BINDERS 


(2 Piece Construction) for 


BULK AND 
soma TRANSFER 
a * \ BINDING 


NO OTHER 


TRIMMING BOARD 


Can offer these 
Patented Features: 




















Adjustable paper guide Two rulers for 
perfect alignment — Safety spring — Best 
grade, perfectly ground blade — Finest 
hardwood, ebony finish. 





t 

HE low price of Acco two-piece binders makes thera 
ideal for the inexpensive binding and storage of inactive 
records. Customers buy them in large quantities! 


@ Their sturdy construction, efficiency and convenience, 
make Acco two-piece binders ideal for daily office use. 
@ They possess the same advantages of more expensive 


Be SURE You are selling ring and post binders—easy interchangeability and_posi- 


this finest of trimming tive binding of all size sheets. Bound with Acco Fasteners 
boards —- The PRECISE!! 7 sizes in a wide price range for unlimited capacity. For all commercial centers. 


Write for folder. Btn 
Write for details and prices 


AMERICAN PHOTO LABORATORIES, INC. |} cco PRODUCTS. Ine. 


28 N. LOOMIS ST., CHICAGO, ILL. 39th Ave. and 24th St., Long Island City, N. Y. 
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Modei No. 1002 
(Old English Bronze Pilate) 
Beautiful from any Angie 


a 





Mode! No. 1006 Clamp-on 
30” Horizontal extension, ver 
ticaland horizontal adjustment 

double arm, triple swing 


MIDWEST 





Chicago, Ill. 





MIDCO 


“PERFECLITE” 


The FINEST 
Fluorescent Lamps 
YOU can SELL! 


Here is a lamp you will be proud 
to show and can sell with com- 
plete confidence. 

Functionally correct in light 
distribution—-beautiful in design 
and finish. Made only of quality 
materials and workmanship. A 
complete line of 3 models in a 
choice of six finishes. 


Attractively priced. 


WRITE FOR lighting chart, prices 
and discounts today! 


U.S. PATENT 





















MEMO PAL 


IDEAL PREMIUM-GIFT 
ITEM 

Panels especially designed 

for advertising message. 

+ 250 Feet of standard size 
adding machine roll paper 

x Sturdy Metal Construc- 

tion. 

*« Mechanically Perfect 
Mechanism 

«x Modern-Streamline 
Design 

*« Crackle Finish— 

in black and 

green. 


$ { 50 H Bakelite 
Knobs 
Individually Order samples 
in Carton today. 
Liberal Dealer 
Srecount PREVUE-RADSELL CO. 





440 S$. Dearborn St., Chicago, ti! 











Here is the Secret 
of MIDCO 
Perteclite Exclusive 
Light Control! 


NATURLITE CO. | ~~~ 


440 N. Wells St., 


Perfeciite’s Dual Reflector 

offers complete contro! of 

fight rays. and distribution 
to the working area 























9) Moi n-wyil} 
Ciwext/ | ‘The QUALITY 
ral LINE of SUPPLIES 
— NS J That Is Absolutely 
—= Complete 
duplica- 








tor ink, slip sheet 
ers, scope—every- 
thing your cus- 
tomer needs to get 
perfect duplicator 
results. Write for 
catalog 























HILCO CORPORATION 


1512 MERCHANDISE MART e CHICAGO 





























vested THE LION’S SHARE 


Round u available type cleaner business it 


every office y« serve by featuring Clarotype 
rhis ling specialty turns once-in-awhile buyers 
regular customers ‘Clarc type 

" worthwhile profit, toc 

That’s why more than 4000 dealers 

it the year round. W rite 

details of our free ad 

vertising aids designed to make 

tore lead in type cleaner 


sales. The Clarotype Company, Inc., 
Hudson Street, New York City 








—S { 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 


FURNITURE OF DISTINCTION 


Today's trend is to business-like 


metal furniture. For executive 
and secretarial offices, reception 
rooms, professional and general 
use 

Write for new 1940 catalog, 


price list and Dealer Proposition 


THE TROY SUNSHADE CO 
Troy, Ohio 





STEEL FILES 


Typewriter Tables Map Cases... 
Storage Cabinets . Wardrobe Cabinets 
and allied steel products. 












YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, INC. 
GENEVA, ILLINOIS 
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“KEILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadiat Patent 324,059. Other patents pending.) 





why dealers PP ris 


Why Not Join 
g Features 


_—_ 


Samson Stron 
All parts machined from bar stock and heat-treated, 


outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
| slides our bal] bearings and rivets are in one unit for 
| quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
Samples made to your specifications. 








bearings 


MUTSCHLER BROS. CO. Kilian Manufacturing Corp. 


NAPPANEE, INDIANA, U.S.A. | 1728-1736 Burnet Avenue Syracuse, New York 

























) The Red 
Window 
gives-ease- 
f Visibility 


” 
yy 
jj 
4 























——— 


AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 








Steel-Strong” Product are Id Stationers and 
Office Supply Dealers only We have r retail salesmen t 
pirate your customers and cash in or our missionary worl 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 


Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 

Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 














DAVID KAHN, INC., North Bergen, N. J. 


3941 CLARK ST. 


THE CL.DOWNEY CO. cincinnati o 
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At No Extra Cost--WHY NOT! 
4gomitgun® RUBBER 








STAMPS 


ALSO OVER 1500 DIFFERENT 
CHROMIUM MOUNT STOCK STAMPS 


















Nye WRITE ABOUT THE NEW 
ees “BOX DEAL” 
gor" s® 12 Chromium Mount Stock Stamps Packed in an Attractive Counter Display! 


BANKERS & MERCHANTS STAMP WORKS 3215 N. Sheffield Ave., CHICAGO, ILL. 











PRODUCTS 


WOOD STAMP 
PADS 


TYPEWRITER 


3 NEV-R-KURL 
#A"CLEAR-PRINT” PRODUCT 
ce Wo. 1600001 
: THE ALL PURPOSE 
RIBBONS 


CARBON PAPER 
The Complete Line of Lipit HECTOGRAPH 
Podsture seating. 


FEATURE Ulhile For —o 
CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 











SPEED-MO STAMP PADS 


“Have What It Takes” 


Tough, resilient sponge rub- 








MFG. CO. 





ber pads that stand up under 
hardest usage. Speed-Mo 
Pads will not sag; are dust 
proof, silent. DEALERS 


write us. 


RIVET-O 





93 Jason St. 


ORANGE, MASS. 


or Louis Melind Co., Western Rep., 
362 W. Chicago Ave., Chicago, Ill. 








@ Hand Removabie 
Shelves. 

@ Adjustable on half 
inch centers. 

@ For sorting mail, in- 
voices, bills, etc. 





For complete informa- 
tion write 


Lyon Metal Products, 





Jt VYlew 





District and Sales Offices in Al! Major Cities 




















PATENTED 
FES. 17,1920 JAN. 11, 10218 
ROY. 6.1923 
Eight Sizes 
inside Diameters: 


No. 00, % In. No. 2, 1% in. 
No. 0, % in. No. 3,2 In. 
No. 01,1 in. Ne. 4, 2% in. 
No. 1, 1¥% in. No. 6,3 In. 


Ceme also boxed assorted 
in seven sizes. 


Have You 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
aud fumble to find the place where 
the ring opens, if it’s an Adams ring. 


Here is the simplest, quickest-operat- 1 


ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 
point. The enlarged joint, nicely 
rounded and smoothed, keeps ring 
right side up in position to be in- 
stantly unlocked. 

Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 


Chicago, Illinois 


Henry T. Adams Mig. Co. Mitsce iin“ 


a Friend -or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 



















Incorporated : H 
nae. : THE OFFICE APPLIANCE COMPANY ; 
Renee Waste 20 NORTH WACKER DRIVE, CHICAGO, U.S.A. ; 
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HOTCHKISS ‘‘Palmfit”’ 


Model 122P List Price 


2 
gestion” Keep this handy Hotchkiss 
- $]-50 


a 
“ les wus: Palmfit stapler in your pocket. 
<8 Show it to each customer you serve. You'll be sur 
prised how many will buy it. But... you must know 
its many advantages . . . how it fits the hand com 
tortably (even a woman’s hand), can be carried in 
pocket or purse (no knobs to catch), uses standard 
staples—can be changed instantly from stapler to 
tacker — welded steel, hardened working parts—a 
mighty low price for a mighty good machine. 






















USED AS A TACKER 


Swing the base down and 
around to make a handy tacker. 


THE HOTCHKISS GUARANTEE PROTECTS YOU ANI 


HOTCHKISS 


SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


Holds 105 Standard Staples 
YOUR CUSTOMERS 


NORWALK, CONNECTICUT 


“Pioneers in all that’s best in stapling” 


Suggest for ple 


THE MANAGERIAL FILE! 


“A Private Secretary” 
for the office—for the home 


A desk-side unit; desk high 

Sliding, fall-a-way top 

“Elevating” upper drawer provides 
maximum visibility 

Ball-bearing rollers on lower drawer 

Welded steel construction 

Satin finish bronze hardware 

Lock; and rubber-wheeled casters 

Green, mahogany, walnut finishes 

Efficient——Dependable—Serviceable— 
Attractive 

Priced low—a splendid value! 

Write for full details, NOW!! 








BahaTaMatatatatee"s” 








No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
tree trial basis. Nation- 
| ally advertised| Write 
| for details nowl 














Simply tip 
the card 








and copy Try Our 4 Ball-bearing Roller Transfer Files! 
oa: 3468 N. Cla . 
Meilicke. Systems Ine, Zico | E MOMiWEsT MEAL PRODI co, 








Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item ior stationers. 





This special adhesive sticks with a sinewy, 
flexible grip. Grippitted work can be stripped 
off like adhesive tape, permitting paste-ups 
to be removed, positions to be changed 


Write for Free Tube 
and Profit Story 





Stanley R. Bristow 
¢4 Central Ave.West Orange.n. 5 


HarrRIMAN-WELTs Propucts Co. 200 Summer Sr. Boston 









AMERICAN VISIBLE 


NUMBERING MACHINES 


6é 


Any of these paper mer- 
chants will give you sam- 


ples and prices of Wiggins hat you don’t know won’t hurt 





Model G) 3 Movement 


Model @) Lever 


Movement 
Model €) 9 Movement 


WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 


BROOKLYN, NEW YORK 





Book Form Cards and 
Compact Binders: 

New York City 
Richard C. Loesch Co 
Pittsburgh 
Chatfleld & Woods Co 
Cincinnati 
The Chatfield Paper C« 


etroit 
Seaman-Patrick Paper Co 
Grand Rapids 
Carpenter Paper Co 
Houston 
L. 8. Bosworth Co., Ine. 


St. Louis 
Tobey Fine Papers, Inc 


The JohnB. Wi qs qs | N 


1162 Fullerton Avenu 
Book Form Cards 


you” is obsolete as the letter press! 


For if you don’t know what profit 
lies in business cards, it surely will hurt 
you. For these can be ordered easily 
as office supplies; and if you insist that 
your printer or engraver uses Wiggins 
Book Form card stock, you will have a 
reputation for a “better buy” than 
others. 





dsk us for the stationer’s 


ayn 
———— 


proposition at once. 


e, Chicago 
Compact Binders 
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Your Display Window makes news 
when You Feature METALSTAND 


Business men and women pause and consider the ad- 






—An Office 
Machine Stand 
with 
Extra Stability, 
Quiet Operation, 
Ready Movement 
and 
OUTSTANDING 
VALUE 





vantages in saving of time and increase of production 

compare the facility and dependability with the 
moderate cost. In these days of shorter hours and 
longer duties, the answer is almost invariably affirma- 










live. 
METALSTAND is shipped subject to Dealer’s Ap- 


proval—send your order. 


METALSTAND COMPANY 


1615-25 MELON STREET, PHILADELPHIA, PA. 

















Guaranteed Rebuilts 
By “Universal” Are 


Attractively Priced 
Attractively Refinished 


for years and years of additional service 





BESZ5TEST 
















. . and satisfaction to both buyer ne Beta Pa or 
and seller - PAPER CEMENT 
When 8 z 

REBUILT, REFINISHED AND ACCESORIES 
VISIBLE RECORD GUARANTEED Nationally advertised. 
EQUIPMENT and Kardex, Acme, Post f OPER CENE aw a for ey 

’ ’ : pasting and mountin 
OFFICE MACHINES Index, Globe Wern- wage" | EE purpose—clean—speedy— 
Write, phone or on = yy ~ 1 >) pelle ee will not curl, shrink or 
@ systems in cabi- =. wrinkle paper. Stocked by 


leading jobbers every- 

where. 

Write for Dealer’s List 
No. 11. 


UNIVERSAL OFFICE | ‘ein Ponc ond Sok 
EQUIPMENT CO., INC. | -Ssssletor, 

















“The House That Confidence Built” go cm 
; ultigraphs 
561 Broadway Hew York City Dictating’ Machines 
Cable—“Uniquip”—New Yorx Mimeographs 








MO STRENGTH | SYNONYMS CARD INDEX AND FILING SUPPLIES 


your customers satisfac- 


Moré. S M 0 0 TH | I3 ty S | Hon from thinner leads. created to meet dealer needs 
Threadline excels in and satisfy customer demands 





quality. A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 
prices. 


Send for samples and prices on your SPECIALS. 


Order from the Ji/(g 7/2 /184!) Write for our NEW CATALOG. 
CHICAGO, ILLINOIS THE DACO CARD AND INDEX CO. 


















Origi 
riginators No. 9 Federal Court Boston, Mass. 
ESTABLISHED [919 
BS ARY OF THE OSEPH DIXON CRUCIBLE CC 
sfpsfenlonlontocloclocbeoetoeteafonboedoclocfocloclecoetoetosleebeelonboclocloclecetoeloateeleoloeteelocleclecet 
Dealers Wanted | = : 
+ At all times. but especially n ~ 
(One in a territory) Ry - ntiment of d 
‘ ote 
For a spring cushion 2 le Earth. Good V ward Men z 
typewriter key having + snnot fa » 4 
permanent pure white 4 4 ZZ 
; . 
?, 


’ 
. 


characters. You will 
get more key business 


2. 2. % 
eer eets 

ae yas) 
*.¢ 
oLeelee’ 
Lee 


-A Merry Christmas and 








* 
. 
. 





a 


proposition. 


J 
. 


16S DUANE ST. 


oe 


by selling ds x i 
M A S T F R z ‘A ‘Peaceful, Joyous New Year + 

es z 

SPEED KEYS | : AIF : 
(No rubber to wear out) + + 
Write for our interesting : SESH Raapeir GE So yt z 


* 
- 
. 


* 
o 








S q K Mf C 322 Columbus Place NEW YORK, N.Y 
peed Key MIZ. LO. “srooxtyn, w. y. ; sioneidieitaiaiataeane sideman 


foot ‘eefee! fovfesfoctosfoslocton! eee, te ‘5 
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DRY STENCILS 





SATISFACTION 


True test of quality is the satisfied users BARCO Dura-Coated 
Dry Stencils will secure. Stock them for your schools this year 
and inmerease your stencil business. Let your customers com- 
pare performance. Their satisfaction will be your guarantee of 


profit. Order Today! 





EARL M. BARKER & COMPANY 


311 LAURA STREET a JACKSONVILLE, FLORIDA 








a te 
BINDER 
CLIP 


ses Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 
CUSHMAN & DENISON Mfg. Co., 133-137 W. 23rd St., N. Y. 
CADO CARD HOLDER e@ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS e@ KONTROL BOARD CLIPS 

















Call for more Sales Maps and 
Millions of Additional. . . 







LS 
MARKETS 


4 


Manufacturers, wholesalers, 
brokers, shippers...all use sales 
maps...an immense market in 
itself. But today there's another, 
the vast and growing war-map 
market. Profit from both. 
Feature MOORE Maptacks 
Nationally advertised. Display 
the attractive cabinet. Supplied 
FREE by your jobber with order 
for 5000 assorted MOORE 
Maptacks. Write him today. 


MOORE PUSH-PIN CO. 
113 BERKLEY STREET, PHILA., PA. 


Original Makers of PUSH-PINS, 
PUSHLESS HANGERS & MAPTACKS 


FREE DISPLAY 


Compact, Conve- 


nient, Fine Looking 
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XXXXXXXXXXXXXXXXXXXXXXXXIXXXXAIXXIXIT) 
In 1933 Bickett introduced 


RESPIRATOR Ventilated 


COVERED BY PATENT NO, 2,025,712. Cushions 


Respirator is the only chair cushion on the market which 
is ventilated WHILE CUSHION IS IN USE, and no labora- 
tory or high pressure demonstration methods are neces- 
sary to prove that Respirator Cushions are airolated. 

A Respirator Cushion is a scientific seating device 
designed to provide continuous comfort and eliminate 
chair fatigue. 

Respirator — the most asked-for-by-name seat cushion 
on the market. Endorsed by every user and distributed by 
dealers who strive to furnish their customers with the best. 


L. M. BICKETT COMPANY wisconsin 


xxxXxXXXXXXXXIEXEXKIXIEXKIEXE KKK IX XeX XXX XeXXY 


XXXXIXITIXIIIEIITIIIEITTKIIIX 
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Loose-leaf envelopes, punched; card-cases, any 
—y | \\ size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
} : lulose. We build to fit your particular need. Write 
w is us for details, 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. 8. A. 


\o 








mag MOORE Mayatacks 








CAyEM PEN nx 


Modern writing set for Students, Homes 
RETAILS and Offices. Ideal for Study desk... Can't 
UNDER 


tip over or spill . . . Holds several months’ 
1 unconditionally guaranteed 


yore ff conronarion 


in 3 colors. 


250 to 500 words at one “dip.” Available 
1810 DIVISION AVE., S.. GRAND RAPIDS, MICH. 





THE S T E E l TRANSFER CASE 
that STARTLED the Industry! 


— Now Improved — 
Biggest $3 Value of the Season 
— STOCK THEM and STACK THEM 

Most Liberal Dealer Discount 


Write For Complete Catalog 


EFFICIENCY EQUIPMENT CO., INC. 
360 W. Superior St., Chicago, Ill. 

















DR. SCAT 


For the Typewriter 
Means PROFIT to YOU! 


Dr. Scat is sold from coast 
to coast by the best Station- 
ers, Office Supply andType- 
writer Dealers. ; 




















Manufactured By 


DR. SCAT CHEMICAL CO. 


“REFINISHER” 
178 North Franklin St., Chicago, Illinois %es- U-S. Pat. Off. 
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Photo Fans WANT This New Album 


... 9ells on Sight 


Handiest, most prac- 
tical photo album 
ever! Visible file of 
prints and films with 
full data, in sturdy, 
handsome, loose- 
leaf binder. 





Ideal for Christmas 
giving. 
Write NOW for samples and prices 


TRUSSELL MANUFACTURING CO. 
Dept. O Poughkeepsie, N. Y. 


holds 
60 PRINTS and 
60 NEGATIVES 











—a r | 
two Billion Vollars! ? 


Are YOU Getting of 
Your Share? f 
4 


f 


yP 


YOUR SALES! 





LET CROWN P 
Show You How te 4 
o 





Just Drop Us a Card for Complete 


Details and Samples. 


Crown Ribbon & Carbon Mfg. Company 
63 Halstead St., Rochester, N. Y. 








ROLLING STORE LADDERS 


For use on Filing Cab- 


P= inets and Shelving, in 
: Offices, Vaults and Store- 
at. { rooms. 

LIBRARY 


ih LADDERS 


Equipped with rubber 

tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DE ALERS—Don't overlook 
sgles opportunities in Roll- 
ing and Library Ladders. ~~ 
Write for literature and 
prices. 


Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 











ALLEN @ WALES 


ADDING MACHINE 
CORPORATION 


444 Madison Avenue NEW YORK CITY 
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STATIONERS 





AN 


~!|Do You Sell 
“~IBRITISH 


GOODS ?? 


AMI 








io— 
you will find our new 


quarterly publication the 


BRITISH STATIONERY 
EXPORTER 

of the utmost assistance and value as it con- 

tains a comprehensive display of the most at- 

tractive and saleable British Made lines of sta- 


tioners merchandise. 


We shall be pleased to mail you a copy post 
free each quarter if you will complete the form 


below: 


=<=—=--- SEND US THiS COUPON ----=-==- 


To F. W. BRIDGES LTD., 
Proprietors THE BRITISH STATIONERY EXPORTER 


34, Bridge Street, 
HEREFORD, ENGLAND. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name ; 
(Please attach your business card or letter-head) 


Address 


Date 


























oS RARER 





DECEMBER, 1940 


Free, gm 


.. THIS 
VALUABLE 


IF ITS DARNELL 
IT'S EASY TO SELL! 


Assured maximum service and savings for 
your customers — more profits for you 
through increased customer goodwill when 
you sell Darnell nationally known products. 


DARNELL CORPORATION, LTD. 
STATION B, LONG BEACH, CALIF. 
24 E. 22ND, NEW YORK 
36 N. CLINTON, CHICAGO 














There are many points of 
superiority that make Dar 
nell Products easy to sell 

let us tell you about them 










Holiday Greetings! 
Sa. 


SLIEL LL 





ie 4 


SPEED PRODUCTS COMPANY 


Long Island City, New York 








MAKERS OF THE ONLY | 
} “METAL-HOLED” | 

| RING BOOK _ 

| SHEETS 


-— 4 
Sas 
=ZN ATIONAL® 
SLEMEIIE WARES 
— Ve ~# 


NATIONAL BLANK BOOK CoO. 
Holyoke, Mass. 
NEW YORK CHICAGO BOSTON 




















MAGIC FLOW 
AN EXCELLENT 
DUPLICATING INK 


Also other 
Duplicating Supplies 
- 


Samples and Prices 
upon request. 








CONTINENTAL INK CO. 


544 W. LAKE ST. CHICAGO, ILLINOIS 
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LOOK for special 
announcement of the 
“900 Deal” offer...de- 
scribed in Autopoint Com- 
pany’s New Catalog No. 41 
Autopoint Co., 1801 Foster Ave., Chicago 


THE i! 77ER Yt 





REG. TRADE MARK 











6:00 O'CLOCK and the gy 


mail's all out—thanks to : 
HI-SPEED <= 
HANSON postai scace M.S 
@Faster than a beam type scale—no time 
lost jiggling weights. Here is a Postal 
Scale that gives foreign and domestic 
postage at a glance without figuring. 
Hair line accuracy. Built to last a lifetime. 
Your customers will like this 
modern, business like scale. 


Ask your jobber for Bulletin No. 5 
Hanson Scale Co., 525 N. Ada St., Chicago 


[ANSON SCALES 


BATHROOM © KITCHEN © NURSERY «DIET + POSTAL 














Extra 
Speed 


from TWIRLIT 300 


Any TWIRLIT will drill 150 sheets (a half inch 
thickness) of paper quickly and aceurately——and 
offer choice of %4, 9/32, 11/32 and 13/32 inch Other series 
hole diameter. In addition, TWIRLIT 300 with at $2.50 

back and side guides, seale and three drillheads, and $7.50 
provides extra facilities for speed accuracy. Point 

out the extra service and earn the extra profit. 


MITCHELL BINDER COMPANY 


114 Bower Avenue Hagerstown, Md. 

















Put A SENTRY 
SAFE an Duly 


and you'll be providing dependable 
new-safe protection at a used safe price 





INSIDE DIMENSIONS: 15° x 12° x 12'% 


WEIGHT: 245 Lbs 1-Hour Protection 


only *35 Liat 


DEALERS: Yow can make quick profits on this lower 
priced safe. Many exclusive territories open. Write w 


BRUSH PUNNETT we. 


545 WEST AVE. > ROCHESTER, N. Y. 
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f 
OPEN NEW 
BUSINESS 
The most important thing 
about selling Royalchrome 
is that it opens up new markets. 
A fe Ww It shows you new ways to make more profits. Your sales- 
men can go places ... and sell . . . where they couldn't 
Royalchrome before. See the list of Royalchrome prospects at the left. 
Everyone of them has a reception room, lounge, or some 
markets — other interior that needs Royalchrome furniture. 
oni 1 Royalchrome is out ahead again with its vastly improved 
Shoe Shops Institutions n 2 
stittiee rn 1941 styles and designs, and more attractive Tuf-Tex cov- 
. . Grills erings, featuring the sensational new leatherette color— 
estaurants ° : + . 
Schools Recreation Cinnamon—a simulated rawhide. Also 29 other stunning 
re eee Parks colors to choose from. f 
Hospitals Athletic Clubs 
Manufacturing Drug Stores. Send for New 84-Page Catalog and Full Facts on Our { 
Plants ete. Dealer Proposition. 
Royal 187 N. Michigan Avenue, Dept. C, CHICAGO 
“Metal Furniture since °97” New York Los Angeles Toronto 

















THE MOST COMPLETE LINE OF DUPLICATORS AND 
SUPPLIES IN AMERICA 


Think of the advantages of handling a complete and profit- 
able line of duplicating machines and supplies, al] available from 
one source. The Heyer line includes many models of stencil and 
gelatin duplicators as well as a complete assortment of supplies for 
most known duplicators. There is a Heyer duplicator available for 
every duplicating requirement, in a range of prices appealing to 
every prospect. 

All Heyer duplicators are simply and sturdily constructed. Sim- 
plicity of operation is the keynote of all Heyer machine design. 
There are no complicated mechanisms to get out of order, and very 
little service is required. All of the machines are easy to operate, 
beautifully finished, and are equipped with an initial set of sup- 
plies. Supply items are of the highest quality, and are attractively 
packaged. All are fully guaranteed. 

Thirty-seven years of experience in manufacturing duplicators and 
supplies enables Heyer to produce a line of unsurpassed value. 
Heyer products are known throughout the world for their high 
quality and satisfactory performance. Write today for catalog and 
price list. 
































|. Sam x * 


* *& Christmas 
@Hreetings and x 
Hest Wishes for 
GQ New Year of 
Happiness and 
Jrosperity! * * 
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Portable Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 
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